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Features 


1 The Adjustment for Wear is 

made on the Thimble and Can 

Be Positively Locked. A Patented 
Brown & Sharpe Design. 


Note that the frame is recessed 

at anvil end and cut back at 
spindle end. This makes possible 
measurements around projections, such 
as spline shafts, etc. 


3 Narrow Frame at anvil permits 
use in places where ordinary 
micrometers will not enter. 


b 
Circular Orn Request This new micrometer is one you ought 


to have available for all your tool 
customers. 


BROWN € CHARPE 'TOOLS 
“World’s Standard of Accuracy” 
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“TOHN, you astound me! How im the world did so Obviously, for the happy couple, 1847 Rocers Bros. Silver- 


plate is “the perfect match.” Knives, forks and spoons are 
divinely soul-mated with tea and dinner services . . . all in 
m ie the same design. No other make affords so wide a range of 
Obviousness 1s genus, dear lady. he obvious Wan flatware and hollowware in matched designs. : 
NneVCY forgets his wifes wedding anniversaries, and MAY WE SEND YOU OUR NEW BOOK? A most charming little brochure 
‘ , : ‘ : ‘ ‘ a" ... beautifully illustrated...and containing a gold mine of suggestions for 
obviously, he chooses the ANNIVERSARY patiern 1} IS4% the hostess on both formal and informal entertaining. A copy is yours 
Saitama a » Cahn 2 for the asking. Write for Booklet to International Silver Company, 
ROGERS BROS. Silver plate. Dept. E, Meriden, Conn. 


obvious a man ever select so inspired a gift?” 


This advertisement in the June issues of Harper’s Bazar and House Beautiful is one of a very striking series appearing in a list of 
“class” magazines. This is in addition to the campaign, largely in colors, in fifteen leading popular magazines of national circulation. 
HARDWARE AGE, published weekly by the JRON AGE PUBLISHING CO., at 239 West 39th Street, New York, Y., U. 8S. A. Entered as second 


N. 
class matter May 22, 1913, at the Post Office at New York, under the Act of March 3, 1879. (Printed in U. 8S. A.). $3.00 per year. Single copies 
25c. each. Vol. 119, No. 20. 
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SUPERSTEEL 


There’s a 





VAUGHAN 
Forged Steel 
HAMMER 

For Every Prospect 


The only kind of a hammer we do not make is 
the cheap cast hammer; because every type and 


style of V & B Hammer is Drop Forged Steel. 


OUR THREE LEADING LINES ARE: 


1. Our famous Vaughan Vanadium Nail Hammer for 


professional carpenters. 


2. Our old-established ‘‘Supersteel”’ 


farmers and home tinkers. 


3. Our Value-Brand Hammers—the biggest value ever 


offered at popular prices. 


V & B Supersteel Hammers 


These hammers are quickly recognized by their two toned hickory 


line for mechanics, 


handles—a dark color at the grip end. This clever idea (patented 
by us) enables our dealers to allow their prospects to heft and 
handle the hammers, without leaving finger marks on the handles. 

V & B Supersteel Hammers are offered in dozens of styles, and 
all standard sizes, including 


Bell-faced nail 
Plain-faced nail 


Bell-faced straight claw 
Plain-faced straight claw 
Double octagon nail 


Milled face nail 
Ball, 
and cross peins 

Machinists 

Tile Setters 

Saw-set 


straight 


Tinners riveting 
Tinners 
Bricklayers 
Engineers 
Blacksmiths 


“Value Brand’? Hammers 


A low priced line of dependable nail hammers—bell and plain faced; 
rip and double octagon nail—all with polish-finish hickory handles. 

Play safe—concentrate on V & B Hammers and carry a few of each kind 
or style in stock so that you have a dependable V & B for every prospect. 


This will enable you to simplify your purchases, 


reduce your stock, 





























bell- 


and 


give every hammer buyer the largest dollar-value for every dollar he spends 


with you. 


VAUGH/ 





& BUSHNELL 


MANUFACTURING COMPANY 





CuUHe 


mS Of Fire Toots 


2114 Carroll Ave.~ 


~ Chicago. Ill. U.S.A. 





Send for our new 
catalogue of V & 
B Tools. It im- 


cludes: 


Axes 

Bits 
Braces 
Chisels 
Hammers 
Hatchets 
Hooks 
Nail Sets 
Nippers 
Pincers 
Planes 
Pullers 
Punches 
Rivet Sets 
Scrapers 
Scutches 
Star Drills 
Tongs 
Etc., Etc. 
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“HISTORY does not repeat itself,” said 
Oscar Wilde, “Historians repeat themselves” 
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Mean Repeated and Profitable Sales 


In a sense, we who write 
the Nicholson File Com- 
pany advertising are the 
historians of files stamped 
with Nicholson File Com- 
pany trade marks. 


Running true to form, we 
want to repeat ourselves 


NICHOLSON FILE CoO., 


on this point—with all the 
emphasis we can put in 
our pen:— 


Hundreds of hardware 
dealers have found from 
experience that, year after 
year, NICHOLSON Files 
mean repeated and profit- 
able sales. 


PROVIDENCE, R.1., U.S.A. 
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It’s ten to one that the thing which would 
influence you most in deciding to buy a 
Morco original Stillson Pattern would be its 
“feel.” A plumber uses his Stillson more 
than any other tool in his kit. For him per- 
fect balance and the ability to take hold and 
let go at will are the points that lighten the 
day’s work. 

Get a Morco original Stillson into the hands 
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Surpless, Dunn € 
74-76 Murray S& 
New’ York Cia 


London Office: Gaston 


azo, Illinois 
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If 


you 
had to use 


Stillson 
yourself 


It would be the 
MORCO original Stillson pattern 


of your prospective customer and your sell- 
ing job is done. After that the wrench will 
sell itself. Any workman who has handled a 
Morco original Stillson will refuse to put it 
down for any other wrench. Stock the pipe 
wrench that will make your selling job the 
easiest. Mail the coupon for a complete de- 
scription and price list. No obligation of 
course. 


ee a ee ee ee ee ee ee ee ee 


MOORE DROP FORGING CO. 
! Springfield, Mass. 


Without obligation, please mail price list 





Name 


, King William St., 


Address 


re State 












































At left, the popular Urn Knocker No. 7 and Handle 
3961. In center, Knocker No. 28 and Handle 2461 for 
the larger entrance doors. At right, Knocker No. 6 
and Handle 3161 which are suitable for smaller doors. 
There are others for every style of doorway and every 
preference, all finely fashioned, rust-proof, lasting. 
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“The Ohio River had been 


up over these Sargent locks 
several times” 


WHAT this carpenter found when 
he salvaged the wreck of an old Ohio 
building has been duplicated many 
times. He further writes us: “They 
were well filled with dirt and had 
received as hard usage for over 20 
years as any lock ever received. I 
cleaned and oiled them and to all 
appearances they are as good as new.” 


Sargent locks and hardware are 
built to last as long as buildings 
stand. They are built to give fault- 
free service and absolute security 
and to satisfy every door and 


window need. That they so fre- 
quently outlast the structures in 
which they were placed should in- 
terest every hardware merchant. On 
such service real retailing success 
can be built. 


Below are a few of the many pop- 
ular patterns in Sargent hardware. 
They are of solid, time-resisting 
brass or bronze, rust-proof and last- 
ing. They are the most economical 
your customers can buy—most profit- 
able and safe for you to sell. Write 
for particulars. 


SARGENT & COMPANY, Hardware Manufacturers, New Haven, Cenn. 


New York: 92-98 Centre Street 


Chicago: 150 N. Wacker Drive 
(At Randolph) 


SARGENT HARDWARE IS PRICED AND PACKED BY THE DECIMAL SYSTEM 
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Aocks & Flardware 


At top, Oval Bra 


many interiers. 
Solid brass or bro 












bs] 


ss Knob No. 1980 with Drop Key- 
late No. 580 and Round Brass Knob No. 1608 with 
rop Keyplate No. 814. Bronze Knob 1912CD or Cut 
Glass Knob No. 2018 below are also appropriate for 
The Sargent Ball-bearing Hinge in 
mze guarantees smooth-working doors. 
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AMONG THE AUTHORS of the new Modern Merchandising Course are the following men: 


7 PAUL H. NYSTROM, Formerly Director of JOSEPH CHAPMAN, President, L.S. Donaldson COL. DAVID MAY, Chairman of the Board, May 


ted Merchandising Corporation. Company, Minneapolis. 


Department Stores. 


ee LEE GALLOWAY, First Director of the ; , W. T. GRANT, Chairman of the Board, W. T. 
School of Retailing, New York University; a well- rs Toe hea Chemical Grant Company. 


known authority on Store Management. 


CLAYTON POTTER, President, United States 


EDGAR J. KAUFMANN, President of Kaufmann JOHN BLOCK, Kirby, Block & Fischer, Resident Stores. 


Department Stores, Pittsburgh. Buyers. 


WILLIAM N. TAFT, Editor, Retail Ledger. 


J.C. PENNEY, Chairman of the Board, J.C. AMOS PARRISH, Director, Amos Parrish & Com- JOSEPH HUSSON, President, Eleto Company, 


Penney Company. pany, Store Counselors. 


New York. —and many others. 


The old rules don’t work today 








ENT A STORE, buy merchandise at 

wholesale, mark it up one-third, sell 

it, clean up odds and ends now and then 

in a sale, pay in ninety days if conven- 

ient, advertise or trim windows when you 

get ’round to it and inventory once a 
year to see if you’ve made or lost. 

Good old easy-going days, weren’t 
they? But gone—gone forever. Run- 
ning a retail store today is a keen, scien- 
tific enterprise, not a guessing game. 


“Give us a Course on Retailing” 


That’s what hundreds of merchants who 
have taken our Modern Business Course 
have asked us todo. Because their busi- 
ness education has been limited to what 
their own stores have taught them. The 
average merchant has had little opportu- 
nity to learn how other successful dealers 
do it—or to keep posted on advanced 
methods of accounting, financing, adver- 
tising, organization, collections, stock 
control, store management, selling. 

The Alexander Hamilton Institute has 
prepared a Course on Modern Re- 
tail Merchandising. 

It is a carefully directed course 
of reading designed to fit into your 





spare time, supplemented by personal 
service 1n response to inquiries. 
It will be a one year’s Course and will 
be known as 
The Modern Merchandising 


Course and Service 
With the cooperation of the leading 


authorities in every field of Retailing, the 


Alexander Hamilton Institute has assem- 
bled the fundamental facts and principles 
of Modern Merchandising in this new 
Course and Service. Every man ambitious 
for success in retailing—every owner, 
every general executive, every buyer, 
every controller, every merchandise man- 
ager—all men who must think and decide 
will find sound guidance here. 
This new Merchandising Course takes 
the merchant out of his store and he finds 
himself looking back with an outsider’s 
viewpoint. The outsider, like the cus- 
tomer, feels the strong points but he sees 
the weak points. - 
A booklet called ‘‘Progress and Profits,” a 
giving interesting detailsabout the Modern” 
Merchandising Course and Ser- 
vice, is Just off the presses; the =” 
first edition will be quickly ex- *” ALEXANDER 


* 
* 


hausted. Foracomplimen- .” HAMILTON 
tary copy write at once. - INSTITUTE 
- 54 Astor Place 


New York City 
° Send me a copy of “‘ Prog- 
* ress and Profits,” which 





ALEXANDER HaAmILTon oo glee about the Modern Mer 


INSTITUTE 


In Canada, address the Alexander Hamilton Institute, Lid., 


C. P. R. Bldg., Toronto 


4 Name 





? Position 





s Company 











Business Address 
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tensile stren eth / | 


INCE RUSSELL, BURDSALL & 

WARD, by the adoption of 
the Smith Process of heat treat- 
ment, have increased the tensile 
strength of the Empire New Proc- 
ess Bolt to a minimum of 80,000 
Ibs. the strength of all manu- 
factured objects using them has 
been automatically increased. 


EMPIRE as, BC OLTS | 


This represents an advance in 
manufacturing that is unusually 
important. 


Samples for testing on request. 


RUSSELL, BURDSALL & WARD 
© BOLT& NUT COMPANY © 


PORT CHESTER.NY. 


Branch Other Branch OGer: A Serimpke & Gilete §9=Maydwell & Hartzell, Inc. 
Sersus Banking General Motor Bidg t6q Jackson Street +58 168 Eleventh Sereet 
CHICAGO DETROIT ROCK FALLS, ta, “SEATTLE SAN 
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Facts -About a 
Remarkable “Bolt 


Its threads are as accuraie 
as those of a hardened and 
ground gauge. 


Its minimum tensile strength 
is 80,000 lbs 


It is cold-headed yet the 
head will not come off. 


It resists the effects of mois- 
ture and dampness. 


It is exactly identical with 
every other Empire Bolt of 
the same size and style. 


It saves time.in assemblyand 
reduces scrap toa minimum. 


This is the thread profile : 
of an Empire New Process 2 
Bolt as projected by the 


screw thread comparator. 


This is the thread of a 
hardened and E taupe 


gauge as projected by the 
screw thread comparator. 
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33 gauge filler 
No. 34 gauge warp 


12 Mesh, No. 33 gauge each way 
14. Mesh, No. 33 gauge each way 
18 Mesh, No. 34 gauge each way 


16 Mesh, No. 


Our other Brands Screen Cloth 
Cortland Black Enameled 


18 


wire 


White Metal Finish 
Wickwire Premier 
Wickwire Bronze 


Write your Jobber for Full Information and Prices 


=) 
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True Time Tellers Displayed! 
This Handsome Display Case FREE 


With Each 


“Jrue “ime Jellers Selection 
oO 


NEW HAVEN’S 
Unusual Alarm 
Clocks 
No. C124 


Handsome Display 
Case 

HE Display Case is 
16144 inches long, 18 
inches high and 8% 
inches deep, made of 
metal, of strong, durable 
construction, attractively 
finished in dull mahog- 


any, full vision front 


glass. 


The clocks are placed 
on the shelves, and fit 
snugly into cut-outs spe- 
cially designed for each 
clock, preventing disar- 
rangement of display. 


Each shelf is equipped 
with hinges, tilting back 
with ease. 





HIS Alarm Clock Selection consists of twenty-four (24) specially selected, quick selling True 
Time Tellers, varied in designs, sizes, finishes and dials, that are pleasing to the eye, and their 


moderate prices make them ready sellers. 
Dealer’s Total Suggested Total 





Summary of No. C124 Alarm Clock Selection— Cost Dealer’s | Consumer’s Retail 

| | Price Cost Price Value 

i a i. oss nk 8 on 00 6s vsenensnsesveuebetea $2.50 $5.00 $3.75 $7.50 
1 Gothic Tat-Too Jjr., Gold Radium Dial..............cccccccsceccees 3.15 3.15 4.75 4.75 
ey I os Ma gs oo bcos set ec eseeesceneeuses 2.20 4.40 3.25 6.50 
1 Square Tat-Too Jr., Silver Radium Dial..................ceeeeeeees 2.85 2.85 4.25 4.25 
rr i i, Piss cose ress csenes + Onb ee be veedenshen oat 1.40 2.80 2.00 4.00 
A PE Cs oo csscevnccscseduceweuséveusoeenes 2.05 4.10 3.00 6.00 
OE rr rr errr rer rae 2.20 4.40 3.25 6.50 
ss os 6b.n0 0s Ce eceseuttees ab enn eeebaentanven 2.85 2.85 4.25 4.25 
i ec sssuecosescuasesnvecaeveuseegns 1.70 5.10 2.50 7.50 
a in bene eS WEN EKE OREN e EN kOe 2.35 4.70 3.50 7.00 
I aos vcils vnc socennscssbavevechssoveashgoes 2.20 8.80 3.25 13.00 
NN eds ee Sande cance GORE OS 2.85 5.70 4.25 8.50 
1 C124 New Haven Alarm Display Case.....................0--eeee. XXXX XXXX XXXX XXXX 
ee eee ee ee ee $53.85 Retail Value $79.75 


Order from Your Jobber Today 


THE EW Haven LOCK CO. 
EST. EW VEN ONN. 1817 
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Wood Screws Machine Screws 
Stove Bolts Tire Bolts 





Largest Stock 
Greatest Assortment 


wo wma wena 


| ) Providence, Rhode Island 
: 


: Western Depot 
: 225 West Randolph Street, Chicago, Illinois 
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Carefree Buying Hours 


o 
EVERY DAY A HOLIDAY 


—— 
4 
TIME SAVED - MORE SALES EVERYBODY HAPPY | I | 


J 
Are You One of the Many? | 


HARDWARE BUYERS CATALOG, 1 





239 WEST 39th STREET, NEW YORK 
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Established 1854 








Reg. U. S. Pat. Off. 


Torrington, Conn., U. S. A. 


New York Office: 151 Chambers St. 
Incorporated 1864 
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White Enamel 


In selling bathroom fixtures always remember 
that the final selection is usually left to the 
housewife. 


And you know how attractive designs and a 
variety of pleasing patterns appeal to the 
women folks. 


In the RING@® Line you can offer your cus- 
tomers their choice of the finest fixtures in a 
Beautiful White Enamel or a Heavily Nickeled 
finish with a body of Everlasting Solid Brass. 


NGC 


Solid Brass is the only metal good enough for 
RINGCS Fixtures which can be had in sets, each 
piece harmonizing perfectly with the others. 


These combinations can be sold with as little 
effort as you would expend to sell a single 
piece and obviously with more profit. 


Send for Catalog which describes these com- 
binations as well as individual pieces. 


May 19, 1927 


Solid Brass 


Branch Offices: 
New York, 2 Hudson St. 
San Francisco, 116 New Montgomery St. 


Branch Offices: 
Chicago, 29 E. Madison St. 
Boston, 170 Summer St. 


AMERICAN RING COMPANY 
Waterbury Connecticut 


ERS 





UMPING JACKS are the 

Pp logical medium between a 
hand pump and a power 

pump. Inexpensive, easy to in- 

stall, simple to maintain and op- 
erate, they pump an abundant 
supply of water at an exceedingly 

low cost. The number used in 
farming communities is sound evi- 
dence of their popularity with 
those who have water problems to solve. 
Myers Self-Lubricating Jacks satisfy 
those who are discriminating. Positive 
self-lubrication, housed working parts, 
steel side arms, machine cut gears and 
other late improvements in design and 
construction available only in the 
Myers provide a different standard of 
| service from the ordinary pumping jack. 
Two styles, one for engine, the other 

for motor, so constructed as to permit 
of installation with any type of wind- 
mill head pu =P: are meeting all trade 


— 
requirements of many dealers. May we 
send you circular and prices? 


hk FE MYERS - BRO.CO.Ashiand Ohio. 

MANUFACTURERS FOR OVER FIFTY yon OF 

MYERS" HONOR-BILT" PUMPS FOR EVERY PURPOSE 
HAY UNLOADING TOOLS -DOOR HANGERS 
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wood screws, ma- 
chine screws, cap 
screws and set 
screws. Finished 
plain, nickel, brass, 
copper-plated, 
Sheradized or hot 
galvanized. Also 
stove bolts, sink 
bolts, hanger bolts, 
nuts, rivets, burrs 
and specialties. 


Millions of product 
—one standard for 
accuracy ana quality. 



































Setting the Stage 
For Faster Selling 


Literally thousands of retail hardware dealers have 
proven there’s one sure, infallible, practical way to 
increase sales and make more money: Display your 


merchandise out in the open, in Warren Fixtures 
and on Warren Display Tables, where customers can see you 
carry the merchandise they want. They buy more; you will make 
more—and with less stock, less labor—attract new trade. 


Warren Nickel Plated Sample Holders 






e — 
E ation. 


> 


No more rusty, shopworn or tarnished samples to 
be sold for less than cost. 


8899 
REED & PRINCE MFG.CO. 


WORCESTER, MASS..,U.S.A. 
WESTERN BRANCH atCHICAGO- 121 NORTH JEFFERSON ST. 
IIR DEAN INN IS 








Warren Nickel Plated Sample Holders, with a wide 
variety of styles and sizes, are simple, practical and 
designed expressly to hold and display samples of 


merchandise on Swing Panels, Drawers, Sample 
Boards, Wall Fixtures, etc. Especially desirable where necessary 


to exchange, remove and sell samples. Made of English Spring 
Steel, nicely nickel plated. Folder No. 65 illustrates and describes 
our complete line. Check and mail the coupon. 
If planning store changes, send for the Warren Catalog 
of Store Fixtures. Check and mail the coupon. 
‘Sell From Display Tables’’—a folder showing the 
possibilities in this method of displaying and selling 
merchandise. Check and mail the coupon. 
“THE WARREN BLUE BOOK” of practical store 
plans is full of ideas for making store changes. Sent 
free on request. Check and mail the coupon, 


J. D. Warren Mfg. Company 
159 No. State St. Chicago, Illinois 


PA. . 4: 
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J. D. WARREN MFG. CO., Chicago, IIl. 
Please send me: [{] The Warren Fixture Catalog. 
[}] Display Table Folder—‘‘Attract More Sales.’’ 
[] The ‘Warren Blue _ Book. [} Sample Holder 
Folder No. 65, as featured in Hardware Age. 
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CASEMENT 
OPERATOR 


This Operator has 
been on the market six 
years; has been used 
from Coast to Coast in 
all sorts of buildings-—— 
both public and private 
—so we will simply 
state here that it opens 
and closes Outswinging 
Casement Windows 





Fig. 1 


trom within, iocks the 
sash in any position and 
is powerful enough to 
overcome binding and 
rattling. Screens and 
curtains may be hung 
inside without interfer- 
ing with operation. 


Simple, strong, prac- 
tical and _ absolutely 
guaranteed; an asset to 
the popular outswinging 
casement. Placed on 
top or within the frame- 
work as shown in fig- 
ures 1 and 2. 





Circular upon request. : 
Fig. 2 


THE OSCAR C. RIXSON CO. 


4450 CARROLL AVE. CHICAGO, ILLINOIS 


NEW YORK OFFICE, 101 PARK AVENUE, N., Y. 
‘ 
L Y t 


Quality and 
Service 


GW 

















Bolts of All Styles—Nuts— 
Rivets — Washers — Wagon 
Hardware—Pole Line Ma- 
terial—Track Bolts—Track 
Tools—Car Forgings. 


GALVANIZED or PLAIN 


G9 


OLIVER IRON AND STEEL CORP. 
Pittsburgh, Pa. 


s 


\ 4 
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KEYSTONE 


Rust-Resistino Copper Steel 


Sheets 


AND ROOFING TIN PLATES 


Highest quality products, which offer maxi- 
mum endurance and resistance to rust. We 
manufacture a complete line of Steel Sheets 
and Tin Plates adapted to every purpose. 


Black Sheets and Special Sheets 

Apollo Best Bloom Galvanized Sheets 
Apollo-Keystone Galvanized Sheets 
Galvanized Culvert, Flame and Tank Stock 
Formed Roofing and Siding Products 

Tin and Terne Plates, Black Plate, Etc. 


American Sheet and Tin Plate Company 


eneral Offices: Frick Building, Pittsburgh, Pa. 


District SALES OFFICEs == 
Cincinnati Denver Detroit New Orleans 
Philadelphia Pittsburgh St. Louis 
Pacific Coast Representatives: UNTTED STATES STEEL PRODUCTS Co., San Francisco 
Los Angeles Portland Seattle 
Export Representatives: UNITED STATES STEEL PRODUCTS COMPANY, New York City 


















Chicago New York 











One or 


One Hundred 


Whether you sell a single Coes 
Wrench to a man, or a hundred 
Coes Wrenches to a company, 
doesn’t matter. 


Every Coes Wrench is the same 
—built right at the factory to 
work right, and to stay right 
on the job. 


Please order from your Jobber. 





COES WRENCH CoO. 


“In Business Since 1841” 
Mass. 


SELLING AGENTS 
‘3S = og ek eee 29 Murray Street, New York 
JOHN H. GRAHAM & CO....113 Chambers Street, New York 
FENWICK FRERES......... 8 Rue de Rocroy, Paris, France 


Worcester 
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Wood Screws 
Drive Screws 
Ceach Screws 
Machine Screws 
Set Screws 

Cap Screws 

Saw Screws 
Thumb Screws 
Hand Rail Screws 


Special Automatic Screw 
Machine Products 


Stove Bolts 

Tire Bolts 
Agricultural Bolts 
Sink Bolts 

Hanger Bolts 
Machine Screw Nuts 
Steve and Tire Bolt Nuts 
Semi-Finished Nuts 
Castellated Nuts 
S.A.E, Nuts 

Jack Chain 
Plumber’s Chain 
Register Chain 
Safety Chain 
Furnace Chain 
Ladder Chain 

Sash Chain 
Escutcheon Pins 
Speedometers 


CORBIN 











UNIFORM QUALITY and ADEQUATE STOCK 
The CORBIN SCREW CORPORATION 


The American Hardware Corp., Successor 
NEW BRITAIN, CONN. 


Warehouses—New York, Chicago, Philadelphia 


Western Factory—Dayton, Ohio 
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ELECTRIC COOKING DEVICES 





Many hardware dealers are operating 
with success on the Standard line of 
electric cooking devices. Our manu- 
facturing and merchandising policy 
helps you develop added business in 
this rapidly growing field. The Stand- 
ard line is complete—and Standard 
quality is never questioned. We sup- 
port your effort with selling helps. This 
is a real opportunity. 


Write for new Catalog 


The Standard Electric 
Stove Company 
Toledo, Ohio 
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Summer Sales/ 


Here they are—up and down every 
street in your town—any place 
there’s a screen door. 


And a real profit 
on every 
sale! 






* NORTON 


a ft a Screen Door 


. Spring heavy duty 
type steel wire 


heavily bronzed 
against rust. 


. Checking action 
scientifically adjust 


| I le Now is the time to get ready for 
correct. the screen door season—time to 
prepare for NORTON Screen Door 
Closer Sales. If you handled it last 
season, we needn’t tell you how fast 
it sells. If you didn’t, there’s a real 
surprise in store for you—a_ sur- 
prise that affords a buyer every- 
where there’s a screen door in your 
neighborhood—and one that nets 


te 


ww 
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| 
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you a real profit on every sale. 
Life of screen door pro- 
longed 4 No excessive Everyone Dislikes the Noise 
See SRS Sse of a Slamming Screen Door 
That’s why the NORTON Screen 
Door Closer sells—and sells fast! It 
eliminates a household nuisance— 
silences the banging door that jars 
everyone’s nerves—closes the screen 
door quietly—but swiftly and tightly. a 
Every family gladly pays the small a 
sum necessary for the relief it gives. ° % 
Get In On This Summertime ny skilled craitsmarr 
Sales Getter! ‘ ‘ ° id f 
ne “y —. There's many a sale waiting in your of up a a h l eal O 
a screw driver. neighborhood for the NORTON . " e 
Screen Door Closer. Why don’t YOU | yY ak p ssib 
get them? Why don’t YOU cash in Ye It I) CS . O ei 
on the profits some dealer is going if Cy ° 
to get! Act on this at once. Get - DreCis$C un. OrmM1 
our liberal proposition. No need to d Pr {i h 
write us a letter—just clip, fill in and an SU erior inisS 
mail the convenient coupon. GRIF IN Hi ES 
NORTON DOOR CLOSER CO. 
To remove just take out 2900-18 N.Western Ave.~ Chicago, Ill. 
two screws and lift from The Largest Exclusive Door Closer Manufacturers 
brackets. in the Worila 
es 2 Peete ee ee SG eG GG GG GG GG LG GG 
CLIP AND MAIL COUPON—TODAY! 
Please send me at once full information regarding your ™ 
dealer proposition on the NORTON Screen Door Closer. Ma nufa - a 
cturing Co 
NGS DEE EE ee re en ee ‘“weweue 
Add ERIE. PENNSYLVANIA 
tae ons eee G66 Cab beehes.et6sken bi eakeen : } 
| seitiemaneaialn yanch Offices, | 
Pere errr TTT Terr tT ee. CE I 45 WARREN ST. - NEW YORK : 
H. A. OE) 555 WwW. RANDOLPH ST.,CHICAGO * 





124 PEARL STREET - BOSTON 
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You want enough kinds of garden hose to meet the needs of your customers, but you don’t 
want to tie up capital and use floor space with miscellaneous lots which fill no real require- 
ment. These three widely advertised brands cover the field. Read the following para- 
graphs and see how— | 


BULL DOG. Every dealer has a certain number of customers who have learned that 
it pays to buy the best. Bull Dog, 7 ply garden hose, carries that unquestioned quality 
from tube to cover that satisfies the most exacting trade. 


MILO. Some people prefer the moulded type of hose. It does not kink, and the corru- 
gated cover takes the hard knocks of greenhouse, garage or golf course service. It is 
built for those who want a thoroughly high grade hose at a medium price without requir- 
ing the utmost peak of quality. 


GOOD LUCK. The largest class of buyers is still the great army of home owners to 
whom good merchandise at popular prices will always make the strongest appeal. We 
have not forgotten them. Good Luck hose was built for these buyers, and our yearly 
sales increases prove the value of this grade. You can build your largest garden hose 
business on the Good Luck brand and never have a single come-back except the customer 
who comes back for more. 


BOSTON WOVEN HOSE & RUBBER CO. 


Cambridge Massachusetts 
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Griswold advertising 


21 


in 


May Ladies’ Home Journal, 
Country Gentleman, Woman's 
Home Companion and Good 
Housekeeping concentrates on 
the Griswold Food Chopper. 


Think of chopping such watery 


foods as onions without a drip 


NEXT time a woman comes in to buy any 
utensil, ask her if she has to put a pan on the 
floor when she chops foods in her food chop- 
per. [his will interest a woman in a Griswold 
Chopper at once. For most food choppers 
can’t chop fruits, meats, vegetables, without 
squeezing them dry and dripping the juices 
out the handle-end onto the floor. 

Yet test the Griswold Food Chopper with 
any food you can think of. Onions, squash, 
cabbage, apples, carrots, celery, meats... 
they won’t lose one drop of juice. The hol- 
low in the Griswold Chopper where juices 
would naturally accumulate, stays dry. Every 
portion of food and juice is carried forward 


G RI 


Reg. U.S. 





to the bowl you place ia front. Comes out 
moist. With no messiness. With vitamin 
juices intact. 

The Griswold Combination Meat and 
Food Chopper chops large, medium, small. 
It grips tightly. Comes in large and small 
sizes, also restaurant size. Special Griswold 
Chopper Display Stand that revolves is 
free with your order. Order from your job- 
ber, or us. [The Griswold Mfg. Co., Erie, 
Penna., U.S. A. 


Makers of Extra Finished Cooking Utensils in Cast Iron and 

Aluminum, Waffle Irons, Food Choppers, Reversible Stove and 

Furnace Pipe Dampers, Fruit Presses, Mail Boxes, Bolo and other 

Portable Bake Ovens, Gas Hot Plates, Electric Waffle Bakers and 
Electric Hot Plates. 


“THE LINE THAT’S FINE AT COOKING TIME” 


OLD 


Pat. Off. 
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(1) BECAUSE Atkins Silver Steel Saws are 
the standard for excellence the 


world over. 


(2) BECAUSE Atkins Saws are distributed by 
the leading jobbers, and sold 
by the best hardware stores 


everywhere. 


(3) BECAUSE Atkins Saws are beautifully 


finished, scientifically designed 
and labelled distinctly. 


(4) BECAUSE Atkins guarantee their saws to 
work easier, cut faster and 


last longer than others. 


(5S) BECAUSE the Atkins line is complete. 
Atkins Saws fill every demand 
for the carpenter, farmer and 
mechanic, and they are guar- 
anteed to be free from de- 


fects of any character. 


Ask for “Sawology” and 
1927 Sales Plans 


E..C.ATKINS & CO. 


ESTABLISHED 1857 THE SILVER STEEL SAW PEOPLE 


Home Office and Factory, INDIANAPOLIS,INDIANA 
Canadian Factory, Hamilton Ontario 
Machine Knife Factory, Lancaster N.Y. 


Branches Carrying Complete Stocks in The Following Citheas 


anciseco 
Atianta New Orleans a pre ith 
Memphis Ci Seattle 
New York City Paris. France 


Chic 
Minneapotio Portiand.Ore. Vencouver, B.C 











Why All Hardware Merchants 
Should Sell Atkins Silver Steel Saws 





Finest hand saw in the world. Silver Steel, Atkins 
exclusive formula. Two-way taper ground; mirror 
polish. Skew or straight back in wide or ship pat- 
terns. Fitted with Improved Perfection Handle of 
rosewood, piano finish—prevents wrist strain. 





Sa ea 


ATKINS No. 65 
No. 65; a very fine high-grade saw made from Silver 
Steel; furnished in wide or ship pattern, straight 
back. Applewood handle, perfection pattern. A 
favorite with expert carpenters. 





ATKINS No. 1—NEST OF SAWS 


No. 1; Nest of Saws; should be in every carpenter’s 
kit. Consists of keyhole, compass and pruning saw 


blades with adjustable handle. 
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ATKINS No. 28—CARPENTERS’ HANDY SAW 
No. 28 Carpenters’ Handy Saw; Silver Steel blade, 
applewood handle, carved, varnished and polished. 
A necessary saw for carpenters, stairbuilders and 
cabinetmakers. 





ATKINS No. 27—STAIRBUILDERS’ SAW 
No. 27 Stairbuilders’ Saw. Made in lengths of 6 
8 and 10 inches; blade, 1% inches wide; adjust- 
able to different depths; 10 points to the inch. An 
essential tool for high-grade saw users. 


ATKINS 


SILVER 
STEEL 
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‘ We have read Harpware AGE | 
ORD since 1888. Began-at Polo, Md., 


with “Store and Hardware Re- 
porter.” Please send at once the 
last issue of April 28, 1927, as we 
changed addresses and my paper 
was misplaced. I keep each month's 
number in sections and make a large 
volume at the end of each year. 
My friends call it “Carter’s Bible.’ 
(Signed) CARTER, 
The Goodlite Company, 
Indianapolis, Ind. 


We could not be without Harp- 
WARE AGE. 
(Signed) R. W. WHITEHILL, 
69 Water St., Newburgh, N. Y. 
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~~ picks up business 
whenever it is shown. Its 
application is so simple; 
its Operation so interesting ; its 
security so certain—that every- 
body seems to have a dozen 
uses for it right away. 


When the key is turned and 
the door locked the outside 
knob merely spins. Its security 
is so simple and complete that 
it is almost irritating. 


When the door is unlocked 
both knobs operate the latch in 
regular fashion. The application 
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(1T'S A KNOB AND _ 
NIGHT LATCH 
ALL IN ONE 


for 
ENTRANCE DOORS 
GARAGE DOORS 
APARTMENT DOORS 
WARDROBE DOORS 
SCREEN DOORS 
BEDROOM DOORS 
OFFICE DOORS 

and 
OUT BUILDINGS OF 

EVERY NATURE 


McKINNEY MANUFACTURING COMPANY 


Pittsburgh, Pennsylvania 


Offices: 
BOSTON, NEW YORK, BALTIMORE, CHICAGO, SAN FRANCISCO 


‘Hi 


Simply insert: in place of fold knobs and 1 spindle 


Sunttbads can use the 


NOB-LOC 
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is a three-minute job. No tools 
required. Just remove the old 
knobs and spindle and insert 
the new Nos-Loc — and the 
job is done. 


Contains a five-tumbler cylinder. . 


Fits any door. Sold with two 
keys. Finished in dull brass. 
Lists at $2.50. 


Order an adequate supply im- 
mediately. Obtainable through 
your regular source of supply. 
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McKinney Manufacturing Company, 


Pittsburgh, Pennsylvania 


Please send me complete information 


about Nos-Loc. 
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By Llew S. Soule 


























When the Farmer Tunes In 


farm homes are now equipped with 

radio sets. This reflects an in- 
crease of 126 per cent in 1926 over the pre- 
ceding year. 


M “cr than a million and a quarter 


Recently the Radio Service of the De- 
partment of Agriculture sent out a ques- 
tionnaire to determine what kind of radio 
programs the farmers prefer, and what 
effect radio has had on the business of 
farming. 


The results of that questionnaire are 
very enlightening. They reveal the fact 
that the farmer is honestly endeavoring to 
improve his business. That he is deeply 
interested in anything which will he!p him 
to help himself. 


The great majority of farmers who an- 
swered that questionnaire expressed a de- 
cided preference for programs containing 
talks. They want educational farm pro- 
grams, weather and market reports, and 
current news. They want information 
which they can use in a practical way. 


Hundreds of those who answered cited 
instances where the educational programs 
of the Radio Service, broadcast through 
commercial and state college stations, have 
been used to advantage. 


Many stockmen reported better results 
and larger profits in hog raising, due to the 
adoption of better methods as outlined by 
radio. Others said that radio talks had 
enabled them to put their poultry raising 
on a better financial basis. Still others re- 
ported thriftier live stock, improved mar- 
ket conditions, more cotton on fewer 


acres, better food in homes and more eggs 
from chickens as among the benefits de- 
rived. 


Many expressed a strong dis!ike for per- 
sistent direct advertising in farm radio 
programs, and asked for some means of 
promptly distinguishing between bona fide 
educational material and mere sales talks. 


They want their advertising plainly 
labeled “Advertising.” 
These preferences expressed by the 


farmers seem to offer an opportunity for 
real service by the retail hardware mer- 
chants in farming districts. They indicate 
that the farmer would genuinely appreci- 
ate the sending out of authentic informa- 
tion on farm subjects. If such informa- 
tion deals with poultry raising, fruit grow- 
ing, dairying, soil treatment and similar 
farm problems, it will inevitably lead to 
sales of poultry supplies, sprayers, fer- 
tilizer, dairy equipment, etc. 


But it will do much more than that. It 
will help to make the farmer more pros- 
perous, and that means more comfort for 
him and more business for his merchant 
friends. 


Be that as it may, the facts as outlined 
show that the farmer is thinking construc- 
tively; that he is working himself out of 
the old farm ruts. 


As he becomes a better business man 
himself, he will demand better business 
methods from those with whom he deals. 
It is just another example of changing con- 
ditions which the successful merchant of 
the future will be called upon to meet. 




















Carl Young Sells Radio 


Home Entertainment 


ARL YOUNG has been handling radio sets for 
three years. The Cherokee Hardware Co., Louts- 
ville, Ky., which he owns and operates, has always 

handled wire, batteries, tools and the many incidental! 
staple hardware items which have a special use in radio 
work. The first year with sets Carl got a late start and 
sold only four complete outhts. His line embraced a 
retail price range from $85 to $125, less accessories. It 
was his practice at that time to follow common procedure 
and quote radio sets without the essential extras neces- 
sary for reception. 

The second vear Carl decided to advertise prices on 
complete outfits, giving the option of B eliminators and 
trickle chargers or storage batteries and B batteries. 
[lis idea was apparently sound, as 85 sets were sold in 
this way the second year. 

One of his associates, Lee Curry, without any technical 
bent or scientific radio knowledge became very much in- 
terested in radio from an entertainment standpoint. He 
liked to hear the programs in near-by cities, enjoyed 
listening to important boxing matches, political meetings 
and would have enjoyed the broadcast version of the 
fall football games and the several baseball contests 
which went out over the air. Business did not permit 
the afternoon programs but many of the firm’s radio 
prospects could and would enjoy all of the features. 

Curry’s sales angle was based entirely on the enter- 
tainment feature of radio. In fact, he sold home enter- 
tainment of the highest grade and most diversified nature. 

Naturally his close association to the merchandising 
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Complete radio sets 
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¥ first vear to eighty- 


five the second is a 
record to be proud 
the 
attractive radio win- 
dow display of the 
Cherokee store. 
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of radio equipment has enabled him to pick up a smatter- 
ing of radio knowledge, but both he and our friend, Carl 
Young, were very positive in stating that their joint 
success here was the application of selling and not the 
rehearsal of technical or semi-technical data. 

The Cherokee Hardware Co.'s radio department is in the 
front, on the left-hand side. It backs up the rear drop 
of one window. Usually you will find three sets with 
speakers on top of the show case. To one side one or 
two console or complete cabinet models will be shown. 
The two shelves in the show case feature phones, bat- 
tery connectors, lightning arrestors, ground clamps, 
tubes, B batteries, C batteries, storage batteries, chargers, 
eliminators, dials and a few parts for those who wish to 
do some experimenting. The basis of the business, how- 
ever, is complete radio sets. 

Many of the firm’s radio sales are handled on the par- 
tial payment plan, with the minimum down payment of 
25 per cent, and ten equal monthly payments. A tube 
rejuvenator located behind the show case has been a good 
aid to the department. Tubes are pepped up at 10 cents 
each. \When a prospect becomes a buyer he is urged to 
come in regularly for tube rejuvenation. The regular 
visits to the store help hold the repeat battery sales and 
help sell additional equipment. This plan also enables 
the firm to interest prospects in new speakers or an ad- 
ditional speaker, to be used as auxiliary in another room. 

During the Dempsey-Tunney fight and World Series 
periods Cherokee Hardware Co. kept a set going for 
friends, invited prospects and all others to join the party. 











Sar 
AY) 
4 


& May 19, 1927 HARDWARE AGE 





TTT Tat aaa Do ooo ee a eee eee ee oe el 


Everybody’s Business 


By Floyd W. Parsons 


in 1921, and yet we were 
obliged to go through a 
severe industrial readjust- 
ment. The people of the 
United States owe one and 
one-half billion dollars tor 
automobiles, and half = as 
much for furniture’ and 
clothes. 

The finance companies 
created to handle this con- 
dition are untried factors. 
It now costs the purchaser 
as much more to buy on the 
installment plan as it would 
if he borrowed the money 
at an interest rate of from 
eleven to forty per cent and 
paid cash. It is quite pos- 
sible that this great public 
debt may come up to ob- 
struct the efforts of the 
Federal Reserve Banks to 


HE greatest force sus- 
taining business today 

is the spirit of caution 

that has pervaded practi- 
cally every field of activity 
in the United States during 
the last three or four years. 
Never before have we_ had 
such an organized = system 
of distributing the current 
facts and figures of indus- 
try and commerce. Never 
before have our corporation 
executives been so_ feartul 
of the recurring business 
cycle. At no time in _ the 
past have our leaders of 
finance had so many irons 
in the fire, making it neces- 
sary for them to do every- 
thing possible to keep the 
average level of security 
prices free of wide fluctua- 
tions. stabilize credit in time of 
Can we hope to see this emergency. There is_ also 
situation continue? Will we the disturbing truth that 
be able to keep control of (© Herbert Photos, Inc.) Gur great automobile indus- 
the actions of those who are always inclined to enter try cannot now turn its back upon this new system of 
into speculative “excesses? Herbert Hoover believes we buying no matter what the future holds. All of which 
have entered such a new day in _ practices that the is written merely to perpetuate caution, not to build 
future cannot be measured by the yardsticks of the pessimism. It would be the essence of folly for us to 
past. Truly the facts are mystifying when one tries close our eyes to the fact that an overexpansion of credit 











to interpret their meaning. on the parts of buyers is no less an evil than the unwise 
While population has increased eight per cent, the extension of credit on the parts of producers. 
acreage of farm land has decreased three per cent. We The way to prevent the coming of dull days in busi- 


have eight per cent less cattle, ten per cent fewer cows ness is to prepare for them. When we refuse to meet 
and thirteen per cent less hogs than we had seven years an emergency we are almost sure to be overtaken by it. 
ago. Notwithstanding this, and many other equally Thousands of managements give practically all of their 
astonishing developments, prosperity is persistent and attention to their factories while their offices are neglected. 
the use of luxuries has become almost universal. Pov- While the quill pen has disappeared and blotting paper 
erty was never so nearly eliminated. W orkmen ride to has taken the place of black’ sand in a pepper-shaker for 
work in their own automobiles and labor-saving devices drying ink, the average business office is still an old- 
have cut manual effort to a fraction of what it was. 
Great leaders like Judge Gary and George F. Baker, 
who have passed the fourscore mark in years, have not 
hesitated to distribute stock dividends totaling hun- 
dreds of millions of dollars. One company selling only 


five and ten cent articles has given its stockholders : 
$165,000,000. Certainly our big men must be sure of Corporation president has a remarkable equipment of office 





fashioned workshop. 

It may be news to some that we now have typing ma- 
chines that will write not only letters but also musical 
notes and the words needed to accompany them. Some 
busy men carry dictaphones in their automobiles and one 


the future. machinery in the airplane that carries him from his factory 

Searching for an answer we are told that the Fed- in Michigan to important meetings in New York and Chi- 
eral Reserve Act, enacted thirteen years ago, is the cago. A German has invented a sealing wax that will 
most important piece of legislation in the world. It not break or split, because it is as pliable as a rubber eraser, 


keeps us solidly on a gold standard and eliminates the and an American company is now marketing a check- 
possibility of worthless paper money such as gave us signing mechanism that will write 7500 signatures an hour. 
the phrase, “Not worth a Continental,” during our War Office machines free the executive who has become tied 
sor Independence. Gone forever _— Black Fridays, up helplessly in the details of a mass of “small stuff.” 
and other panics resulting from frenzied speculation and ’ 
unsound finance. 

3ut money panics are not everything. There is no 
convincing evidence that we are finished with business 
crises. Not all of the weaknesses of human nature are 
amenable to legislation. New and unproved economic 
plans continue to appear. One example is_ installment 
buying. The Federal Reserve Bank Act was in force devices can be substituted for human hands. 


They prevent the highly-paid boss from becoming an over- 
paid clerk. They give him an opportunity to spend thought 
upon constructive planning instead of becoming deskbound 

While spring house-cleaning make the office as auto- 
matic as you have made the factory. Look around and 
discover some of the dozens of places where mechanical 
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From the Antipodes 


By Saunders Norvell 


7 is not every day in the week that we have a visitor 
a hardware man from New Zealand. Yesterday, 
Mr. G. J. Browne, Managing Director, 
Messrs. George J. Browne, Ltd., 

294 Queen Street, 
Auckland, New Zealand, 
called. so we sat and smoked and talked shop. Mr. 
lsrowne was being interviewed for the benefit of THE 
!{1ARDWARE AGE readers, but he did not know it! 
x * * 

New Zealand is about ten thousand miles from New 
York—almost half-way around the earth. The average 
time for a letter to travel from New York to New Zea- 
land is thirty days. Therefore, the merchant in New 
fealand, when he writes either to Europe or the United 
States, looks forward to a reply in about three months. 
\Vhen goods are ordered, it is from three to six months 
hefore they arrive, according to the promptness of ship- 
ments and ship connections. It takes quite a little capi- 
tal to do business in New Zealand. There is no hand-to- 
mouth buying. Quick turn-over is not one of the factors 
in business. It takes long experience and good judg- 
ment to buy goods so far in advance, not to overstock 
and to have what is needed. 

2 5 *~ 

New Zealand is made up of three islands. There are 
two main islands—North Island and South or Middle 
Island. ‘These two islands are separated by Cook Strait, 
a narrow body of water. The city of Auckland, now 
about two hundred thousand population, is in the north- 
ern part of North Island. The city of Wellington (the 
capital) is at the southern tip of North Island, on Cook 
Strait. The city of Christchurch is about half-way down 
the eastern coast of South Island, and the city of Dune- 
din is almost at the southern tip of South Island. These 
four cities are the main wholesale distributing centers of 
New Zealand. 

K + * 

The citizens of Christchurch are mainly British. They 
cling tenaciously to British customs. They are far more 
British than anything you can find in Great Britain 
itself. 

The citizens of Dunedin are Scotch. (n the streets of 
this city, you hear a Scotch burr that is stronger than 
anything in Edinburgh itself! Here in Dunedin, they 
read Bobbie Burns, eat haggis, drink Scotch and cele- 
brate on the twenty-fifth of every January. Jews have 
attempted to make a living in Dunedin, but in every in- 
stance, they have been starved out and have taken their 
departure in disgust! Dunedin is pronounced as if the 
e” were long “a.” The Scotch of Dunedin were among 
the earliest settlers. 


*s 


* 


The total population of the country is 1,250,000 souls, 
of which about 20,000 are Maoris, the aboriginal natives 
of the country. The Maoris are a very handsome, intel- 
ligent race of people. Their exact origin is unknown. 
It is evident, however, from their physical appearance 
and from many common words in their language, that 
hack in the dim ages, they were part of the same Polynes- 
lan race that inhabit the other islands of the Southern 
Pacific. In their native songs, handed down from father 
to son, they have a tradition that back in the remote past, 


they came to New Zealand in canoes. It is even sug- 
gested in their traditions that at one time the forefathers 
of these Maoris inhabited an island which, on account 
of a volcanic disturbance, sank into the sea. They 
escaped in canoes, sought a new home and finally found 
New Zealand. 

+ % * 

The early migration of white men to New Zealand was 
as a result of a gold rush, when gold was discovered on 
the islands. At one time, considerable quantities of gold 
were mined but the supply now is unimportant. New 
Zealand has become an agricultural country, with a great 
deal of attention being paid to the raising of cattle and 
sheep, the production of milk and the manufacture of 
butter and wool. Mr. Alec Nathan, the leading man of 
the celebrated infants’ food called ‘‘Glaxo,” which 1s 
largely advertised and sold in England and Europe, con- 
ceived the idea of drying milk and then shipping the 
milk in this state to Europe, later to be transformed into 
infants’ food. This business was very profitable. The 
farmers did very well selling their milk to the Glaxo 
company. However, not being satisfied, they said to them- 
selves—‘‘Why should we not dry our own milk, ship it 
direct to London and so cut out all middlemen’s profits ?” 

2k *K * 

Therefore the farmers’ associations built factories to 
dry milk. They did their own shipping. They attempted 
to do their own selling. The result was an over-produc- 
tion of dried milk. They could not make sales. The 
farmers’ associations lost money. Now, all over New 
Zealand, there are factories lying idle that were erected 
to produce this dried milk. Here again we have an il- 
lustration of an attempt at marketing without accurate 
information in regard to the demand. 

s x * 

New Zealand is also a great producer of butter. This 
commodity was shipped in refrigerator ships to England. 
IXxperienced middlemen handled the business and_ the 
dairy farmers made very satisfactory profits. Again 
these farmers decided to cut out the middlemen and to 
go into business on their own account. Exactly the same 
thing happened as in the case of dried milk. There was 
over-production and the inexperienced farmers could 
not find a market. There were heavy losses and much 
suffering as a result. All of these experiences have led 
the New Zealanders to discover that farming is one 
thing, while merchandising is another. They found out 
that expert, experienced middlemen, who understood 
how to handle the business, were necessary in the chain 
of distribution, but unfortunately, this information came 
only as a result of heavy losses. 

‘ . 


* * 


In New Zealand, there has been a land boom. When 
farmers were making good profits based on low-priced 
land, the farming industry was profitable. There was a 
rush of would-be farmers to share 1n these profits. This 
led to speculation in land. Good farm land was worth 
about £40, or $200, per acre. As a result of speculation, 
it was rushed up to $500 per acre. Farmers bought 
wildly, mortgaging their land. ‘There were first, second 
and third mortgages on the land. Then, when the set- 
back came, these farmers found that they could not 
make enough profit farming to pay the interest on their 
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mortgages or even to pay the interest on their invest- 
ment after high-priced lands had been paid for. As a 
result, there were hard times and unemployment in New 
Zealand. 

It is interesting to note that almost exactly the same 
conditions in land speculation that have led to distress 
among our farmers all over the West have also led to 
distress in these two little islands far away, almost cut 
off from the rest of the world, in the Southern Pacific 
Ocean. 

- * * 

The Maoris mix with the white population on abso- 
lute equality. There are no social distinctions. Some 
of the leading men in New Zealand, such as mayors of 
the cities, doctors and lawyers, have been of the Maori 
race. It is a strange thing, however, that, notwithstand- 
ing the coming of civilization, the Maoris still continue 
their tribal organizations. A Maori may be one of the 
prominent lawyers, or a prominent physician, of his com- 
munity, and at the same time, a chief of a Maori tribe. 
One of the greatest orators that New Zealand ever pro- 
duced was a Maori chieftain. 

ok ok * 


New Zealand has local government in a very large 
measure. The English Crown, however, appoints a gov- 
ernor who represents the Sovereignty of England in the 
colony. One of these governors was Admiral Jellicoe, of 
Jutland fame. He was very popular in New Zealand. 
He was democratic in his tastes and he and Lady Jellicoe 
mixed with all the people and were sympathetic in all of 
their affairs. 

* x “ 

While absolute poverty is almost unknown in these 
islands; while the majority of the people live well and 
comfortably, there is not a single millionaire on the island. 
There are of course, following the English form of so- 
ciety, certain classes. The aristocracy is composed of 
the governing classes and officials, nobility, etc., from 
England, also the old families and officials of the islands. 

x x * 

The labor unions are very strong. Working hours are 
definitely regulated by laws. The working week is forty- 
four hours, theoretically, eight hours per day and four 
hours on Saturday. However, by working somewhat 
longer hours during the week, the average workingman 
has managed to get in his forty-four hours in five days. 
Therefore very little work of a mechanical nature is done 
on Saturday. Saturday, as well as Sunday, is almost a 
universal holiday. The shop-keepers like this idea be- 
cause it gives the people one day in the week to come to 
town and do their shopping. In other words, the five- 
day week has been thoroughly tested and worked out in 
a very satisfactory manner in New Zealand. 

x x * 


In every trade for service—clerks, etc.—minimum 
wages have been carefully worked out by the unions. 
Usually slightly more than these minimum wages are 
paid. The minimum wage for a carpenter, for instance, 
is three shillings, or seventy-five cents, per hour, but as 
a matter of fact, he usually receives somewhat more, de- 
pending of course upon his efficiency. Even the clerks— 
hardware clerks, bank clerks, etc.—at one time had their 
union, but this particular union, on account of the di- 
versity of the work and the jobs, did not flourish. It 
went to pieces, but still, by custom, certain minimum 
rates for wages for different kinds of clerical work are 
maintained. 

+ + 7 

The sale of American tools and hardware in New Zea- 

land, according to Mr. Browne, has been falling off. At 
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one time, fully twenty-five per cent of their total sales 
were of American-made goods. Now their purchases 
are not over fifteen per cent. English hardware, years 
ago, was very awkward and heavy. ‘This was true, not 
only of builders’ hardware, but also of tools. Mechanics 
preferred the lighter and handier American product. 
They preferred American builders’ hardware, with cyl- 
inder locks and small keys, to the cumbersome English 
hardware of that time. However, the English makers 
have now imitated American hardware so well in weight, 
styles and finishes that it is difficult to tell the English 
hardware from the American. A lock with a cylinder 
and a corrugated steel key is still called a “Yale,” but 
this word now simply signifies a certain kind of lock. 
When the customer calls for a Yale lock and he is sup- 
plied with an English lock of the cylinder variety, he ac- 
cepts it without any question. 

* x * 

American hand-saws, however, are in demand by 
mechanics. The American hand-saw is more popular 
than the English or the German. In the tool kit of any 
mechanic, one will almost invariably find an Atkins or a 
Disston saw. 

American chisels have never gotten a foothold in this 
country. Practically all chisels are of English make and 
come mainly from Birmingham. 

Stanley tools, of course, became popular, not only on 
account of their many convenient features for the pur- 
poses intended and their light weight, but also because of 
the care and attention that was devoted to their boxing, 
packing, etc. Unfortunately, however, the Germans are 
imitating the Stanley tools, even to the boxes and the 
numbers. These tools are acknowledged to be inferior 
to the American but nevertheless, on account of the dif- 
ference in price, they find a market. 

“ * * 

Happening to have a sample of the Schlage keyless 
lock on my desk, I remarked to Mr. Browne—“! would 
like to show vou something new and very interesting in 
an American invention.” Mr. Browne took the mounted 
lock in his hand, played with it, smiled and remarked— 
‘We have carried these locks in stock for some time past 
and we have a very ready sale for them, especially for 
bathroom doors, hospital doors and doctors’ offices.”’ 

+ * * 

When I inquired of Mr. Browne if he had taken his 
long trip to America on pleasure or on business, he 
answered smilingly that it was a little of both. He is 
just about to erect a new building in Auckland and he 
wished to see the latest things and all modern improve- 
ments in the United States and in’ Canada in up-to-date 
hardware stores. Mr. Browne has just visited all the 
important cities in Canada and in the United States. In 
all of these cities, he has carefully studied buildings and 
hardware store arrangement. The business of Messrs. 
George J. Browne, Ltd., is both wholesale and retail, but 
the two lines of business are conducted in different es- 
tablishments—the wholesale business being exclusively 
wholesale, while the retail is exclusively retail. 

x x 


‘Now, tell me’—I said—‘“‘what impressions have you 


gathered of American retail hardware stores?” Poor 
Mr. Browne! He was very courteous. He wished to 
be polite. He attempted to avoid a direct reply. “Go 


ahead”—I said. “Tell me exactly what your impres- 

sions are. We Americans are not thin-skinned. We can 

stand the truth.”. “Well’—he answered — “I must 

say frankly that I haye been disappointed in what I have 

seen. Possibly I was too optimistic. Possibly I expected 
(Continued on page 64) 
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Well arranged tool department of W. C. 


There Are People Just Waiting for 


Lyon Co., Durham, N. C., showing the use of modern display panels 


You 


To Sell Them Tools 


RING two or more hardware men together and 
conversation will quickly center on the merchan- 
dising of tools. Each will express a strange love 
and special interest in the tool department and each will 
modestly tell the others of his success with this most 
staple of all regular hardware lines. For wherever you 
go you will find tools 
the backbone line of 
the hardware business. 
In conventions tools 
receive an extra part 
of all discussions. The 
fuarantee of tools is 
always good for plen- 
ty of verbal action re- 
flecting sound and 
constant thought. 
Every hardware man 
we know, likes to 
consider his store the 
local headquarters for 
tools. In fact hard- 
ware and tools mean 
much the same thing 
to many people. 
The consumer 


whether a professional 
or amateur 


mechanic 





Tuttle Bros. of Westfield, N. J., have excellent tool displays. 


thinks first and always of the nearest hardware store 
when he wants tools. They are nearly always on dis- 
play in the window and certainly have a prominent place 
in the interior layout. 

W. C. Lyon Co. in Durham, N. C., has one of the 
finest tool departments we have seen. As you enter the 
store you see this fine 
section on the right 
with a complete 
sampling of saws, 
planes, chisels, files, 
levels, hammers, 
hatchets, squares, 
screw drivers, drills, 
braces, bits, gages, and 
every other tool car- 
ried. 

Tools are always 
seasonal, always 
needed and always of 
interest. 

When Tuttle Bros. 
opened the new store 
at Westfield, N. J., 
manager Harry Imler 
displayed a full line 
of tools in the best of 
(Continued on page 66) 
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Panhandle Convention Considers 
Various Forms of Current Competition 


M 





ORE than 300 hardware and implement dealers and salesmen 
attended the Eighteenth Annual convention of the Panhandle 


Hardware and Implement Dealers Association in Amarillo, Texas, 


April 19-21. 


Featuring an important three-day session was the decision of 130 Pan- 
handle dealers in Texas, Oklahoma and New Mexico to adopt new forms 
of merchandising in an effort to meet new competition in the form of chain 
stores, department stores, mail order houses and to halt the encroachment 
of the drug store, racket store and lumber yard. 


H. R. Beatty, Clinton, Ill., in two great 
addresses, “Current Business Trends” and 
“The Improved Hardware Store,” out- 


lined the competition to be expected in 
this rapidly developing country, and then 


discussed ways and means of meeting the 
competition. Mr. Beatty is president of 
the National Retail Hardware Association, 
and in his final talk before the conven- 
tion he declared that his association offered 
every service free of charge, which is 
given by highly specialized and costly de- 
partments of experts who serve chain 
stores and other forms of retail hardware 
dealers’ competition. 

He enumerated, in particular, account- 
ing, advertising, planning, display, stock 
control, and sales service given by special- 
ists who are at the service of every mem- 
ber of the national association. 

Mr. Beatty declared that retail hard- 
ware stores in the East and Middle West 
are going out of business because of the 
entrance into the merchandising field of 
chain stores and the encroachment of the 
drug stores, lumber yard and the racket 
store. He said that this is an age of in- 
tensive merchandising. 

Urging careful attention to stock con- 
trol, correct display of goods, good sales- 
manship, price-marked goods, and a study 
of the turnover of every article in the 
store, Mr. Beatty declared that the hard- 
ware retailer must use everything at his 
demand to keep pace with the era. 

“Open-mindedness in studying the meth- 


ods employed by other institutions, and es- 
pecially the chain stores, will help you out 
of the rut,” declared Mr. Beatty. 

In addition to delivering two addresses, 
Mr. Beatty took an active part in every 
discussion. The- entire convention was 
filled with open discussion on matters re- 
lating to the improvement of the hard- 
ware and retail business in this great agri- 
cultural empire. Every member of the 
association took part in these discussions. 

J. Clark Coit, president of the Win- 
chester Simmons Hardware Company, St. 
Louis, in an eloquent address character- 
ized the window spaces of a store as “silent 
salesmen.” He urged the hardware men 
to “Get Off the Nail Keg,” saying that 
such a movement resulted in better times 
and better business. 

Mr. Coit discussed salesmanship, say- 
ing that it should command much more 
attention than any other phase of the busi- 
ness. 

Norris Ewing, assistant general man- 
ager of The News-Globe, Amarillo, de- 
clared in the course of an able discussion 
of advertising that it delivered an audi- 
ence to the sales voice of the hardware 
firm. He criticized hardware stores for 
their failure to advertise as extensively 
as other lines. 

Characterizing the retail clerk as the 
final and most vital link in the great 
manufacturing and_ distributing chain, 
R. W. Carney, Wichita, Kan., sales ex- 
pert, delivered one of the greatest ad- 


dresses of the convention. His address, 
really a lesson on retail salesmanship and 
store management, was filled with valu- 
able hints and advice. 

“Millions of dollars each year are gain- 
bled on the retail clerk by big manutac- 
turing and distributing firms, and the clerk 
determines the failure or the success of 
a business,” said Mr. Carney. “Know 
your product and its use if you plan to 
try selling. 

“Knowing your product means knowing 
something of the raw materials, the process 
of manufacture, its history, something in- 
teresting about the article, the service it 
will give, its design and manner of opera- 
tion. Know this and you have all that ts 
necessary to know.” 

The following officers were elected at 
the close of the three-day session: B. Sher- 
rod, Lubbock, president; Clarence Wil- 
liams, Amarillo, vice-president; C. L. 
Thompson, Canyon,  secretary-treasurer. 
The directors are: B. B. Kent, Perryton; 
Claude McGowan, ‘McLean; J. R. Fox, 
Dalhart; J. L. Mabie, Roswell, N. M.; 
O. C. Watson, Clarendon, and L. E. 
Thompson, Memphis. 

The convention meets in Amarillo again 
next year. 

Entertainment for the convention was 
furnished by the P. H. I. T. Club, com- 
posed of hardware and implement sales- 
men assigned to this territory. 

Daily luncheons for the visiting women, 
theater parties, rides over the city for 
everyone, trips to the Western League 
baseball games, and a big banquet on 
Wednesday night were some of the enter- 
tainment features. 

E. P. Moorman was reelected president 
of the club and Murry Elson was named 
secretary-treasurer, succeeding J. O. Hol- 
land. 

E. W. “Dutch” Oberste, chairman of 
entertainments, was responsible for all en- 
tertainment features of the convention. 
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These attractive window displays 
are those of Sell & Sons Mer- 
cantile Co., Pittsburg, Kan. The 
story of the success of this store 
will be found on the opposite page. 
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John Sell Adapts All Successful 
Merchandising Methods 


Kansas Merchant Issues Catalogs—Displays All Goods with 
Visible Prices—Has Diversity of Lines—Features 


Electrical Fixtures and Appliances 


with us. Discussing at length the inroads being 
made by the drug store with its present day 
diversity of lines; by the mail order house in getting its 
wares via printer’s ink before the consumer in his home ; 
by the peddler bringing his samples to the door and by 
the chain five and ten cent store organizations displaving 
everything in plain sight with visible price cards is often 
“just so much talk.” Not with John Sell of Pittsburg, 
Kan. He has discussed, studied and adapted every sell- 
ing appeal he found used by competitors and has added 
these potent forces to the natural advantages of the 
independent merchant. 
Sell & Sons Mercantile Co. is the firm name. The 
letterhead says: hardware, furniture, paints, roofing, 
electric fixtures and , 


(CC) with us. Disen like the poor, will always be 


the amount paid to the contractor is allowed on the pur- 
chase. The stock of electrical fixtures averages about 
$1,000 and has a complete turn over four times a year. 

The fixtures stock has been a great trade puller for 
the store, easily sold by all members of the sales force. 
There is no fatal overhead for mechanics on this proposi- 
tion due to the “per job” plan with local contractors. 
This cost being added directly to the selling price and 
included in quotations there is no misunderstanding. 
The customer knows exactly what he is to pay and the 
store enjoys the full merchandise margin allowed to 
a dealer. 

With the sale of fixtures comes the demand for lamps. 
In 1919 Sell sold about $150 in lamps. Four years later 
the sales were $2,000 and the volume has increased 





appliances, etc. In 
other words Sell’s 
store has as much re- 
lated diversity as any 
drug store. 

The electrical ap- 
pliance and fixture de- 
partment is particu- 
larly interesting and 
offers a good example 
of the owner’s fore- 
sight in adapting ideas 
of others to his own 
advantage. 

Two lines of sun- 
dries are carried. A 
high grade stock is 
available for the me- 
chanic, electrician and 
home owner who ap- 
preciates quality and 
a ten cent line is out 
on open display tables 
for the fellow who 
might otherwise be 
lured into one of these 
five and ten cent em- 








for a 4-light electric fixture 
all wired and ready to hang. 
Complete with frosted bulbs 
and hung in your home for 
$10.00. They come in pret- 
ty silver finish or brown. 

A Ii-light fixture | 
A 2-light fixture.__.....$3.50 


thing to wire your home 


Si 


319 N, BDY. 


Electric washing 
machines, toasters, 
curling irons, pressing 
irons, waffle irons, 
griddles, table stoves, 
table lamps, floor 
lamps, heating pads, 
fans, heaters, immer- 
sion heaters and 
other miscellaneous 
electrical appliances 
are all featured in 
Sell’s stock. The com- 
bined electric fixture 
ind appliance sales has 
grown to fourth place 





steadily ever since. 
$oq-50 


$2,00 











A 3-light fixture $5.50 _atgpeer tes ; 
- ; sales volume for 

A 5-light fixture.._......59.50 selec fice 

You can use frosted bulbs At regular inter- 

or shades on these. Every- vale SEE and Sone 


Mercantile Co. issues 
a catalog. When de- 
sirable, samples are 
taken to the prospect’s 
home. All lines are 
4 price marked. Every 
£4 | possible display space 











poriums. 

Fixtures are dis- 
played on the lower 
floor, in a limited way with a complete stock on the 
second floor. Fixtures are priced installed. The me- 
chanical work is done by local contracting electricians, 
hired by the job. All wiring orders are farmed out 
to the same people who return the compliment by 
using Sell’s store as a supply source. Should one of 
these “handy men” who can fix anything, buy an elec- 
trical fixture and wish to make his own installation 


Typical ad used by Sell & Sons in local newspapers 


. is intelligently used to 
“. show salable goods. 
All are price marked. 
We ask you—what feature has any form of com- 
petition, not in actual use by John Sell? He realized 
long ago that chain stores, mail order houses, peddlers, 
drug stores with foreign lines and other competition 
thrived only because each rendered some desired service. 
He knew also that there was no divine right to mer- 
chandise lines, and as soon as he knew these basic truths 
of retailing he set out to cash in on the ideas gained. 
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Profitable Distribution of Sheet Metals 
Theme of Metal Branch Convention 


able” was the keynote at the Sixteenth Annual meeting of the 


4 ¢ H°:: Can the Distribution of Sheet Metals Be Made More Profit- 


Metal Branch of the National Hardware Association held at the 


Hotel Cleveland, Cleveland, May 5 and 6. 


Jobbers are confronted with 


unusually keen competition, a narrow margin of profits and high overhead 
and they feel the necessity of trying to bring about better conditions in 


their industry. 
more profitable. 


Various suggestions were made for making the business 
Jobbers propose that new fields for sheet metal products 


be developed so that sales will be increased, that the manufacturers bring 
out new products, that prices not be cut to increase sales, closer cooperation 
with the mills, more efficient organizations and the cutting down of over- 
head. The more general consensus of opinion seemed to be that the volume 
of business should be increased but not at the expense of prices and that 
the cost of doing business should be reduced. 





Three business sessions were held and 
the jobbers discussed their problems very 
frankly. One problem that has increased 
in importance is that of free trucking over 
considerable territory. Reports indicated 
quite a general observance of the simpli- 
fication plans covering the elimination of 
material lighter than the prescribed thick- 
ness, and that makers of galvanized roof- 
ing had discontinued the making of mate- 
rial Jighter than 29 gage. It was brought 
out that keen competition has resulted in 
some attempt to market other lightweight 
products, and efforts will be made to apply 
corrective measures. The disposal of gal- 
vanized seconds was again brought up, but 
is still an unsolved problem. While sec- 
onds are now generally stenciled, it was 
reported that some had come on the mar- 
ket with the final “s” marked out and 
additional words added, making the sten- 
cil read, “Second to none.” 


F. O. Schoedinger 


Chairman F. O. Schoedinger, Columbus, 
Ohio, who was introduced by President 
W. H. Donlevy, briefly reviewed present 
business conditions. He declared that un- 
derlying conditions are sound, but the pres- 
ent “hectic” situation required study. 
“Competition,” he said, “is keener than 








ever betore and lower prices have re- 
duced profits of many producers.” 

A rather disheartening picture of the 
condition of the sheet steel industry, 
brought about by low prices, was pre- 
sented in a brief talk by C. E. Stuart, 
president Central Alloy Steel Corp., Mas- 
sillon, Ohio. Mr. Stuart, in spite of ill- 
ness, came to the meeting to deliver an 
address on “Some Thoughts Regarding 
the Sheet Steel Industry,” but had not 
proceeded far before his condition com- 


W. H. Donlevy 


pelled him to stop speaking and go to his 
room. Keen disappointment was expressed 
because he was unable to finish his speech. 

“The sheet steel industry is so large 
that if it does not show a proper return 
it becomes a menace to business,” said Mr. 
Stuart. “Anything wrong with the sheet 
industry is bound to reflect in a weakness 
in industry as a whole. There is nothing 
wrong with the consumption. We have 
seen the price structure find lower levels, 
and price declines cause us to fear for 
the future of the industry. We have an 
85 per cent market, or sufficient to show 
satisfactory earnings. With this consump- 
tion we should have been able to bring 
about better conditions in the ‘industry. 
We have not been able to market our 





product at prices that bring confidence in 
the sheet industry or in the entire steel 
industry. We in the sheet steel business 
with tremendous resources have developed 
an uncertainty as to where we are going.” 

A general discussion of how the distri- 
bution of sheet metals can be made more 
profitable was opened by F. A. Moeschl, 
vice-president in charge of sales, Newport 
Rolling Mill Co., Newport, Ky. The 
speaker urged that the jobbing trade be 
persuaded to confine its requirements to 
such sizes and gages of sheets as have 
been advocated in simplification recommen- 
dations. He said that the number of 
gages and sizes that jobbers carried in 
stock had increased from a few standard 
sizes in 1900 up to 300 to 500 in 1924, 
and that 85 per cent of the demand has 
been confined to 15 per cent of the sizes. 
During the war substitute materials made 
inroads in the sheet market, and this com- 
petition is now very highly developed. To 
combat this, considerable effort must be 
made and is being made in selling the 
service that sheet metal will render in 
competition with substitute materials. The 
salesman must point out to the buyer the 
long life and low maintenance cost of 
sheets as compared with substitutes. The 
speaker mentioned the benefits that have 
already come from the sales promotion 
efforts of the Sheet Steel Trade Extension 
Committee, and declared that in many 
cases the jobbers are capitalizing on this 
movement. 

Several of the sheet manufacturers took 
part in the discussion and touched on the 


George A. Fernley 


present mill price situation. Some of the 
observations were: 

F. M. Fuller, American Sheet & Tin 
Plate Co.: “The sheet mill tonnage is 
satisfactory, but the remuneration is an- 
other matter. We think the present situa- 
tion in respect to prices is unnecessary, 
but this situation probably carries its own 
remedy, and I hope the remedy will be 
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‘applied shortly. We are hopeful of the 
- outcome for the balance of the year.” 

W. C. Carroll, Inland Steel Co., Chi- 
* cago: “The present condition of the sheet 
steel industry is due to the fact that the 
producers have been doing the dog-in-the- 
manger act. They should change their 
wobbly backbones to backbones of the ram- 
rod type. There is only one reason for 
an advance in sheet prices, and this is 
dire necessity. Because there is a dire ne- 
cessity I think an advance will come. 
What we need is not less production, but 
fewer units of production, and those units 
in stronger hands.” 

L. D. Brueckel, Weirton Steel Co., 
Weirton, W. Va.: “The distribution and 
consumption of sheets is as large as usual 
in the first and second quarters, and I hope 
that corrective measures in respect to 
prices are placed in effect.” 

John Follansbee, Follansbee Brothers 
Co., Pittsburgh: “Jobbers in the steel in- 
dustry are wearing black socks, but the 
public is no longer interested in black 
socks. The public wants something bright 
and something new. We have been mak- 
ing the same sheet metal products for 
thirty-five years. Jobbers have lost much 
of their tin roofing, terne plate, stovepipe, 
and sheet zinc business, and what are they 
going to get to take its place? One bright 
spot is what has been accomplished by the 
Brass & Copper Research Association. 
Another bright spot is the automotive in- 
dustry, which consumes 40 per cent of the 
sheets, but that business goes to the mills. 
We must find something to bring the in- 
dustry back. Seamed tin roofing is not 
wanted. Builders now want a new 1928 
model of roofing. We can now show the 
public new color schemes in sheet roofing 
which may help to bring ‘back business. 
We must get customers to use more sheets. 
The average order of a jobber salesman 
is $35. Business should be increased so 
that a salesman can visit fewer buyers and 
get larger orders.” 

R. H. Lyon, Lyon, Conklin & Co., Inc., 
Baltimore, Md.: “One trouble is that we 
do not know enough about our business. 
We do not know our overhead or what 
proportion of it should be applied to vari- 
ous items. Consequently we cannot estab- 
lish selling prices that net a profit. Many 
are too anxious to increase the volume of 
sales regardless of profit. Mills are sell- 
ing sheets to jobbers’ customers at close 
to jobbers’ prices. There should be closer 
cooperation between the manufacturers and 
jobbers. Each jobber wants to keep up 
sales to his pre-war levels and tries to 
take business from competitors. Thou- 
sands of tons of steel are sold at less than 
$2 a ton profit. Our keynote should be 
profit. Overhead should be reduced and 
profits increased. An important thing to 
consider is whether mills are to go out 
and sell to consumers at the same prices 
they sell to jobbers.” 

H. E. Nickerson, Congdon & Carpenter 
Co., Providence, R. I., said that his com- 
pany has two cash discount days per 
month, which proves satisfactory in 1m- 
proving business and collections. He re- 
ferred to the big expense of trucking and 
believed there should be less free delivery. 

W. T. Ryan, E. P. Sanderson Co., Bos- 
ton, emphasized the importance of keeping 
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jobbers’ business up to date and putting | 
new blood in the organization. 

Mr. Donlevy took up the subject of 
long-distance trucking, particularly in large 
cities. He said this is the result of com- 
petition and he was afraid that it would 
expand. Several of the Philadelphia dis- 
tributors have recently met to discuss this 
subject and to see if trucking could be 
restricted. Philadelphia jobbers are mak- 
ing deliveries as far as 50 or 60 miles. 
He knew of no remedy, but did not see 
why a jobber should compete with trans- 
portation companies. One jobber alone 
cannot remedy the situation if competitors 
are making long-distance deliveries. 

A. W. Howe, J. M. & L. A. Osborn Co., 
Cleveland, said that his company makes 
deliveries within a radius of approximately 
10 miles of Cleveland without charge. 
Outside of that area a transportation rate 
plus 10 cents is added. This rate is 
charged by trucking companies that han- 
dle the material in the outlying districts 
outside of truck-load lots. 

F. J. McNeive, W. F. Potts, Son & 
Co., Inc., Philadelphia, said that his com- 
pany is trying to hold free deliveries to 
a 15-mile radius. 

That the efforts of the branch to elimi- 
nate the use of galvanized sheets for roof- 
ing in lighter than 29 gage are meeting 
with success was brought out by W. C. 
Carroll in the report of the sheet steel sim- 
plification board of review. The report 
stated that manufacturers who were mak- 
ing 30 gage galvanized roofing for certain 
districts have discontinued the practice. 
However, a dangerous factor is still pres- 
ent. This is the pressure by certain buy- 
ers in the Southwest on sellers of roofing 
to have the material rolled light in order 
that they may secure some advantage in 
price. These buyers are trying to buy on 
the basis of 75 lbs. for No. 29 gage, which 
should weigh 77 lbs. This is another way 
of securing a price advantage, as the job- 
bers buy by the pound and sell by area. 
The committee held that practices of this 
kind should be stamped out. The commit- 
tee submitted the following figures on pro- 
duction: In 1923, 941,000 net tons of gal- 
vanized sheets were produced, and of these 
225,400 tons were roofing, or 24 per cent 
of the total galvanized tonnage. In 1924, 
1,110,000 tons were produced, 239,000 tons, 
or 21% per cent of which, were roofing. 
In 1895, 1,322,000 tons were produced, of 
which 280,000 tons, or 21.1 per cent, were 
roofing. In 1926, 1,363,000 tons were pro- 
duced, of which 287,000 tons, or 20 per 
cent, were roofing. In the early days of the 
sheet steel roofing industry, it is estimated 
that 15 per cent of the entire production, 
or approximately 150,000 tons, were used 
for roofing purposes. While the gain from 
150,000 tons to 280,000 tons looks satis- 
factory, the fact that the total production 
of sheets had increased from 1,000,000 tons 
to 4,000,000 tons indicated that there is a 
great opportunity to increase sales of 
roofing. 

The chair remarked that it was reget- 
table that the percentage of roofing had 
fallen off, and said that the committee felt 
that the use of light gage galvanized roof- 
ing was partly to blame. 

Strong protest was expressed over the 





action of one manufacturer of terne plate, 
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who had notified the committee of its can- 


_cellation of the agreement to make no 


terne plate lighter than 107 Ib. base, 12 
lb. coated, and is now making the terne 
plate with 100-lb. base. That this manu- 
facturer had broken away from the adopted 
standard was brought out in the report 
of the terne plate specification board of 
review, submitted by L. D.° Brueckel as 
chairman. A representative of the manu- 
facturer defended his course by the state- 
ment that they had found that buyers were 
getting 100-lb. terne plate from other 
sources. However, Mr. Brueckel stated 
that the secretary had received letters from 
all other manufacturers declaring that they 
were not making a lighter grade. A reso- 
lution was adopted recommending that the 
prescribed thickness and weight be ad- 
hered to. The mill that had broken away 
from the agreement announced that it 
would at once discontinue the manufacture 
of a 100-lb. base material. 

A bad situation with respect to the mar- 
keting of copper strip has developed in 
some sections, particularly in the East, as 
brought out by the report of the eaves 
trough and conductor pipe board of review 
presented by its chairman, R. L. McHale, 
David Lupton’s Sons & Co., Philadelphia. 
Some fabricators are securing 15-oz. or 
lighter material, which creates a bad situ- 
ation for jobbers who sell 16-0z. or full- 
weight material. The mills were blamed 
for turning out the lighter material, and 
a resolution was adopted urging the mills 
to discontinue making copper strip below 
the full weight. The committee reported 
that galvanized eaves trough and conductor 
pipe is still being made of 29-gage mate- 
rial in the southern belt, but most other 
sections are adhering to 28-gage and 
heavier material. 

Direct shipments by mills to jobbers’ 
customers was one of the problems con- 
sidered in the discussion. Jobbers have 
no chance when mills will ship l.c.l. lots, 
declared Karl Roth, Braden Mfg. Co., 
Terre Haute, Ind. Mr. Lyon suggested 
that the mills get together and charge 
an extra for direct shipments of car lots 
or less. He also contended that mills should 
have a fundamental basis for determining 
who is a jobber in order to protest the 
real jobber. The chair was authorized to 
appoint a committee of five jobbers from 
different sections to confer with the Na- 
tional Association of Sheet and Tin Plate 
Manufacturers in regard to charging an 
extra price for direct shipments to job- 
bers’ customers and on other matters that 
may arise. That committee consists of 
R. H. Lyon, chairman; E. H. Hoffeld, 
Ferdinand Dieckmann Co., Cincinnati; 
F. J. McNeive; Karl Roth, and W. T. 
Ryan. 

Another subject that brought out con- 
siderable discussion was the disposition of 
galvanized seconds. Karl Roth complained 
that the seconds compete with primes, and 
that jobbers cannot compete with seconds, 
which he said should be used for specific 
manufacturing purposes. He blamed the 
manufacturers for the situation. L. D. 
Mercer, Central Alloy Steel Corp., Mas- 
sillon, Ohio, declared that this was a vexa- 
tious problem and he didn’t know the solu- 
tion. Mills cannot avoid making seconds 
and must sell them. One suggestion made 
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was that the association be made a clear- | 


ing house for seconds. Mr. Donlevy 
thought there was danger that if jobbers 
tried to sell seconds, some consumers 
would use this grade where they should 
use prime sheets. John Follansbee sug- 
gested that blanks for manufacturing pur- 
poses be cut out of the good parts of sec- 
onds. Mr. Schoedinger declared that this 
was a problem that the sheet manufac- 
turers themselves should try to solve. 

A large increase in the demand for steel 


in the building of steel houses was pre- | 
dicted by Bennett Chapple, director of pub- | 
licity of the American Rolling Mill Co., | 
Middletown, Ohio, in an address on the | 
He believed that the | 


sheet steel home. 
metal home is coming as surely as did the 
skyscraper. Advantages of metal houses, 
he said, include low maintenance cost and 


safety from fire and lightning. Several men | 
are now working out their ideas for steel | 
homes, and his own company has set aside | 


$10,000 to build a metal six-room and bath 
house at Middletown. Engineers are now 
working on the design. This will have 
a metal frame, spot welded together, and 
the metal lath will be welded to the frame, 
which will be covered with stucco. It will 
have metal stairs, metal windows, metal 
tile, and a vitreous enameled roof. Close 
estimates show that its construction will 
cost only 25 per cent over the present type 
of house. 

Mr. Chapple declared that vitreous 
enamel shingles for houses provide won- 
derful colors for roofs, and this industry 
is already established. Quite a few houses 
have been built in Detroit with this type 
of roof. The manufacturer of vitreous 
enamel metal tile, he said, is getting un- 
der way. 

New plans for promoting the sale of 
sheets were outlined by Harry S. Rogers, 
director of sales and promotion of the 
Sheet Steel Trade Extension Committee, 
who stated that on July 1 the committee 
will enter the second stage of its work, 
and through a national advertising depart- 
ment will conduct an aggressive campaign, 
rounding out its advertising with publicity 
in all trade and technical fields. Three 
years have been spent in creating a knowl- 
edge of and demand for sheet steel, and 
now the committee will go forth and take 
up the matter of service. In addition to 
the present 28 contributing members, the 
committee, he said, will have the support 
of other manufacturers, giving it the back- 
ing of producers with a tonnage capacity 
of over 94 per cent of the industry. 

Mr. Rogers submitted figures showing 
the relation of shipments of sheet steel 
to total capacity during the past five years. 


Capacity increased 17 per cent from 1922 
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to 1926, and shipments in the latter year 
showed a 42 per cent gain over 1922. 
There was a 27 per cent surplus capacity 
in 1922, but, in spite of the increased ca- 
pacity, the surplus capacity in 1926 was 
only 12 per cent. 

There is need, he said, to increase ship- 
ments and reduce the excess capacity. 
Monthly figures show peaks and valleys 
in the demand. The automotive industry 
takes 35 per cent of the output and the 
demand declines with a decrease in auto- 
motive production. Other markets must 
be developed to create a more even de- 
mand. In the building field the demand 
should be broadened. Sheet steel products 
are not treated fairly in antequated build- 
ing codes in many cities. Tests of sheets 
by the bureau of standards will have an 
important bearing on new building codes. 
Agricultural colleges are encouraging a 
movement for steel buildings for farms. 

In reply to a question as to whether 
anything is being done toward standard- 
izing galvanized sheets, Mr. Rogers stated 
that the committee had conferred recently 
on this matter with the American Zinc 
Institute, which had promised its coopera- 
tion. 

In an address on the work of a national 
committee on metals utilization, W. Chat- 
tin Wetherill, director of Metals Utiliza- 
tion, Department of Commerce, Washing- 
ton, said that widespread industrial stand- 
ardization is still in its infancy. It has 
good technical support, but industrial ad- 
herence is lacking. One complaint is that 
it takes too long to adopt standardization. 
Mass production, he declared, rests on a 
basis of standardization. Mr. Wetherill 
suggested that a committee be appointed 
to confer with his department on any mat- 
ters that might be taken up in connection 
with standardization. The suggestion was 
adopted, and R. H. Lyon, Lyon, Conklin 
& Co., Baltimore, Md., was named as chair- 
man of that committee. 

“Has Hand-to-Mouth Buying Been 
Overdone” was discussed by A. M. Oppen- 
heimer, president Apollo Steel Co., Apollo, 
Pa., and W. L. Latta, manager Wheeling 
Steel Corp., Wheeling, W. Va. Mr. 
Oppenheimer said that hand-to-mouth buy- 
ing itself is not bad, but it incteases the 
cost of manufacture, and the additional 
cost should be placed where it belongs. If 
larger stocks have to be carried, the con- 
sumers must pay for this. Mr. Latta ex- 
pressed the opinion that hand-to-mouth 
buying had about run its course, and as 
it adds to the expense, it is not economical. 
Larger stocks would be justified, he said, 
if jobbers could find new markets in their 
territories and new uses for their sheets. 
He recommended that jobbers cooperate 
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with mills to the extent of buying on firm 
contracts only. Such a policy, he said, 
would prevent over-buying, would cause 
more orderly operation of the mills, more 
stabilized industry, and reduced costs. 

Business and financial conditions were 
discussed by George De Camp, chairman 
Federal Reserve Bank of Cleveland, who 
declared that the business situation is gen- 
erally sound. Financial panics, he said, 
have been eliminated by the Federal Re- 
serve Bank system, and business depres- 
sions may be done away with by more 
careful study of business statistics. Prior 
to 1919 there was little data available to 
show the trend of business or the distri- 
bution. He listed present favorable and 
unfavorable aspects of the busines situa- 
tion, including in the latter the narrow 
margin of profits for producers, slight re- 
duction in automobile production, and the 
agricultural situation. He attributed the 
hand-to-mouth policy of buying to the ex- 
cellent transportation situation and to a 
productive capacity in excess of the de- 
mand, and pointed out some of the dis- 
advantages of this policy from the stand- 
point of manufacturers. These were 
brought out in a questionnaire sent to fifty 
manufacturers in the fourth district of the 
Federal Reserve Bank, that includes Ohio 
and western Pennsylvania. Some of the 
objections to hand-to-mouth buying were 
that manufacturers must base their manu- 
facturing schedules on estimates which 
may be too high or too low, productive 
costs are increased, it costs manufacturers 
more to produce small lots, manufacturers 
have to carry larger stocks, there is a 
degree of uncertainty in operations and 
delays in delivery, a less even operating 
basis, manufacturers being rushed at times 
and running light at other times, and 
small-lot buying results in dickering and 
often in “price concessions. 

One new member was elected on the 
metal committee, E. P. Severense, Conti- 
nental Steel Co., Indianapolis, Ind. Six 
retiring members were reelected for a 
three-year period. They are: F. B. Platt, 
Farwell, Ozmun, Kirk & Co., St. Paul, 
Minn.; H. B. Thompson, Conklin Tin 
Plate & Metal Co., Atlanta, Ga.; Walter 
C. Carroll, Inland Steel Co., Chicago, III. ; 
F. A. Wilkening, Standard Metal Co., 
Indianapolis, Ind.; F. A. Moeschel, New- 
port Rolling Mill Co., Newport, Ky., and 
A. W. Howe, J. M. & L. A. Osborn Co., 
Cleveland. 

A vote was taken expressing appreciation 
of the services of W. H. Donlevy as chair- 
man of the branch during the past twelve 
years, in which he has acted in that ca- 
pacity. The branch was invited to hold 
its next meeting in Boston. 





down their costs. 





ELIVERIES should be systematically arranged, which will greatly keep 
Under such a schedule, customers will better know when to 
Uncle Sam 
Where a rush delivery 1s imperative, 
let it be handled specially so that it will not interfere with the regular schedule. 


expect deliveries and to see that some one is at home to receive them. 
only makes his postal deliveries on this plan. 
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Winne Invested $150 in Auto Accessories 
Stock Now Inventories $8,700 


Ik TEEN years ago, B. J. Winne persuaded his 

father to invest $150 in a small stock of auto 

accessories. B. J. was always interested in autos 
right from the start, and in 1912 he realized that hard- 
ware dealers had a golden opportunity to make extra 
profits catering to the needs of motorists and they were 
increasing many thousands per year. His father, L. S. 
Winne, had founded the company bearing his name in 
Kingston, N. Y., two years after the close of the Civil 
War. The elder Mr. Winne was by no means sold on 
the idea of adding auto goods but did consent to the 
extent mentioned. 

Those fifteen years have been years of progress, with 
good profits to the firm, and auto accessories have been 
up in front, improving steadily, and each year an in- 
crease is recorded for this department. It became a 
hobby with the younger Mr. Winne, and when he in- 
ventoried the accessories and auto parts for 1926 he 
discovered about $8,700 in merchandise and better than 
a four and a half turnover on the whole. 

About 50 per cent of the accessories business is store 
trade over the counter. Of the gross trade a little more 
than 15 or 20 per cent is to the car owner directly. The 
bulk of the trade is with the garage operator, fleet owner, 


and repair shop operator—none of these classes being 
competitors to Winne—in fact they are among his best 
customers. 

Every week one of the two Wall Street windows 
features auto goods. Practically no.shop equipment ts 
carried other than portable drills, tools, tire removing 
machines and rim repair machines, but a complete stock 
of Ford replacements is on hand at all times as well 
as a complete merchandise service on brake lining, rim 
parts, skid chains and links, etc. The brake lining :s 
cut to any desired requirement by the same cutter used 
for leather and rubber belting in the mill supply end of 
the business. 

Other than cutting the brake lining, all merchandise 
is sold “as is” over the counter or delivered to the buyer. 
No installation, repair or maintenance service is offered 
or given, nor is such service available even if requested. 
B. J. Winne savs that all customers know that no 
service is given and do not expect nor even suggest 
installation. They are completely content with the ser- 
vice of courtesy and quality and both are available 
without asking. 

L. S. Winne Co. sell goods in eight counties, the 


(Continued on page 71) 
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ciation is going to be “different.” 


1927 annual convention of the National Retail Hardware 


PMeeting Place of Hardware Dealers ~ 


veneer 


hdd tis 
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Asso- 
In the first place it is customary 


for the city where the meeting is to be held to cite the many things 


it has to attract the convention visitors but Mackinac 


Island, Mich., this 


year’s place of meeting, claims attention first by enumerating the things it 


The list reads 
insects.” 


hasn't. 
and no 


Mackinac Island will be the scene of the national meeting of the 
hardware retailers June 28 to 30 inclusive. 
which divides the Upper 
Peninsulars of Michigan and connects Lake Michigan and Lake 
Huron, with Lake Superior just to the north. 
niles in circumference, three and one-half square miles in area, 
with the highest point some 318 feet above the lake level and is 
\ village, Mackinac City, of about 600 population, 
borders the south and east shore while numerous summer resorts 


in the Straits of Mackinac. 


heavily wooded. 


are scattered throughout the rest of 
the island. 


The largest of the hotels, the Grand, 
has been chosen as headquarters for the 
convention. Standing some distance from 
the town, it affords accommodations for 
1000 people and is strictly modern. A 
golf course, motion-picture theater, tennis 
courts, riding stables, and swimming pools 
are all in connection and will be available 
for the hardware convention visitors. 

Mackinac Island, or Michilimackinac, as 
it was called until late in the eighteenth 
century, was first visited by white men as 
early as 1626, when French fur traders 
came to barter with the Indians. In 1671 
Father Jaques Marquette founded a mis- 
sion at St. Ignace, on the mainland, and 
two vears later a French fort was erected 
at the same place. When M. de Cadillac, 
who founded Detroit, took charge of the 
newer fort at that settlement in 1701, the 
garrison guarding Michilimackinac was 
abandoned but was reestablished in 1714. 

Then for some years the history of the 
territory was one of discovery by the 
French missionaries and adventurers, and 
Michilimackinac became a great trading 
post and headquarters for the vast fron- 
tier country beyond. At the close of the 
French-Indian War in 1760, the French 
government surrendered the entire territory 
and the English took possession of the 
fort. 


“no railroad trains. 


no street cars, no automobiles 


The island is situated 
and Lower 


It is about eight 


take 
in 1763 

whole 
later reestablished. 
In 1780 the garrison was moved from the 


however, did not 
and 


the 


The Indians, 
kindly to the English rule, 
they attacked and massacred 
garrison, which was 


mainland to the island, and that winter 
the rest of the settlement, with its church, 
stores, and houses, was moved across on 
the ice. 

While at the end of the Revolutionary 
War, Mackinac Island was part of the 
territory surrendered by the British, it was 
not until 1796 that the English actually 
withdrew, and the Americans took over 
the garrison. At the outbreak of the War 
of 1812 the English attacked and captured 
the fort. In 1814 the Americans failed 
in an attempt to recapture it, and it was 
held by the English until the close of the 


seers rnssitittelt 


Tl 









Mackinac Island, where the annual convention of the National Retail Hardware Association will be held 


war, when it was again surrendered by the 
terms of the peace treaty. It was main- 
tained by the United States government 
as an army post until 1895. 

With such a background, it is not sur- 
prising that Mackinac Island abounds with 
spots of historical and romantic interest. 


Kiddies’ Playhouse, Mequzee 
Point Hotel, Elk Rapids, Michi- 


gan. Below, a bridge over the 
Jordan River, East Jordan, 
Mich. Two of the § many 


beauty spots of the mid-western 
state in which the National 
convention will be held. Photos 
courtesy A. J. Rankin, Past 
Pres. Michigan Association 


The old fort, built by the British in 1780, 
still overlooks the village of Mackinac, 
while a little farther back is Fort Holmes, 
also built by the English in 1812. A Pres- 
byterian church, erected in 1830, is. still 
standing, as is the John Jacob Astor house, 
cradle of the Astor fortune and headquar- 
ters of the American Fur Company, built 
in 1809. There are also numerous points 
of scenic and natural interest—caves, cliffs, 
a natural rock bridge—are to be seen. 
The dealers attending the convention 
will, it has been tentatively planned, make 
as much of the journey as possible by 
boat. The eastern delegations will meet at 
Detroit, if the plans materialize, and from 
there enjoy a 19-hour boat trip to the 
island, while the western and southern con- 
tingents, meeting at Chicago, will have a 
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similar trip. The entertainment plans are 
not yet fully developed, but the entertain- 
ment committee, consisting of James W. 
Tyre, Detroit; Louis F. Wolf, Mt. Clem- 
ens, and Arthur J. Scott, secretary of the 
Michigan Retail Hardware Association, 
are contemplating organized sight-seeing 
trips around the island, golf games, dances 
and other amusement that will amply fill 
in any time outside of the business ses- 
sions of the convention. 


Some of the Principal Points of 
Interest at Mackinac Island 


ArcH Rock—A natural rock arch, the 
most famous of the natural curiosities of 
the island. The top of the arch is 149 it. 
above the surface of the water of Lake 
Huron, and the height from the base oi 
the buttress to the top of the rock is 49 it. 

Astor House, JoHN JAcosp—Erected by 
the American Fur Co. in 1809 when 
Mackinac Island was the seat of govern- 
ment for the Northwest Territory. It has 
low ceilings, heavy timber braces, ancient 
fireplaces and cumbersome iron door locks, 
and its old storage vaults still hold the 
early accounts and record books of the 
fur company. 

3ATTLE FreELD—Site of the Battle of 
Mackinac Island, Aug. 4, 1814, when the 
Americans unsuccessfully attacked the 
British forces on the island. It was in 
this engagement Major Holmes was killed. 

British LANDING—Spot on the north- 
west shore where the British forces landed 
at the time of the capture of the island 
in 1812. 

CRACK IN THE ISLAND—A deep fissure 
in the earth several feet wide, extending 
several rods. Tradition says that it is the 
remnant of an extinct volcano. | 

Devit’s KitcHEN—A large limestone 
cave. 

EarLy Farm—One of the most roman- 
tic, picturesque, and historic spots in Amer- 
ica. Over its fields Indians, French, Eng- 
lish, and Americans have trod. It is here 
that the Battle of Mackinac took place. 

Fort HotmMes—Built by the British soon 
after the capture of the island in 1812. 
The English named it Fort George, after 
the reigning king of England, George ITI. 
When the Americans took possession of 
Mackinac after the war, they renamed it 
Fort Holmes, after Major Andrew Hunter 
Holmes, killed in the Battle of Mackinac. 

Fort Mackinac—This military post 
was first occupied by the British in 1780, 
and was abandoned as an army garrison 
by the United States in 1895. 
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A panoramic view of the beautiful golf course at Mackinac Island. 
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INDIAN VILLAGE—AlIlso known as Harri- 
sonville, named after President William 
Henry Harrison. The descendants of 
some of the most noted Indian warriors 
still live here. 

LASALLE SpRING—This spring is named 
after Rene Robert Cavelier de LaSalle, 
who first came to Mackinac in 1679. 

Lire SAVING STATION—This station was 
built by the United States government in 
1915, and it is one of the most modern 
stations in the entire service. 

MARQUETTE STATUE—This statue, lo- 
cated at the foot of Fort Mackinac, is 
»t Father Jaques Marquette, who founded 
‘he first mission on the Straits of Mackinac 
in 1671. His body was buried in the 
Chapel at St. Ignace, across the straits 
from the island. 

Mission CuHurcH—Built by the Presby- 
terian mission in 1830. The style of its 
interior and of its furnishings has been 
preserved as it was when the church was 
first built. 

OFFICERS’ QUARTERS—Stone dwelling 
occupied by the officers at Fort Mackinac 
and built in 1781. Three prominent Con- 
federate prisoners were confined here dur- 
ing the Civil War. 

PERRY CANNON—Old iron cannon said 
to have been used on a boat in Perry’s 
fleet in the Battle of Lake Erie in 1813. 

Scotr’s CaveE—Named after Thomas 
Scott of the Fifty-third Regiment, sta- 
tioned at Fort Mackinac in 1787. 

SKULL CAvE—So called from the nu- 
merous human bones found here in early 
days. It was here that Alexander Henry, 
an English fur trader, found refuge when 
hiding from the Indians after the massacre 
at Old Mackinac in 1763. 

SouTH SALLY Port—One of the origi- 
nal openings in the walls of the old fort, 
provided for making charges or sallies 
against the enemy. 

SuGAR Loar—A _ huge conical rock 
formation rising 90 ft. high in the forest. 
According to Indian mythology, this was 
the home of the Great Spirit Manabozho. 

West Biock House—Part of the origi- 
nal structures of Fort Mackinac, built by 
the British in 1780. 

WooLtson RAMpPART—Named for Con- 
stance Fenimore Woolson, grandniece of 
James Fenimore Cooper and author of the 
well-known Mackinac novel, “Anne.” 


Splendid Vacation Ground 


Among other contributions which the 
motor car has made to the welfare of 
the human race is the opening up of vast 


og 


regions which are natural playgrounds. 
These regions existed before the day of 
the automobile, but they were not widely 
accessible. The few fortunate ones then 
were able to visit such places as Yellow- 
stone Park, Niagara Falls and the like 
by railroad, but now even the humblest 
owner of the flivver tours. 

Among the most famous of the play 
places which thus have won _ popularity 
is Western Michigan, through which is the 
preterred route to Mackinac Island. Na- 
ture blessed this region bountifully. To 
begin with, it has some 600 miles of beach 
along marvelous Lake Michigan, second 
largest of the inland seas of America. 
Nearly all of this beach is fine white sand, 
the equal of Atlantic City. Huge combers 
rolling in over these sand beaches provide 
surf bathing that is unsurpassed. Nor is 
that the only contribution Lake Michigan 
makes to Western Michigan. Its cool 
waters temper the summer breezes and 
give to this favored region a summer cli- 
mate that is the envy of less favored 
states. That is one of the reasons why 
Western Michigan is the playground of 
hundreds ot thousands of tourists and re- 
sorters from all over the United States. 

Add to* Lake Michigan the asset of 5000 
smaller inland lakes which are scattered 
all over the Wolverine State. Many of 
the most beautitul and largest are in 
Western Michigan, among them being 
Torch, Crystal, Intermediate and Lee- 
lanau Lakes. During the summer months 
these inland lakes are alive with human 
activity. Boating, bathing and fishing give 
recreation to old and young. 

On thousands of streams vacation pleas- 
ure seekers also find enjoyment. Golf 
courses for them are everywhere available, 
and there are numerous tennis courts as 
well. 

Through all of this Western Michigan 
playground country good roads are avail- 
able. Thousands of miles of concrete and 
gravel highways have opened up the finest 
of the fishing and forest country, and as 
well have made the beaches accessible. 
Because of these good roads, automobiles 
from all parts of America are seen in 
Michigan bringing tourists, many of whom, 
though interested in neither fishing nor 
water sports, find that the beauties of the 
lakes, streams, and forests more than re- 
pay them for the journey. 

To visit Michigan without seeing West- 
ern Michigan is akin to touring the 
Colorado region and missing the Grand 
Canyon. 





The Grand Hotel is seen on the left of the photo. 
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What the Hardware Council Is Doing 


Chain Stores 


MONG the pertinent problems studied by the 
A Hardware Council was that of hardware trends, 
which included quite a variety of subjects. In 

last week’s issue we published that part of the Council’s 
report dealing with selling methods. This week we want 
to call attention to the part which refers to chain stores. 


Many hardware merchants are frankly disturbed over 
the growth of the chain store. They are wondering how 
far that development will extend into hardware lines. 
They will, therefore, be interested in what the council’s 
report has to say on the subject. 


We quote from the report as follows: 


CHAIN STORES 


What seems likely to be the chain store 
development, if any, in the hardware field? 


“Whether the chain store idea can be successtully 
adapted to the hardware business, with its multiplicity 
of items and wide range of prices, is a mooted ques- 
tion, since price and service limits are chain store fun- 
damentals, while hardware selling has always involved 
a large measure of service. 

“The so-called hardware chains of the present gen- 
erally embrace from two to ten stores, with central 
ownership control and more or less individual manage- 
ment. 


“But not until each group has standardized stocks, 
fixtures, display plans and buying and selling policies 
and completely centralized control and management can 
it be called a chain in the usually accepted sense. Since 
the variety of hardware is so great and the demands of 
various communities so different, standardized methods 
and terms do not appear easy. 

“Chain store development in the hardware field will 
not come from the efforts of the professional promoter 
whose interest in the promotion profit usually results in 
the substitution of expedience for the building of a sub- 
stantial structure. 


‘Nor is it more likely that much greater success will 
come out of the present hardware fraternity unless there 
is radical adjustment of preconceived ideas of the proper 
conduct of the hardware business and a willingness to 
submerge individualism in the interest of centralized 
management and complete cooperation. 

‘There is evidence that the early hardware chain de- 
velopment will be in the combining of neighborhood 
stores in the larger cities, a strong, well-financed busi- 
ness, taking over the smaller units, with centralized buy- 
ing and general management. 


‘‘Next may come chains of 10,000 to 50,000, and per- 
haps in good county seat towns of 5000 and up, carrying 
stocks of $7,000 to $10,000, and having sales of $50,000 
to $75,000. 

“Such stores will possibly operate on a cash basis in 
respect to all small items, and give limited credit on 
larger items. 

“The variety of goods handled by such stores will 
doubtless be limited, and an effort be made to turn stock 
five times or more. 

“The most efficient unit will probably have a manager, 
assistant manager and one or two girls. All employees 
will be thoroughly trained, and it is possible that the 
managers will be given greater freedom of action and 
larger responsibility than at present prevails with most 
of the chains.” 

Next week we will present more of the council’s find- 
ings under the title of “Hardware Trends.” We realize 
that the report in full is being sent to all members of 
the various hardware associations, but we believe it worth 
while to present it, one subject at a time, in this column, 
for quick reading and consideration. 

Remember the council can only advise and recom- 
mend. The value of its work to you depends on your- 
selves. 


Give your earnest support and cooperation to the 
Hardware Council. 








tive recommendations. 








Editor’s Note: Under the title “Trade Betterment” reports and recom- 
mendations of the Hardware Council, in booklet form, have been distributed 
to all members of the National Retail Hardware Association, National 
Hardware Association of the United States, Southern Hardware Jobbers 
Association and American Hardware Manufacturers Association. 


The Hardware Council possesses no enforcing power, but depends en- 
tirely upon the voluntary support of the hardware trade for making effec- 


Give your earnest support to the Hardware Council. 
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Brooklyn Association Indorses Hardware 
Council Report 


Editorial by Llew S. Soule Prompts Discussion. 
Unanimous Resolution Passed 


The regular monthly meeting of the 
Brooklyn Hardware Association was held 
in the Johnston Building, on Thursday 
evening, May 12, with a good attendance 
of members. 

After the routine business of the meet- 
ing had been disposed of R. J. Atkinson, 
N. R. H. A. vice-president, gave a most 
interesting and helpful talk on hardware 
problems and reviewed briefly his recent 
trip to the Southeastern Convention at 
Jacksonville, Fla. He said that he found 
it more and more apparent that the chain 
stores will not affect adversely the man 
who goes to the meetings of the associa- 
tions and to conventions, but the man who 
stays at home and does not learn what 
others are doing will be the one to suffer. 
The Southeastern hardware men _ have 
stood their ground against some adverse 
conditions and their association § un- 
doubtedly kept them steady. He cited one 
instance where three hardware stores were 
located in one block, in fact all together. 
The man in the center position seeing his 
friendly rivals with fine display windows 
did some thinking and equipped the 
entire front of his store with accordion 
doors, giving the impression that his was 
the entrance to the whole place. These 
three merchants were on the best of terms 
and did not cut prices, but carried different 
lines, and sold them on a quality basis. 

Another store conducts a sales meeting 
of clerks every two weeks, each clerk as 
well as the colored porter taking his turn 
at conducting the meeting. The latter 
often conducts the most interesting con- 
ference. All departments of the store are 
freely criticised and many imaginary 
troubles are made to vanish. It also gives 
the merchant an insight into the clerk’s 
way of figuring things out. 

Mr. Atkinson advocated the giving 
charge to clerks of different departments, 
making them wholly responsible for the 
success of their departments. This re- 
sponsibility extends to the buying, selling 
and also to the crediting. It puts it up 
to the clerk in charge of a department to 
decide whether an article should or should 
not be exchanged when returned. He said 
that even though only one clerk were 
employed, give him charge of something 
and discuss business with him. 

Mr. Atkinson referred to the coming 
National Convention at Mackinac Island 
and said that the plan this year would 
likely produce a report that would be a 
textbook of the hardware business, that 
it would be fully covered by HARDWARE 
Ace and the Hardware Retailer, and 
urged the members to read it carefully. 

Edward F. Daily of Scarsdale, a former 
president of the Brooklyn Hardware As- 
sociation called attention to Llew S. Soule’s 
editorial in HARDWARE AGE of last week 
referring to the lack of response to the 
work of the Hardware Council. Prompted 
by Mr. Soule’s editorial the Association 
passed the following resolution unani- 
mously. 





Resolved, that the recommendations of 
the National Hardware Council to the re- 
tail hardware trade of the country receive 
our hearty indorsement, and we _ hereby 
agree to make every effort to carry into 
effect these wise counsels. 

R. PEARSALL, Secretary. 

A contribution of $50 was voted to the 
Red Cross appeal for the Mississippi flood 
sufferers. 

The question box conducted by Mr. 
Atkinson brought out ideas and discussion 
that was well worth the time to come and 
hear. 

Edward Ferguson of the Tremont Hard- 
ware Company, the Bronx, and president 
of the Manhattan and Bronx Hardware 
Association was a guest at the meeting. 


Dr. Paul H. Nystrom Elected 
V.-P. of Congoleum-Nairn, Inc. 
Dr. Paul H. Nystrom has been elected 


vice-president of the Congoleum-Nairn, 
Inc. Dr. Nystrom will be in charge of 





Dr. Paul H. Nystrom 


merchandising the products of the com- 
pany and comes with an unusually thorough 
experience with several types of markets 


and a practical knowledge of merchan- 
dising in its broadest sense. He was re- 
cently holding the professorship of 


Marketing at Columbia University, N. Y. 





The C. B. Wagner Hardware Co. 
Has Sold Its Building 


The C. B. Wagner Hardware Co. of 
Burlington, Wis., recently sold its building 
on South Pine Street, and will discontinue 
business. Fifty-eight years ago C. B. 
Wagner, Sr., opened the store which is 
now operated by C. B. Wagner, Jr. Mr. 
Wagner has manufactures, dairy supplies 
and other small articles. 
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Sargent & Co. New Policy Will 
Distribute Only Lines Made 
at New Haven Plant 


Sargent & Co. will hereafter concentrate 
its efforts on the development of its own 
products, and will only illustrate in the 
catalog and sell the extensive line produced 
by its own factory in New Haven. 

The items now listed in the catalog un- 
der its special brand but not made by 
Sargent & Co., as well as the products 
sold under the brands of other manufac- 
turers, will be discontinued. 

“This change in the policy, which has 
been in effect since the inception of the 
business, has been under consideration for 
some time, and it is believed it will result 
in better service to the trade as well as 
to the consumer,” says a statement from 
the company’s New York office at 94 Cen- 
ter Street, dated May 14, 1927. 





National Pipe and Supplies Asso- 
ciation Convention at Pittsburgh 


The eighteenth annual convention of the 
National Pipe and Supplies Association, 
which opened May 10 at the William 
Penn Hotel, Pittsburgh, was marked by 
the heaviest registration of any similar 
gathering in several years. Following the 
address of welcome by M. W. Dennison, 
president of the association, came the busi- 
ness symposium, which has been a feature 
of the meetings of this association for 
many years. The business situation in 
wrought pipe, fittings and valves, enameled 
sanitary ware, heating boilers and radia- 
tion, pottery, range boilers, cast iron soil 
pipe and brass goods were described by 
manufacturers of those lines or their 
representatives. This was followed by a 
paper, “The Science of Business,” by Louis 
K. Manley, dean School of Business Ad- 
ministration, University of Pittsburgh. 

At the afternoon session there were dis- 
cussions of the wrought pipe and fittings 
situations after the annual address of 
President Dennison and the reports of 
committees had been heard. 

The program for the closing day of 
the convention included an_ address. 
“Credit Group Functions,” by F. S. 
Jeffries, eastern manager National Asso- 
ciation of Credit Men; report of the 
plumbing supply ¢ommittee by W.. C. 
Hanson, and discussions of these topics: 
“The National Trade Extension Bureau,” 
“Is Installment Plan of Selling Applicable 
to This Industry?” “Is Direct-to-the-Con- 
sumer Movement Growing?” “Is Brass 
Pipe a Profitable Item to the Jobber?” all 
at the morning session. In the afternoon 
there were reports on the volume of busi- 
ness in 1926, compared with 1925 and for 
the first four months of 1927, compared 
with the same period last year, and the 
cost of doing business. 


S. E. Conybeare Appointed 
New A. B. C. Director 


S. E. Conybeare, advertising manager of 
the Armstrong Cork Co., Lancaster, Pa., 
and president of the Association of 
National Advertisers, has been elected a 
member of the board of directors of the 
Audit Bureau of Circulations. 
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Interesting Facts on Flood Situation from 
New Orleans Jobber 


Some interesting facts on the Mississippi ; high water. 


River flood are contained in a recent letter | 


received from Woodward, Wight & Co., 


New Orleans, La., hardware jobbers. This | 
letter clears up several questions in the | 


minds of business men and gives the true 
facts on conditions in and around the city 
of New Orleans. The letter read: 
“Gentlemen : 
“So many exaggerated reports have been 
broadcast throughout the country as to 


conditions existing in New Orleans that | 
feel you would like to know from us | 


we 
exactly what the conditions are here. 

“New Orleans has not at any time had 
any flood waters within its limits. The 
height of the river at this point has not 
yet equalled the flood stage of 1922. The 
cut in the Poydras levee (14 miles below 
the city) which will act as a spillway, 
will keep the flood level below the 1922 
point. The levees which protect New Or- 
leans are of the very finest construction and 
are much stronger than any levees built 
along the Mississippi River, and since 1922, 
acting on the advice of the engineers, these 
levees have been raised five ft., thus making 
our levees five ft. higher than in 1922. 








“The great damage from the river so | 


far has taken place at points north of | 


Vicksburg, Miss. It is possible that the 
river may break through the levees on the 
west bank (which is the opposite of the 
New Orleans side) between Vicksburg 





and New Orleans. Breaks of this character | 


have taken place in almost all periods of 


However, the bulk of the 
country which will be flooded will be 
swamp lands. 

‘Bear in mind that a high river at New 
Orleans is not a new proposition, and our 
engineers have had a life time of ex- 
perience with it and at no time have our 
people, who understand conditions, been 
exercised as to the danger of a flood in 
the city. The levee was cut at Poydras in 
order that we might take no chance in 
allowing the river to rise beyond the fixed 
minimum danger point. 

“Unfortunately, while the floods were 
taking place in Arkansas and points North 
—we had here about two weeks ago, a 
14 in. rainfall within 20 hr. 
plants, 


the power 


flood 


small 
city. 


the Mississippi River flood, it is easy to 


see how the country as a whole received | 
the idea that New Orleans was suffering | 


from a flood from the river rather than a 
small flood from rainfall. 

“The exaggerated reports are doing a 
great deal of harm and we hope that you 
will in every instance, when speaking otf 


this matter, state that so far as New Or- | 
leans is concerned, it is perfectly protected | 
Mississippi | 


against the waters of the 


River.” 





The Rabbideau Hardware Co. 
Celebrates 35th Anniversary 


The Rabbideau Hardware Co. of 
Pere, Wis., recently celebrated by a large 
sale their thirty-fifth anniversary. 

The company, which has 


steadily, was started 35 years ago 


| Pacific Rim Tool Co. of Cleveland 


De | 


prospered | 
by | 


George Rabbideau who opened a small tin | 


shop and store in that city. 


The business | 


grew rapidly and ten years ago he formed | 


a partnership with lis brother Joseph 
Kabbideau. Last year the store was re- 
modeled and is today one of the most 
in the city. 


modern stores 


Hardware District Meetings 


Are Well Attended 


The first four of the 22 district meeting's 


Reduces Price 
The Pacific Rim Tool Co., 16606 Water- 


loo Road, Cleveland, Ohio, announce a re- 


duction in price for their Junior Model. | 
he was also known in New Britain as a 
| benefactor 


Hardware Co. Formed im Port | 


The new list price will be $3.50. 


Washington, Wisconsin 


The West Side Hardware Co. has been 
incorporated in Port Washington, Wis. 


|The members of the new company which 


is incorporated for $8,000 are C. A. 


Larson, Mrs. C. A. Larson and 


| Theilig. 


that are to be held this year by the Texas | 


Hardware and Implement Association have 
been very well attended. 
have been held in order to 
Association to its members. 
were held at Uvalde, Harlingen, Stinton 
and Cuero, Texas. 

The outstanding features of 
meetings are the talks by Fred Pfaff, field 


carry the 


These meetings | 


Meetings | 


Bents Bushnell Co. Retire 


One of the oldest hardware stores in 
Northern New York, The Bents Bush- 
nell Co., of Watertown, retired from the 
retail field April 30. The remaining un- 
sold stock will be moved to the com- 
pany’s warehouse and sold in_ bulk. 


| H. R. Mansfield to Visit Chicago 


these | 


representative of the Association on “Store | 
Arrangement” and the sketch dealing with | 


modern sales methods entitled “Selling A | 
The district meetings of this | 
month will be held at Nacogdoches, Waco, | 


Hammer.” 


Austin, Fort Worth and Dallas. 


and New York 


H. R. Mansfield, vice-president in charge 
of production of the Pioneer Rubber 
Mills, San Francisco, Cal., left on May 10 
for a business trip to New York, Chicago, 
and other Eastern cities. Mr. Mansfield 
will be gone from San Francisco for about 
six weeks. 





During this | 
rainfall, a bolt of lightning struck one of | 
putting our pumping | 
stations out of commission and we had a | 
from this rainfall within the | 


“Inasmuch as everyone was thinking of | 


to 














Arnold | 
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Benjamin A. Hawley Dies 
General Manager of R. & E. 


I'iIness following a nervous collapse 
caused the death of Benjamin A. Hawley 
on May 10, 1927, who was vice-president 
of the American Hardware Corp. and 
general manager of the Russell & Erwin 
Mig. Co. Division, both of New Britain, 
Conn. Mr. Hawley’s death occurred in his 
fifty-ninth year at his home, 312 Hart 
Street, New Britain, Conn. He was na- 
tionally known as a hardware manufac- 
turer and was held in high respect and 
regard by all who knew him. 


Benjamin Atherton Hawley 


senjamin A. Hawley was born on Aug. 
22, 1868, and entered the employ of the 
Russell & Erwin Co. in 1882 at their 
New York office, then located at 45 Cham- 
bers Street, New York. In 1902 he came 
New Britain as sales manager. In 
1907 he was elected a director of the 
American Hardware Corp. and in 1911 he 
became vice-president. His appointment 
as general manager of the Russell & Er- 
win Co. came shortly after his election 
to the directorate. 

Nationally known as a manufacturer, 
of children and a champion 
of park extension. He was a member of 
the park commission and during his term 
in that commission prepared a plan for 
extension and improvement of the city’s 
parks. It could not be carried out be- 
cause of the financial condition affecting 
the tax rate. He then offered to loan the 
city the sum of $50,000 without inter- 
est for five years, which was sufficient 
to cover the entire program. It was 
accepted, and as a result of Mr. Hawley’s 
benefaction Stanley Quarter and Willow 
Brook parks have been much improved. 

Mr. Hawley was a trustee of the Hard- 
ware City Trust Co. for a few years 
prior to the merger of that banking con- 
cern with the New Britain Trust Co. in 
1909. He was then made a trustee of the 
latter company and has continued in that 
position for 18 years. 

Out of respect to the memory of Mr. 
Hawley, operations in the Russell & Er- 
win plant war suspended on Thursday 
afternoon, allowing the employees to view 
the remains at the Hawley home. Funeral 
prayers were read at 4 o'clock by Dr. W. 
C. Hill, pastor of the South Congrega- 
tional Church. The interment was in the 
Greenwood Cemetery, Brooklyn, N. Y. 
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Charles G. Jewett Dies 


The death of Charles Gregory Jewett, 
which occurred recently at the family home 
in Middle Branch Farm, near Highland 
Park, Mich., took from the Michigan 
Retail Hardware Dealers’ Association one 
of the founders and ablest executives. Mr. 





Charles G. Jewett 


Jewett was born at Howell, Livingston 
County, Mich., on Feb. 26, 1847. His 
father died when he was only four years 
of age, leaving a widowed mother with 
a family of seven children. He took upon 
himself the responsibilities of life at an 
early age. He attended the Eastman Busi- 
ness College, and after his graduation em- 
barked upon his business career. At the 
age of 23 he founded the Jewett Hard- 
ware Company in Howell in the year 1870, 
which in later years came to be known 
as one of the greatest in the State of 
Michigan. He continued in the hardware 
business for nearly half a century. There 
was nothing in hardware or builders’ sup- 
plies that could not be found in his store, 
and being a sportsman of the highest type, 
his store was a headquarters for guns, 
ammunition, and fishing supplies. Finding 
architectural and constructive work more 


to his liking, he disposed of his hardware | 


business and carried on the heating and 
plumbing end of the business until July, 
1923, when, owing to ill health, he was 
obliged to retire from active business life. 


He was an active member and held 
officers in the Michigan State Asso- 
ciation of Master Plumbers, National 


Association of Master Plumbers, and was 
the fourth president of the Michigan Re- 
tail Hardware Dealers’ Association. 


Chain Store Price Cutting 
Criticized at Convention 


“Price cutting, by chain stores or other 
retail organizations, of standard articles 
can be prevented by manufacturers, large 
or small, under the terms of the Kelly- 
Capper Bill, a measure now before Con- 
gress which will probably be adopted dur- 
ing the next session,” said Congressman 
M. Kelly, of Edgewood, Pa., in an address 
before the closing session of the annual 
convention, held in Atlantic City, of the 
American manufacturers of toilet articles. 

Congressman Kelly, who introduced the 





' tract are affected by the measure. 


| these 


| below prices asked in other stores. 





HARDWARE AGE 


bill, stated that such price control would 


benefit manufacturer, retailer, wholesaler, 


and the public. 


“The bill provides,” he said, “that the | 


manufacturer of a trade-marked article 
shall have the right to make a contract 
with the retailer to maintain a certain re- 
tail price. Only such articles and those 
manufacturers who desire to make the con- 
It is 
to be voluntary and not arbitrary. At the 
present time there is a tremendous sweep 
ot chain stores and mail-order houses, and 
exist primarily because they use 
standard articles as bait by selling them 
They 
make their customers believe that all their 
goods are of similar standard quality, but 
the rest are more than often inferior.” 


— 


TT. E. Damm Has Resigned from 


Devoe & Raynolds 


Theodore E. Damm has resigned from 


| Devoe & Raynolds Company, Inc., paint 


| manutacturers. 





Mr. Damm was recentl) 
in charge of eastern sales of the company 
and had been advertising manager and as 
sistant to the vice-president, 


Wisconsin Blacksmith Becomes 
Hardware Dealer 


Herman Behrend of Oconomowoc, Wis., 
recently remodeled his blacksmith shop 
into a store which he has stocked with a 
complete line of hardware. Mr. Behrend 
will discontinue his blacksmith business, 
but will maintain the rear of his building 
for a repair shop. 


G. B. Towne in Europe 


G. B. Towne of the General Sales De- 
partment of the Pioneer Rubber Mills, San 
Francisco, Cal., left on May 4 for a three 
months’ business trip to England and Con- 
tinental Europe. 


Craftsman Tool Catalog 


The Craftsman Tool Co., Champaign, 
Ill., has issued its new catlaog No. 100 
entitled “Craftsman Tools.” It contains 
a description of its hammers, hatchets, 
boys’ camp axes, wrenches, pliers and 
pitching shoes. The company also an- 
nounces that its Leader Brand Hatchets 
are now being ground all over instead of 
being unfinished. The Craftsman brand 
of hatchets are ground on the side and 
are now being furnished with a_ half 
polished blade. The Adze Eye hammers 
and all hatchets are now furnished with 
a bell-end handle, instead of the straight 
handle, and the shape of the camp axes 
have been redesigned. 


New Company to Make and Sell 
Hardware Specialties 


The General Metal Products, Inc., has 
been formed at Platteville, Wis., to manu- 
facture and se!! hardware specialties and 
advertising novelties. The members of the 
new company are, Fred Kettler, David J. 
Weigel and David Gardner, Jr 
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E. Harry Lewis Now With 
The Carson-Newton Co. 


E. Harry Lewis has recently become 
affliated with the Carson-Newton Co. of 
Newark, N. J., as vice-president and 
treasurer. Mr. Lewis has been in the 
hardware business for 35 years and has 
traveled from coast to coast for a great 





E. Harry Lewis 


many years. is 
the hardware 
jobbers. 


facture 


He well known among 
and supply dealers and 
The Carson-Newton Co. manu- 
the Swiss pattern file. 


B. F. Goodrich Co. to Build in 
Los Angeles, Cal. 


The B. F. Goodrich Co., Akron, Ohio, 
will shortly begin the erection of a plant 
at Los Angeles, Cal., to supply its trade 
in the western territory. The company 
has acquired a 45-acre tract, 15 acres of 
which will be occupied by the first unit. 
It is stated that the initial output will be 
500 tires and 1500 tubes per day. 


Conrad Niederman Dies 


Conrad Niederman, an old Civil War 
veteran and pioneer Milwaukee business 
man, passed away recently in his home in 
that city. He was formerly in the hard- 
ware business undet the firm name of 
Mueller & Niederman. Mr. Niederman 
was 82 years of age and was active in 
civic affairs. 

Max Krembs Retires After 64 

Years of Service 
with C. 


Max Krembs, who has been 


'Krembs & Bros. and their succesors, The 





| Krembs Hardware Co. of 


Stevens Point, 
Wis., for the last 64 years, retired last 
week from active business. He has been 
in charge of the tinsmith department most 
of that time. 


—_— — --— -— 


H. N. Robinson Sells Interest 


Henry N. Robinson, formerly a member 
of The Tracy, Robinson & Williams Co. 
of Hartford, Conn., has relinquished his 
interest in that organizition. 
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Sho-lite for Motorists 


“Sho-lite” is a new device of interest 
to motorists offered by the American Chain 
(o., Bridgeport, Conn., manufacturers of 
Weed chains. It is a small column of glass 
mounted on steel bracket that can be 
It is 
above the lamp 


a 


attached to an automobile headlight. 
just 


curved to a_ point 





hood. The glass saturates itself with 
light when the lamp is burning, and so 
indicates to the driver whether his head- 
lights are lighted. It eliminates the dan- 
ger of traveling with only one light on, 
by instantly revealing the operation of the 
lamps. 

A Pipe Wrench with a Guaran- 

teed Housing 


The Ridge Tool Company of Elyria, 
Ohio, is manufacturing a pipe wrench 
with a guaranteed shousing. They state 





that the rigid wrench can never be 


locked on a pipe and if the housing breaks 


or distorts, it will be replaced without 
cost. It is made in sizes from 6 1n. to 
48 in. 


Milwaukee Oil-less Timer 


Milwaukee Oiul-less Timers and Timing 
Systems have recently been redesigned by 
Milwaukee Motor Products, Inc., Milwau 
kee, Wis. 





Their Oil-less Timer, No. 200, is a selt- 
lubricating, self-centering timer which pro- 
duces intense, perfectly timed = sparks. 
Positive self-centering is accomplished by 
using timer shells less in diameter than 
the ordinary timer, which allows clearance 
in the recess of the gear case cover. The 
cam is mounted on a cam shaft and is 
concentric therewith. 


The bronze bearing 








| and 


finish without shrivelling or lifting. 
luster is between eggshell and gloss. 
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| in the shell, which the cam bearing oper- 
ates, assures proper alignment and makes 
_ contacts accurate. 


The features claimed by the company 
are: Accurate timing, water and oil proof, 


self-centering, wipe and break principle, | 


rub, center bearing, 
of 


contact 
bearing 


no metallic 
oil-less, cam 


and no oilimg—cleaning. 


One-Piece One-Hand Chain 
Fastener Introduced 


The Chain Products Co., Cleveland, 
Ohio, is now marketing a new  one- 
piece, one-hand, side chain fastener for 





motorists that 1s, according to the manu 
* . Af | 
facturer, a one-piece stamping and_ has 


no working “parts.” 
washer hold it securely in place between 
the eyes of the side chain link to which 
it is attached. 

The new fastener can be readily opened 
or closed with 


aid of a screw driver or other tools. 


hardened steel, 
large tungsten points, spring steel arms, | 





A simple rivet and | 


one hand and without the | 
To} 


rivet the fastener on the chain, the Chain | 
Products Co. has provided a special anvil | 


and rivet set which will enable an inex- 
perienced person to make a riveting job 


with a few sharp hammer taps. 


Hilo Laquer Line 


The Hilo Varnish Corporation of 
Brooklyn, N. Y., is offering a new line 
called Hilo Laquer. There are 16 attrac- 
tive shades; also black, white and clear. 
It sets slowly to permit free working 
flow out, yet it dries fast. The 
company states that it makes an unusually 


'good covering, has no objectionable odor, 


and that it may be used right over an old 
The 








| 








| 
| 
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Electric Rotary Floor Machines 


The Jumbo Model electric rotary floor 
machine, manufactured by The Fay Co., 
11 East Thirty-first Street, New York 
City, has an operating weight of 125 Ib. 
and is equipped with a %4-hp. motor. A 
bassine fire scrubbing brush is used for 


~— ~~ 








linoleum work, cork tile, rubber tile and 


composition floors. A_ steel wire brush 
is used for scrubbing concrete, marble, 
terrazzo and very dirty floors. Special 


brushes are provided for waxing and also 
for removing old coats of paint. A sand- 
paper disk converts the machine into a 
practical sander for floors, benches, and 
tables. 

This’ machine gives dealers a fine oppor- 
tunity to increase business with industrial 
firms, schools, hotels, clubs, hospitals, and 
public buildings. 


_ 


Union “Brume-Rake” Has Many 
Advantages 

The Union Fork & Hoe Co. of Colum- 

bus, Ohio, are now manufacturing a com- 


bination broom and rake to be used on 
lawns. The Union “Brume-Rake,” as it 


Y AN 


/; ‘// | MN 





is called, has flexible fingers of flat spring 
steel, bent slightly at the ends. These 
fingers brush through the blades of grass 


without harming the turf. 


A sweeping motion is employed in using 


the “Brume-Rake” which allows the user 
to stand in the cleared area and not pile 


the leaves and trash upon his feet. 








Se ee on 
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“Fly Hootch” Comes in the Little 
Brown Jug 


An insecticide with a very novel con- 
tainer and catchy name, is now being 
manufactured by Little Brown Jug, Inc., 
of Reading, Pa. 

“Fly Hootch” is bottled in a rich brown 
earthenware jug, a new departure in in- 





secticide containers, in quart and gallon 
sizes. The jug has a pouring lip which 
minimizes the waste in pouring into a 
sprayer. The insecticide is the product of 
old and experienced manufacturers who 
claim it to be non-poisonous to humans, 
yet deadly to _ flies, mosquitoes, ants, 
roaches, bed bugs and other insects. 

The Little Brown Jug, Inc., is offering 
one doz. Little Brown Sprayers with every 
doz. quarts of Fly Hootch sold before 
July 30, 1927. 


Grebe Sechet-Power No. 671 





The A. H. Grebe Co., Inc., 109 West | 


l‘ifty-seventh Street, New York City, an- 
nounces that after a careful study of con- 
ditions it has finally pertected 
Grebe Socket-Power No. 6/1, 


its new | 
which 1s | 
claimed to be a very efficient eliminator. | 


Through the use of special connections | 
and voltage condensers, it eliminates splut- | 


” 


tering or “motor boating, 





The output voltages are 


the company. 
carefully graduated for satisfactory op- 
eration of sets employing detector B volt- 


age, intermediate amplifier B_ voltage, 
power stage B voltage, and, in addition, 
the necessary C voltage for the inter- 
mediate amplifier, and the high C voltage 
for the power stage amplifier. No changes 
can be made by the user which might up- 
set the normal operation. 

Ample voltage output is provided and 
satisfactory power output will be avail- 
able even if the line voltage should lower 
to 105 volts and no damage will be done 


if the line voltage should rise to 130 volts. | 


This is partly due to the fact that the C 
voltages supplied from the same device as 


according to | 
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the B voltages will naturally vary with 
them and tend to compensate for changes 
in plate voltages. 

The connecting cables are plainly marked 
to indicate the function of each wire and 
how they are to be connected with the re- 
ceiving set and the house current. The 
cables are substantially made with genu- 
ine Bakelite, switch and socket attachment 
plug. 

The fool-proof adjustment features of 
the 671 make it safe from danger of elec- 
trical shock. The removal of the cover 
merely makes it possible to replace the 
Raytheon tube. The socket is fully in- 
sulated and shielded, making it impossible 
to touch the live contacts with the fingers. 
The main housing is sealed to prevent tam- 
pering. 

The entire make-up is substantial and 
durable, according to the company, and 
designed to give long service. It is adapt- 
ed to use the Raytheon BH tube, which 


it is claimed has a life in excess of 1000 | 


hours. 


Hercules One-Quart Turpentine 


Can 


For the convenience of householders the 
Hercules Powder Co., Wilmington, Del., 


manufacturer of explosive chemicals, 
and naval stores, is putting turpentine 
in 1 qt. cans on the market. In_ place 


of the nondescript container formerly sup- 





plied either by the customer or the dealer 


for 1 qt. purchases, the company now 
furnishes a clean, handy can_ which 
eliminates loss through spilling and the 
possibility of ‘soiled clothing. It also 


saves the time that clerks spend in filling 
miscellaneous containers. 

These cans are packed 20 in a case and 
are also convenient to handle in shipping 
and storing. They should prove very 


popular with those who wish to buy in | 


small quantities. 


Flasher to Boost 
Hohner Harmonica 


M. Hohner, Inc., 114 E. 
Street, New York City are offering an 
electric flasher to the retailer to help 
stimulate the sale of Hohner Harmonicas. 
It is to be set up in the window or on a 
counter, attached to a light socket and will 
flash continuously. 
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U S Self-Cleaning Cartridge 


The United States Cartridge Co., 111 
Broadway, New York City, is putting on 
the market a self-cleaning cartridge which 
should be of interest to all who use fire- 
arms. These cartridges contain a priming 
mixture which prevents fouling, rusting, 
or pitting. The company states that this 





| feature also helps to keep the bores of 





Sixteenth | 














firearms smooth and accurate. Barrels are 
not “shot out” so soon. The announcement 
also points out that these cartridges may 
be depended upon for thoroughly satisfac- 


tory ballistics. 

The line of US Self-Cleaning Car- 
tridges contains the following .22’s, which 
may be had either with solid or hollow- 
point bullet: .22 Short, .22 Long, and .22 
Long Rifle. They are used in rifle, re- 
volver, or pistol. 


Ileco Universal Key Cutter Will 
Cut from Code 


The Independent Lock Co. 
burg, Mass., makers of keys, locks and 
allied hardware, have placed on the market 
a new code key cutting machine. The 
Ilco Universal will cut cylinder key 
directly from the number or 


ot kitch- 


any 


code and 





It will cut keys 
for popular padlocks, trunk locks, locker 
| locks, in fact any lock that has a code for 


will duplicate as well. 


the key series. The space and depth of 
cuts are governed by perforated discs in 
sets of two, one for spaces and one for 
depths. It may be driven from any type 
of power line and operates quickly and 
accurately. One set of discs and codes 
supplied with the outfit. It is a sturdily 
built outfit with no intricate machinery and 
very easy to operate. 











Apco Gasoline Filter 


The Apco Mfg. of Providence, 
R. I, has perfected an attractive device 
te remove foreign matter from motor fuel 
in the Apco Gasoline Filter No. 39. The 
filter is of simple and sturdy construction 
and has 


Co., 





lis efficiency is largely due to the fact 
that gasolime is made to flow from the 
bottom to the top of the filter, allowing 
foreign particles to drop to the bottom of 
the chamber. 

The chamber is of heavily annealed glass, 


and accumulated water and foreign mat- | 
ter can be readily seen and easily emptied | 
thumb | 


by releasing a quick detachable 
screw clamp. The device fits all models 
of Ford cars and promises a considerable 
saving in gasoline consumption at a mod- 
erate price. 


Ensign-Bickford Co. Make a 
Hot Wire Lighter 


a number of noteworthy features. 


! 
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The “‘Air-Way” equipped windows have | 
the sash so arranged that it opens on the | 
inside of the room and slides and folds 
to the side, leaving an unobstructed open- 








The Ensign-Bicktord Co. of Simsbury, | 


Hot 


1S 


g-onn., manufacturing a Wire 
Lighter for igniting fuses. The Hot 
Wire Lighter consists of a wire 12 in. 





in length, on which is applied a compnsi- | 


tion of powder and other materials 











a length of approximately 9 in. The lighter 


can be ignited by a match or the flame | 
from a miner’s lamp. When ignited there 


is a red hot ring of burning composition 
which slowly progresses along the 9 in. 
length of composition. 


It is a quick, sure lighter and burns | 


without the objectionable sparks or flame. 
It is packed in boxes of 10 or 100. 


Richards-Wilcox Sash and “Air- 
Way” Window 

The Richards-Wilcox Mfg. Co., makers 
of door hangers and hardware specialties, 
claims many advantages for the new R-W 
No. 312 Hollow Metal Sash. The cross 
members and frames are somewhat smaller 
than the wooden sash, thus presenting a 
somewhat lighter area. The company states 
that there is no possibility of the sash 
shrinking or swelling on account of 
weather conditions. 





for | 








ing. The windows may be set at any angle 
desired for ventilating purposes, and when 
closed are weather-tight. The operation 
of these windows does not interfere with 
the screens or storm sash. 


Horton Gas Engine Washer 


Horton Mfg. Co., Fort Wayne, Ind., 
has made another addition to its line of 
laundry washers, in the form of a new 
number called the Horton 34-64 Gasoline 
Engine Washer. Powered with a single 
cylinder, air cooled, four cycle, one-half 
horsepower engine, manufactured by the 
Briggs & Stratton Corp., the washer em- 
bodies all the mechanical features that 
the Horton products enjoy. Ignition 
provided by a built-in flywheel magneto 


iS 


and a standard size motorcycle spark plug. | 





A rotating fly-wheel operated by a rope 
starter sets the motor going. A swinging 
wringer is attached that 1s supplied with a 
safety trigger that instantly separates the 
large, full size 12 inch semi-soft rollers. 
Use of the wringer and washer can be 
made of at the same time. 





Se 
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The “Hed-Room” Auto Tent 


A unique touring and camping tent is 
now being made by the Fulton Bag and 
Cotton Mills, 330 Wythe Avenue, Brook- 
lvn, New York. The Hed-Room is a little 
road home with walking head room and 
perfect ventilation. Some of the most im- 
portant features are: no ridge pole, a ten- 
sion bar keeping it taut at all times, 
mosquito-proof ventilating door and win- 
dow, a 6-ft. sewed-on awning with gable- 





shaped roof, and wrapping cloth in which 
to carry the complete outfit on the running 
board of the automobile. 

Made of green Shueredry water-proof 
drill, complete with metal poles and stakes, 
it comes in four sizes, from the two-cot 
size (914 by 7) to the six-cot size (12 
by 14). A khaki water-proofed duck floor 
may be had at a small additional cost. 


A Keyless McKinney Mail Box 
The McKinney Mfg. Co., Pittsburgh, 


Pa., announces an important addition to 
the McKiriney Forged Iron line. To sat- 
isfy many insistent inquiries, the company 
has added a forged iron mail box to the 
rest of this group. 





The box is made of Armco Ingot Iron 
and treated with the effective McKinney 
hot zinc process. An ingenious locking 
device eliminates the necessity for a key. 
The box is well proportioned. Its catalog 
number is 12695. 
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[HAVE YOU HEARD THIS ONE 





A woman can describe her symptoms in 
an entertaining way. A man’s way is to 
groan. 

x * * 

“lll give you fifty cents if you'll wash 
your face,’ said the college professor to 
his small son. 

“Keep it and get a hair cut,’ was the 
fresh young hopeful’s reply. 

x * * 


Figures that have attracted men: Venus 
de Milo, Ruth St. Denis, Annette Keller- 
man. 

Figures 


$3.98. 
+ + 


Elizabeth, 10, and Bobbie, 6, were dis- 
cussing automobiles. “Well, I don’t care,” 
said Elizabeth, “our car is bigger than 
“Well, I 


that have attracted women: 


yours. It’s a seven-passenger.” 
don’t care, either,” replied Bobbie, “our 
car is a _ seven-passenger, too, when 
mother holds the baby.” 
* * * 
“Wheah you-all bin?” 
“Lookin’ foah work.” 
“Man! man! Yoah cw’osity’s goanna 
git you into trouble yit.” 
* * * 


An Irishman and his wife were at the 
theater for the first time. The wife no- 
ticed the word “Asbestos” printed on the 
curtain. 

“Faith, Pat and what does Asbestos on 
the curtain mean?” 

“Be still, Mag, don’t show your ignor- 
ance. That is Latin for welcome.” 

x *k * 


Two gentlemen of the Emerald Isle 
were discussing things musical when sud- 
denly Pat asked: “What musical instru- 
ment do you like best, Mike?” 

“Oi like a player pianny the best.” 

“Why?” 

“Because Oi can play ‘St. Patrick’s 
Day in the mornin’ or in the evenin’—or 
any old time meself. Which is it ye likes 
best, Pat?” 

“Sure, Mike, Oi likes the clarinet the 
best.” 

“Why do yez?” 

“Because the little devil’s handy in a 
fight.” 

* * * 

“Well, Mrs. Johnsing,” announced the 
colored physician, after taking her hus- 
band’s temperature, “Ah has knocked de 
fever outen him. Dat’s one good thing.” 

“Sho’ nuff,” was the excited reply. 
“Does dat mean dat he’s gwine to git 
well, den?” 


an 
nas 
¥ 
ce 


“No,” 


replied the doctor, “dey’s no hope 
fo’ him; but you has de satisfaction ob 
knowin’ dat he died cured.” 


x * 
THIS DOES NOT APPLY TO 
DOUGHNUTS OR BALLOON 
TIRES 
You do not sell the auto 
After all your fuss and care. 
You sell God’s open country, 
The sunlight and the air. 
And perhaps you'll think me stupid, 
Or pronounce me very droll, 
But you do not sell the auger. 
You simply sell the hole.—Anon. 
x * x 
Ocean passenger—“Why is the steam- 
er slowing down?” 
Officer—‘Oh the captain used to be a 


motorman on a street car and we are 
nearing a school of whales.” 
oe « 
He—“Pardon me, but did you drop 


your handkerchief during the last dance?’ 


She (Glancing down)—‘“Oh, horrors, 
that’s my dress.” 

x * x 
Mrs. Gush: “Our new minister is 


simply wonderful. He brings things home 
to you that you never saw before.” 
Mrs. Sniff: “That’s nothing. I’ve a 
laundryman who does the very same 
thing.” 
x ok x 
“Well, of all the nerve,” she said, as 
she slapped his face. “Don't ever try to 
kiss me again.” 
“All right,” he replied meekly, “if that’s 
the way you feel about it, get off my lap.” 
co ok * 


Dentist—“Where is the aching tooth lo- 
cated ?” 
Girl (a theater usher)—‘Balcony, first 
row to the right.” 
a a * 


A negro mammy had a family of well 
behaved boys. One day her mistress 
asked, “Sally, how do you raise your boys 
so well?” 

“Ah raises ’em wid a barrel 
ah raises ’em frequent!” 


stave and 


a x * 
“Why did you get tickets for ‘Madame 
sutterfly’ when I distinctly told you I 


=) 


wanted to hear ‘Pagliacci : 

“To preserve my dignity. When I got 
to the ticket office I forgot how to pro- 
nounce it.” 











“The baby swallowed a bottle of ink!” 
“Incredible !” 
“No.  Indelible !”’ 
k ok 
“Give me a sentence with the word ver- 
min.” 
“Betore I go fishin’ I go vermin.” 
k Ok Ok 
“Say, Joe, you're a broker, can’t you 
give me a tip?” 
“I know something that is now about 


twenty, and within six months I can 
guarantee it to be over ninety.” 
“Sounds fine! What is it?” 
“The temperature.” 
* * * 
“Are you positive that the defendant 


>) 


was drunk 
“No doubt,” growled Officer Raynor. 
“Why are you so almighty certain about 
it?” 
“Well, anyhow,” replied Raynor, “I 
saw him put a penny in the patrol box on 
Fourth Street and then he looked up at 
the clock on the Presbyterian Church 
and roared, “Gawd! I’ve lost 14 pounds 
weight.” 
* * * 
Grandpa in a speedy car, 
Pushed the throttle down too far. 
Twinkle, twinkle, little star. 
Music by the G. A. R.—Exchange. 


x ok * 

friends—“Why is it that your son rides 

in a car, and you always go on a street 
car?” 

Father—“‘Well, 


he has a rich father and 
I haven't.” . 


* * x 

He: “Is she progressive or conserva- 
tive?” 

She: “I don’t know. She wears last 


years hat, drives this year’s car and lives 
on next year’s income.” 
x * x 
Diplomacy frequently consists in sooth- 
ingly saying, “Nice Doggie,” until you 
have a chance to pick up a rock. 
x x Ox 


“Do you believe in clubs for women?” 
“Yes, if kindness fails.” 
x * * 

We have in our midst one Grace Tay- 
lor who is making longhand short around 
this office. She is taking the editor’s 
place who steps into the place kept open 
by the transfer of Truman Dennis to 
Fort Smith. 
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Retail Credit Men’s Association Hears 


Distribution Expert 


By L. W. Moffett 


(Washington Bureau of HARDWARE AGB) 


by John Matter, distribution expert of the United States Chamber 


Toy. growth of the “new competition” between industries was outlined 


of Commerce, in a talk last week before the Retail Credit Men's 
Association of Washington, when he predicted that the widespread collec- 
tion of definite and comparable figures would lead to a new era in the 


distribution of merchandise. 


In the course of his remarks, Mr. Matter 


described the first governmental census of retail and wholesale trade, em- 
bracing forty-five kinds of stores and eighty commodity classes, recently 
completed in 15,000 Baltimore business establishments to which reference 
has been made previously in these columns. 


The torecast by Mr. Matter is accepted 
as being accurate. The day is dawning, 
it is contended, when some oi the present 
methods of distribution will be 


Distribution is being recognized more and 
more as a subject for enlightenment, and 
has been given much consideration during 
the past two or three years. Production 
and cost of output in the past have formed 
the economic centerpiece, but it is realized 
that distribution is a figure which is equal- 
ly as important and must be studied with 
as much intensity as production and costs. 
The pioneer movement is still under way, 
but the progress made is encouraging, aud 
Mr. Matter has done well to bring it 
before a retail organization, no matter 
whether in Washington or some other 
place. It means distribution of knowledge 
of the subject of distribution. 

His remarks followed closely the recent 
annual meeting of the National Chamber, 
where the subject of distribution was dis- 
cussed. It was interestingly treated by 
President Robert R. Ellis, of the Hessig- 
Ellis Drug Co., Memphis. Mr. Ellis point- 
ed out that distribution in this country 1s 
much more intricate than in any other. 
First, he said, this is because of the greater 
expanse of territory, and, second, it is by 
reason of the more exacting demands of 
the consumer, caused by higher standards 
of living. 

What is the status of the chain store, 
and what will be its effect upon the inde- 
pendently owned and operated store? How 
will the great chain store organizations 
and the group buying by independently 
owned stores affect the wholesalers? Has 
installment selling increased to such an 
extent as to encourage the belief that next 
year’s income is being spent for this year’s 
necessities and desires ? 

These were some of the questions raised 
by Mr. Ellis. He declared that to answer 
the first one it is necessary to know how 
many chain stores and how many inde- 
pendent stores there are, and how much 
merchandise is sold in each class, as_ vell 
as by house-to-house canvassing. The be- 
ginning for this information, he pointed 
out, will be found in the distribution cen- 
sus, first of Baltimore and then of other 


looked | 


upon as being fringed in with antiquity. | 





cities. One of the things ahead for busi- 
ness, he said, is to know itself, to find 
where it stands, in order to know more 
certainly what is ahead of it. Studies 
such as he mentioned, he said, are an evi- 
dence that business is awake, not only to 
its present needs, but to the safeguards 
which it must adopt for the future. 

“It must have better trade relations— 
better relations between merchants who 
buy of and sell to each other,” declared 
Mr. Ellis. “Bad practices such as can- 
cellations of orders accepted in good faith; 
demands for cash discount after the dis- 
count period has elapsed; miusrepresenta- 
tions and substitutions of merchandise and 
other causes of unnecessary disputes which 
result in expensive wastes, not only ought 
to be abandoned but made impossible. 
This is another job which is ahead for 
business. Like the census of distribution, 
this subject is the direct outcome of the 
National Distribution Conference.” 

Addressing himself directly to his sub- 
ject, “What’s Ahead for Business,” Mr. 
Ellis said that there are lacking so many 
figures which are necessary to ay unquali- 
fied statement that he offered his opinion 
with some hesitation. From past experi- 
ences, he said, it appears not unlikely “that 
we are facing some relaxation in consumer 
demand which will require attention on 
the part of every distributer, and suggests 
the advisability of conservative policies. 
Speculative buying never has recommended 
itself much to wise merchants, and today 
does not appear to be justified, if ever it 
has been. Every sign points to normal con- 
ditions, which means that we need not expect 
either a boom or a collapse. Installment 
selling appears to be stationary, although 
here again we lack the figures to give us 
actual knowledge. While the number of 





chain stores probably is increasing, the | 


opinion has been expressed that the aver- 
age sales per store are somewhat on the 
decline.” 

Appointment of a committee to conduct 
a survey of current practice within the 
industry, and to draw up a tentative sim- 
plified practice recommendation, was deter- 
mined upon at a preliminary conference 
here at the Department of Commerce on 





May 10 of representative manufacturers 
of turnbuckles under the auspices of the 
National Committee on Metals Utilization. 
The tentative recommendation will propose 
elimination of unnecessary sizes and vari- 
eties. The meeting was presided over by 
P. H. H. Dunn, of the National Com- 
mittee. The committee appointed to con- 
duct the survey includes: C. F. Herrmann, 
of Wilcox, Crittenden & Co., Inc.; G. C 
Soule, of the Marine Hardware Equip- 
ment Co., and E. E. Baker, of the Upson- 
Walton Co. Aside from those mentioned, 
others at the meeting were: A. V. Bouil- 


don, American Marine Standards Com- 
mittee; red M. Devlin, Philadelphia 
Hardware & Malleable Iron Works; 


Irwin H. Fullmer, Bureau of Standards 
and National Screw Thread Commission; 
E. R. Leonard, Bethlehem Steel Co.; Felix 
Levy, New York; George H. Merrill, 
Merrill Bros.; W. W. Wilcox, Jr., Wil- 
cox, Crittenden & Co., Inc. 


—_— 





The Second Pan-American Standardiza- 
tion Conference closed here on Wednesday 
afternoon of last week with the adoption 
of resolutions recommending the establish- 
ment of a permanent committee in the 
Inter-American High Commission to 
propagate the standardization of raw 
materials and setting the next conference 
for Cuba in 1930. C. E. Skinner, chair- 
man of the American Engineering Stand- 
ards Committee, addressed the conference 
on the subject of advantages of standard- 
ization and simplification to the consumer 
as well as to the producer. A resolution 
was adopted advocating the publication of 
a bulletin devoted to standardization. The 
metric system, a subject that was the ob- 
ject of dispute, as it always is, was urged 
as a measure for exports from the United 
States to Latin America, “but only where 
this would not cause confusion or require- 
ment fractional measurement.” 


The small fellow has won out in a case 
whose settlement has just been announced 
by the Department of Justice, and con- 
cerned an organization of jewelers in Cali- 
fornia which called itself the “Eighteen 
Karat Club.” The Department claimed 
the club was formed for the purpose of 
driving out of business the “upstairs stores” 
and the price cutters, and thereby offended 
the spirit of the Sherman law. It was 
asserted that the club sought to attain its 
object by telling manufacturers and whole- 
salers that they would lose the trade of 
the members of the club if they continued 
to sell to the little fellows. The club 
members entered pleas of nolo contendere, 
and the court assessed fines against each 
member, the aggregate amounting to $26,- 
850. The club agreed to dissolve and con- 
sent decree entered, and the Department 
called it a day. 


ear 
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General Market News 


Markets Need Seasonal Weather 


to Increase Consumer Demand 
for Spring Hardware Lines 


ARDWARE markets are waiting for a continued spell of sea- 


GN 


sonal weather. 


This would bring greater consumer demand 


for garden tools and other spring lines; deplete retail stocks 
somewhat and give the wholesale market the benefit of the replacement 


trade usually brisk at this time. 


Jobbers are handling a fair number 


of orders at this time but find individual shipments running lighter than 
former averages for this time of the year. 


Shelf and heavy hardware are having a consistent call. 


Prices gen- 


erally are firm and no shortages are reported. Collections average fair. 


Wholesale business to date for the year 1927 is well ahead 


of 


1926 with the majority, but May appears hardly breaking even with 


April this year. 


Business Trends Look Good; 
Building Activity Continues 


Looking over the country as a whole, 
business may be said to be good; but there 
are many localities and quite a number of 
lines of trade where it is not good, says 
the Bache Review. However, this is always 
the case to a greater or lesser degree when 
general prosperity is present. 

Activity continues in the building trade 
and contracts awarded in March were 
larger in value than at any previous time: 
in the first half of April they were slightly 
less than for the same period last year, 
but engineering construction contracts 
awarded last week amounted to nearly 
$54,000,000 against about $45,000,000 in the 
corresponding week a year ago. So it may 
be seen that the building movement is hold- 
ing on doggedly. 

Shipments of freight are larger than 
in the same period last year; employment 
is slightly lower than it was in the first 
quarter of 1926 and up to the middle of 
April. Bank debits are higher. 

Industrial production increased  con- 
tinuously during the first three months of 
the year and was larger in March than 
at any time since last early Fall. 





Retail Trade Volume Greater 
This Year Than Last 


Retail trade was larger in April in 10 
of the 12 Federal Reserve Districts than 
in April, 1926, according to the preliminary 
reports of business volume, made _ public 
on May 10, by the Federal Reserve Board. 

The report states that the country as 
a whole showed an increase of about eight 
per cent over last April and observes that 
probably the late date of Easter was re- 
sponsible for the increase. 





Finds Dollar’s Buying Power 
71.4 Cents, Says Fisher 


Prof. Irving Fisher of Yale University, 
New Haven, Conn., announced on May 8 
that previous week’s prices, based on Dun’s 
quotations averaged 140.1 per cent of the 
pre-war level. The purchasing power of 
the dollar was 71.4 pre war cents. The 
index for April was 140 while the pur- 


chasing power was 71.4. Says the 
Journal of Commerce on this subject: 
“Crump’s index was 134.7. The Italian 


index for the week ended April 30 was 
552.2. The average tor April was 
5065.1.” 


Postmaster General New 
Amends Firearms 
Mailing Regulations 


The Postmaster General, Harry S. 
New, has announced the promulgation of 
order No. 5412, amending the postal laws 
and regulations covering the mailing of 
firearms. 

The only change in the amendment was 
the elimination from the law of the word 
“pistol,” in order to comply with a recent 
Act of Congress denying the use of the 
mails for this type of firearm, it was an- 
nounced orally at the Solicitor’s office. 

The full text of the Postmaster Gen- 
eral’s order follows: 

Order No. 5412. Paragraph 11, sec- 
tion 462, Postal Laws and Regulations, 
is amended to read as follows, effective 
May 10, 1927: 

“11. Unloaded guns may be sent in 
the mails, but the postmaster at mail- 
ing office shall carefully examine such 
packages and shall receive them only when 

















> 





sure they are harmless. Cartridges or 
loaded shells are not mailable.” See sec- 
tion 478% as to mailability of pistols, ete. 


1.C.C. Hands Down Decision 


The Interstate Commerce Commission 
recently handed down a decision justify- 
ing a proposed mixing rule of the car- 
riers under which wire products move in 
mixed carloads with merchant iron at com- 
modity rates between Shreveport, La., and 
points in Texas, and between points in 
Texas in interstate is changed so as to 
include staples and woven wire among the 
wire products and restricting the weight 
of the wire products in the mixture to 
50 per cent of the carload weight. Hard- 
ware interests in Texas were among those 
opposing the change in the rule. 





Factory Employment — In- 
creased for March in N. Y. 
State 
Factory employment increased about 


half of one per cent further in March, or 
somewhat less than the usual seasonal in- 
crease. Compared with March, 1926, em- 


| ployment in this State was reduced nearly 








5 per cent and in the country as a whole, 
2, per cent. Total payrolls increased 
more than employment in March, and per 
capita earnings in New York State fac- 
tories were at the rate of $29.78 a week, 
and larger than at any time in the past, 
says the Second District Federal Reserve 
Report. 

The largest gains in March over Febru- 
ary were in the cement and brick indus- 
tries, reflecting the seasonal increase in 
building operations. There was also in- 
creased ‘activity in the metal industries, 
largely connected directly or indirectly 
with increased automobile output. 

Reflecting the seasonal increase in in- 
dustrial activity, together with the open- 
ing of the season fé6r outdoor work, the 
number of workers called for at State 
employment offices, relative to the appli- 
cations for work, increased considerably, 
and labor turnover, as reported by the 
Metropolitan Life Insurance Company, 
increased sharply to the highest level since 
October. 


New Naval Stores Booklet 
Issued by Hercules 


The Hercules Powder Co., of Wilming- 
ton, Del., has just issued a very interesting 


and comprehensive booklet on Naval 
Stores. It contains much _ information 


about steam-distilled wood turpentine, pine 
oil, wood rosin, nitrocellulose and pyro- 
xylin paste. 

A copy can be obtained by writing to 
the advertising department of the Her- 
cules Powder Co., Wilmington, Del. 
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Staple Hardware Is Very 
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Active 


Unsettled Weather Has Restricted 
Normal N. Y. Spring Goods Sales 


TAPLE hardware lines continue 
very active in the New York 
wholesale hardware market. 
Screws, bolts, nuts, nails and such 


goods are enjoying a steady call. 

Unsettled weather has hindered the 
normal flow of spring goods business 
usually enjoyed at this time. A steady 
period of seasonal weather will it is be- 
lieved stimulate the demand for garden 
tools and kindred spring lines. 


Collections are fair. Local stocks 





are in a healthy condition and prices | 


generally are reasonably firm. 


— er rs 


Sash Cord Stocks Ample: 
New York Demand Good 


Metropolitan hardware jobbers re- 
port a very active demand for sash 
cord. Local stocks are adequate and 
prices firm. Quotations 
are representative of local offerings. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. NEW YORK: 


Sash cord, Samson spot No. 8, 72c. 
Aetna No. 26%c. to 27C., al 
Phoenix No, 8, 34%c. to 36c. 

No. 7 is lc. higher and No. 6 is 
3c. higher on all brands, 


Fence Sales Very Good; 
Gates Also Are Active 


Lawn fence is in very active demand 
at the present time, and New York 
jobbers report an equally good sale on 
ornamental gates, flower bed guards, 
and kindred items in this line. Local 
stocks are satisfactory. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 


Flower Bed Guards.—16 in., $8.18 
per roll; 22 in., $9.66 per roll. (165 
ft.) 

Lawn Fence.—Single, 36 in., a KR 
per roll; 42 in., $13.37 per roll; 48 in., 
$14.85 per roll. (165 ft.) 

Lawn Fence.—Double, 36 in., $16.34 
per roll; 42 in., $17.82 per roll; 48 in., 

20.80 per roll. (165 ft.) 

Ornamental Gates. 

Single Opening Each Net 
36 in. 3 ft. 3 00 
42 in. 3 ft. 3.12 
48 in. 3 ft. 3. 24 
36 in. 3 ly ft. 3.12 
42 in. 3% ft. 3.24 
48 in. 3% ft. 3.40 

Double Opening cach Net 
36 in. 8 ft. $6.95 » 
42 in. & ft. 7.10 
48 in. & ft. 7.20 
36 in. 10 ft. 8.15 
42 in. 10 ft. &.30 
48 in. 10 ft. 8.40 


Local Demand Is Good for 
Water Weight Rollers 


Water weight rollers are selling in 
fair quantities in the New York mar- 
ket. A steadily increasing demand is 
expected for this line. Jobbers’ stocks 
are adequate, and prices appear firm. 





JOBBERS’ QUOTATIONS TO RE. 
TAILERS, F.O.B. NEW YORK: 

Waterweight lawn rollers, No. 2, 
$9 each: No. $10.70 each: No. 5, 
$13.35 each; No. 7, $15.35 each; No. 
9, $17.35 each. 


Spring Lines Fairly Active; 
New York Prices Firm 


In spite of the unsettled weather in 
the Metropolitan area, New York 


hardware jobbers report a fairly active 


| demand 





given here | 





for garden tools and other 
spring lines. Prices have been very 
firm since the opening of the season. 
Current consumer demand is not as 
heavy as expected, but will improve 
as soon as steady warm weather comes 
along. Local stocks are considered 
satisfactory. 

JOBBERS’ QUOTATIONS hy RE.- 

TAILERS, F.0.B. NEW YORK 


Garden Hoes 


Black finish, 7 in. steel blade, solid 
shank, 4% ft. ash handle, 49c. each. 
Same with 6 in. blade, bronze finish, 
S0%c. each: and with 7 in. blade, 
bronze finish, S1%4c,. each. 

Ladies’ garden hoes, 5 in. forged 
steel blade, solid shank, 4 ft. handle, 


63c. each 

Meadow hoes, forged steel blade, 19 
gage, polished and bronzed socket 
shank, 4% ft. handle, 91% c. each. 

Nursery hoes, forged steel blade, 
polished and bronzed, solid shank, 
4% ft. handle (ash), 7 in. blade, 80c. 
each. 

Onion hoe, 
forged steel blade, 
finish, 4%. ft. handle, 
each, 

Garden 
bundle. 

Warren type 
each. Scuffle type 


Garden Hose, Etc. 


Molded, 1 ply, 50-ft. lengths, 10 %4c. 
per ft.; same, 2 ply, 10%c. ,per ft.; 
molded smooth, 2 ply, 10%,c. per ft., 
and wrapped, 5 ply, 9%c. per ft. In 

25-ft. lengths each grade is ‘tc. 
highe r per foot. 

Hose couplings. 
$1.30 per dozen; 
dozen. 

Hose 
dozen; 


polished 
bronze 
to S88c. 


square top. 
7x 1% in., 
S0c. 


in a 


to $1.13 


each, 


hoes are packed 12 


95C. 
S9C., 


hoes, 
hoes, 


Sherman brass, 
perfect, $2.00 per 
75e. so 
per dozen 


menders, Cooper, 
perfect clinch, 75c. 


Scythes 


Grass scythes, $19.25 per dozen: 
Bush scythes, $17.20 per dozen; Weed 
scythes, $17.20 per dozen; English 
riveted back, $21 per dozen; hay 
knives, $16.50 per dozen. 

Seythe snaths, grass, $15.20 per 
dozen, and bush, $17.25 per dozen. 


Hose Nozzles 

Rainking, $12 per 

$4.10 per dozen: Gem, 
Peoria, 35c. each. 


Potato Hooks 


Solid steel, 
gold finish, 4'4 ft. 
tines, $1.01 each. 
head, polished and bronze finish, 4 
angular back tines, 94%c. each. 

These are packed 12 in a bundle. 


Steel Rakes 


black finish, ash 
454Qc. each: with 14 
with 16 teeth, 541%6c. 


dozen; Diamond, 
$6.70 per dozen; 


black and 
handle, 5 round 
Same, with bent 


goose neck, 


Light weight, 
handle, 12 teeth, 
teeth, 50c. each: 
each. 
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bronze finish, straight 
teeth, 542 ft. ash handle, 12 teeth, 
7o%c, each; 14 teeth, polished, 82c. 
each; 16 teeth, 8644c. each. 

Steel bow rakes, curved teeth, pol- 
ished bronze head, 5% ft. ash handle, 
16 teeth, $1.07%% each; with 14 teeth, 
$1 each, 

Rakes packed 6 in a bundle. 


Mortar Hoes 


Polished forged steel blade, bronze 


Medium 


finish, solid shank, 6 ft. ash handle, 
9 in. blade, $1.15 each. Same with 
2 holes and 10 in. polished steel 
blade, $1.15 each. 

Mortar hoes are packed 12 in a 
bundle, 


Hose Reels 


Victor, $1.85 each; No. 2, $2.80 each: 
No. 10, $3.60 each; No. 20, $4.10 each: 
No. 30, $7.85 each, Detachable model 
to fit faucet, $4.10 each, and Reelezy, 
$1.50 each. 


Manure Forks 


Strapped ferrules, oval drop forged 
tines, selected D ash handle, 4-12 
in. tines, bronze finish, $1.53%, each. 
Same, 5-12% in. tines, $1.86% each. 

Strapped ferrules, steel capped 
drop forged oval tines, polished and 
bronzed with 4 ft. ash handles, 4-12 
in. tines, $1.34 each. Same with 5-13 
in. tines, $1.52 each. 

Heavy mill or street forks, strapped 
ferrules, bronze finish, wood D han- 
dles, with 4 oval 15 in. heavy tines, 
$2.20 each. All of these manure forks 
are packed 6 in a bundle. 


. Hay Forks 


Strapped ferrules, selected ash han- 


dles, bronzed and polished, 3 oval 12 
in, drop forged tines, with 5 ft. bent 


handle, $1.13% each, and with 6 ft. 


bent handle, $1.37 each. 
Hay forks are packed 12 in a 
bundle. 


Five per cent discount off all prices 
on spring goods in bundle lots. 


Sprinklers 
Sprinklers, Anaconda, $1.05 each; 
Zenith, 85c. each; Ring, 56c. each: 
Rainking, $2.33 each; Giant Rainking, 
$8.33; and Rainbow, $1.35 each. 
Cultivators 
Floral cultivator, adjustable 3 
forged steel prongs, malleable iron 
socket, enamel finish, 4 ft., ash han- 
dles, 59c. each; same with 5 forged 
steel adjustable prongs and 4% ft. 
ash handle, 84%4c. each. 
Packed six in a bundle, 


Staple Lines Are Active; New 
York Stocks Ample 


Such staples as bolts, nuts, and 
screws have been selling actively in the 
New York wholesale hardware market. 
Prices are firm throughout this section 
and local wholesale stocks are reported 
as ample. 


JOBBERS’ QUOTATIONS TO 
DEALERS, F.0O.B. NEW YORK. 


Bolts and Nuts 


Carriage bolts, % by 6 and smaller, 
50 and 10 off list. Larger, 50 per cent 
off list. 

Machine bolts, % by 6 and smaller, 
50 off list—larger to 1 by 30, 45 per 
cent off list. 1% to 1%, 30 off list. 

Coach screws, ™% by 6 and smaller, 
50 and 10 off list. Larger, 50 off list. 

Step bolts, 50 per cent off list. 


Screws 


Screws, flat head, bright, 
20-10-10-10-10. 


iron, 7o- 


Round head, blued, 7214-20-10-10- 
0. 
Round head, iron, nickel plated, 


65-20-10-10-10-10. 
Flat head galvanized, 


10-10 
- rst head, 72% -20-10-10-10- 


60-20-10-10- 
brass, 


Round head, brass, 70-20-10-10-10- 
0. 

These discounts apply to standard 
screw lists. In package lots an extra 


10 is allowed. 
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Business in Chicago Expanding Nicely— 
Prices Are Showing Some Strength 


(Chicago office of HARDWARE AGE) 


HILE the excessive moisture in much of the agricultural 
territory has retarded the spring farm work and the seed- 
ing, the hardware business is moving along at a fairly good 


rate. 


Due to the comparative lack of future buying last fall, there 


is now an active demand for most items of spring and summer 
merchandise for immediate delivery as dealers fill in their stocks. 
There is also a good demand for tools, builders’ hardware and other 


staple items. 


Prices are taking on a firmer tone as the demand increases, al- 


though there are no actual changes. 


However, advances in the near 


future are not unlikely on builders’ hardware, sash cord and twine, 


harness and other lines. 


Building operations continue to go forward at a record rate and 
a good share of the orders placed with the steel mills in the Chicago 


district are for structural steel. 


As a matter of fact the buying of 


steel by the railroads and the automobile industry is not up to 
earlier expectations and mill operations are sagging slightly. 
Collections are fair and are about the same as this time last year. 


AUTOMOBILE ACCES SORIES.— 
Prices are firm. Accessories are mov- 
ing freely with the good spring de- 
mand. 


We quote from jobbers’ 
f.o.b. Chicago: 

Spark Plugs.—Splitdorf, for Fords, 
50c. each; regular, 5&8c. each: Cham- 
ion X, 45c. each; Champion Blue 
sox line, 538c. each; A. C. 538¢. each; 
lots of 100, 50c.; A. C., Special Ford, 
36c. each, 

Spot Light.— Appleton, No. 3280, 
$6.50 each. 

Chains.—Non-skid, dozen pair lots, 
35 per cent discount. 
Jacks.—National Standard, 
$1.30 each. 
Pumps.—Rose, 
$1.85 each. 
Tires and Tubes.—30 x 3% over- 
size cord tires, $8.75 each: regular 
cord, $6.60 each; gray inner tubes, 
30 x 3%, $1.24 each; red inner tubes, 
30 x 3%, $1.45 each. 


BASEBALL GOODS.—The demand is 
considerably ahead of last vear and for 
better merchandise. 


stocks, 


No. 21, 


1% in. cylinder, 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Goldsmith Official 
League Balls, $15 dozen; Special 
Official League balls, $8.90 dozen; 


Slugger bats, $16.20 dozen. 
BOLTS AND NUTS.—The market is 
firm. There is an unusually heavy de- 
mand. 


We quote 
f.o.b. Chicago: 


from jobbers’ stocks, 
Carriage bolts, cut 
thread, 60 per cent discount; small 
carriage bolts, rolled thread, 60-10 
per cent discount; machine bolts, cut 
thread, 60 per cent discount; small 
machine bolts, rolled thread, 60-10 
per cent discount; all stove bolts, 75- 


10 per cent discount; lag screws, 60 
per cent discount. 
BUILDERS’ HARDWARE. — Manu- 


facturers are holding to their recent 
advances. Jobbers’ prices have not ad- 
vanced as yet, but must soon. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 3% x 3% steel butts, 
old copper and dull brass finish, 
$1.80 per doz. pair, case lots—less 
quantities, 12c. per doz. pair higher; 
4 x 4 steel butts, old copper and dull 
brass finish, $2.62 per doz. pair; 
heavy steel bevel inside sets, $4.60 





per doz. sets; steel bit-keyed front 
door sets, $1.35 per set; wrought 
brass bit-keved front door sets, $2.40 
er set: cylinder front door. sets, 
$5.50 per set. 
CHAIN.—No change in prices. 
are very good. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: % inch proof coil 
chains, $8.50 per 100 Ib. Henso Bull 
Dog and Brown coil chains, 50-10 per 
cent discount. No. 00-4% electric 
welded cow ties, $2.75 per dozen. 


COPPER RIVETS AND BURRS. — 
No change in prices, although manu- 
facturers are not disposed to make con- 
cessions at this time, indicating a slight 
stiffening in the market. Sales are 
very good. 

We quote from jobbers’ 


f.o.b. Chicago: Copper rivets 
burrs, 40-5 per cent discount. 


EAVES TROUGH, PIPE, ETC.—The 
demand has been unusually good all 
spring. Prices are firm. 


Sales 


stocks, 
and 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 28 gage single bead 


lap joint gutter, 5-in., $4,50 per 100 
ft.; corrugated conductor pipe, 3-in., 
$4.80 per 100 ft.; plain ridge roll, 
1%-in., $3.65 per 100 ft.; corrugated 
conductor elbows, 3-in., $1.51 doz. 


ELECTRICAL MERCHANDISE. 
Electric irons are moving in better vol- 
ume as warm weather approaches. The 
new inside frosted lamp has become 
established and is proving very popular. 
Another item which is selling well is 
electric corn poppers. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Electrical Merchandise. — No. 14 
rubber covered wire, $6.25 per 1000 


ft.; in 1000 ft. lots, $5.75; No. 18 lamp 
cords, $12.50 per 1000 ft.; in 1000 ft. 
lots, $12.00; %-in., brush brass key 
sockets, 15%c. each; two-way plugs, 
45¢c. each; in lots of 10, 40c. each; 
two-piece attachment plugs, 7c. 
each; dry cells, boxes of 50, 32%e. 
each; less than case lots, 36c. each. 

Radio Supplies.—Radio B batteries, 
No. 766, $1.40 each; No. 776, pack- 
ages of 10, $1.30; No. 767, $2.62 each; 
No. 767, packages of 5, $2.44 each; 
No. 770, $3.40 each; No. 770, pack- 





ages of 5, $3.17; No. 772, $2.62 each; 
packages of 5, $2.44; No. 486, $3.58 
each; No. 486, packages of 5, $3.33 

Battery Chargers.—Apco line, 
of less than 10, $13.50 each. 


FIELD AND POULTRY FENCE.— 
Sales continue up to recent large vol- 
ume, with exceptional increase on poul- 
try fence. Prices are firm and un- 
changed. 

We 


lots 


from jobbers’ stocks, 
f.o.b. Chicago: 726-6-12%, $28.68 per 
100 rods; 1948-14%, $43.62 per 100 
rods; 2158-6-14%4, $48.98 per 100 rods. 
FILES.—Prices are firm and sales are 
very satisfactory. 
We quote from 
f.o.b. Chicago: American files, 60-10 
per cent off list; Nicholson files, 50 
per cent off list; Black Diamond files, 


50 per cent off list. 
FISHING TACKLE.—With the trout 
season open in many states and the bass 
season near, dealers are placing very 
liberal specifications and a better grade 
of tackle is now in demand. 


quote 


jobbers’ stocks, 





We quote from jobbers’ stocks, 
f.o.b. Chicago: Bronson No. 100, $2.25 
each; Chicago level winding reel, 


$2.00 each; Symploreel No. 752, $4.90 
each; South Bend Bass-Orenos, $8.00 
doz.; Heddon's Zig-Wag, $10.00 doz.: 
high grade silk casting line, $1.40 per 
100 yds. 
GALVANIZED WARE.—Sales are nor- 
mal for this season and prices are with- 
out change. 
We quote 
f.o.b. Chicago: 





jobbers’ stocks, 
Standard galvanized 
after-made tubs, No. 1, $6.00; No. 2, 
$6.85; No. 3, $8.00; . galvanized 
after-made pails, $2.12; 12 qt., $2.33: 
14 qt., $2.60. One gal. all galvanized 
oil cans, $2.75 doz.; 2 gal., $4 doz.; °% 


from 


gal., $6.00 doz.; 5 gal., $7.00 doz.; 1 
bu. galvanized baskets, $6.20 doz.; 
No. 26% bu. bailed galvanized meas- 


ures, $4.50. 
GARDEN HOSE AND LAWN SPRIN- 
KLERS.—Sales are rather quiet, due 


to the continued heavy spring rains. 
Wg quote from jobbers’ = stocks, 
f.o.b. Chicago: Garden hose, good 
quality, molded hose, %-in., llec., per 
ft.; %-in., 12%c. per ft.; 5 ply, good 
quality, wrapped, %-in., 8c. per ft.; 
%-in., 9%ec. per ft. Lawn sprink- 
lers, Rain King, $28 a doz.; original 
fountain sprinklers, $6.00 doz.; Rain- 
bow, 38-in. high, $24 a doz. 


GLASS AND PUTTY.—Sales are quiet 
and prices unchanged. Some future or- 
ders for fall delivery are beginning to 








come in. 
We quote from jobbers’ stocks, 
f.o.b. Chicago: Single strength A, 


25-in. bracket, 87 per cent discount; 
single strength A, all other brackets, 
86 per cent discount; single strength 
B up to 25 in., 88 per cent discount, 
and balance 8&7 per cent discount: 
double strength A, all brackets, &86 
per cent discount; double strength B, 
all brackets, 87 per cent; putty, pure 
grade, $4.25 per 100 Ilb.; commercial, 
$3.50 per 100 Ib. 
GOLF GOODS.—Dealers are realizing 
that to obtain the golfers’ business they 
must carry a stock of these items. 
Most every town has a golf course, and 
with the opening of the season the de- 
mand is large. 
We quote 


from jobbers’ stocks, 


f.o.b. Chicago: High-grade wood 
clubs, $2.50 each; irons, $2.10 each; 
medium grade, $1.35 each: Crawford- 
McGregor steel shaft wood clubs, 
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$4.50 each; Crawford-McGregor steel 
shaft iron clubs, $3.50 each; Grand 
Slam wood clubs, $4.75 each; Grand 
Slam iron clubs, $3.35 sack; U. S. 
Royal Golf Balls, $6.50 doz. St. 
Mungo Colonel Golf Balls, $6. 50 doz. 


HANDLED HAMMERS AND 
HATCHETS.—Better quality tool de- 
mand has been looking up and all grades 
are selling well. No price changes. 


HAMMERS— 
We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality, 16 oz. 


nail hammers, $12 a dozen; Maydole, 
$12.60 a dozen; 16 oz., machinists’ 
hammers, first quality, $9.20 dozen; 
competitive grade, 16 oz., nail ham- 
mers, $6 to $8. 

HATCHETS— 

We quote from jobbers’ stocks, 
f.o.b. Chicago: First gy hatchets, 
No. 2 shingling, $12.50 doz.; first 
quality hatchets, NS 2 broad, $16.40 
doz.; medium quality hatchets, No. 2 
shingling, $8 doz.; medium quality 
hatchets, No. 2 broad, $12.50 doz. 


HANDLES, TOOL.—Orders are show- 
ing a slight seasonal decrease. Prices 
will continue firm. 


We from 
f.o.b. 
Axe 


quote jobbers’ stocks, 
Chicago: 

Handies.—No. 1 hickory, $4 
doz.; No. 2, $3 doz.; second growth 
hickory, $5 doz.; finest selected sec- 


ond growth hickory, $6.50 doz. 


Hatchet and Hammer WHandies.— 
No. 1, 90c. doz.; finest second growth 
hickory, $1.80 doz. 


HARNESS.—Recent advance in leather 
is bound to bring higher prices on 
made-up goods, including harness sets, 
parts and collars. 

HINGES.—The very recent advance in 
prices is holding well and ancther raise 
is predicted. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Heavy strap hinges in 
bundles, 4-in., 80c.; 5-in., $1.06: 6-in., 
$1.28: S-in., $2. 05; 10- in., $3.45 per 
doz. ‘pair: extra heavy T hinges, in 
bundles, 4-in., $1.10; 5-in., $1.35; 6- 
in., $1.53; S-in., $2.49; 10-in., $3.71 per 
doz. 


ICE CREAM FREEZERS.—tThe de- 
mand is slightly increasing as dealers 
fill in to complete their stocks in an- 
ticipation of the season’s sales. 


from jobbers’ stocks, 

White Mountain, 1 

$5.60 list; 3 qt., 
$8. 25 list; 6 at., 
$10.45 list: 8 qt., $13.40 list; 10 qt., 
$17.90 list: 12 qt., $21.50 list; 15 qt., 
25.60 list; 20 qt., $33.20 list; 25 qt., 
; Arctic, 1 qt., $4 list; 2 qt., 
; 3 qt., $5.45 list; 4 qt., $6. 80 
list; 6 qt., $8. 60 list; 8 qt., $1 11.10 list. 
All the above less 50 per cent dis- 
, . Alaska, 1 qt., $2.05 list; 2 qt., 
$3.45 list; 3 qt., $4.10 list; 5 
list; 6 qt., $6.30 list; 8 qt., $8.20 ‘list: 
10 qt., $10.75 list; 12 qt., $14 list; 15 
qt., $17 list; 20 qt., $21.50 list. A dis- 
count of 20 and 10 per cent on all 
above prices. Acme, 2 qt., galv., $8 
per doz.; 2 qt., enamel, $10 per doz.; 
4 qt.. enamel, $18 per doz. Above 
prices are net. 


INCUBATORS AND STOVE BROOD- 
ERS.—Heavy sales during the past 
season, with all indications for a greater 
demand the coming season. Prices 
have been established for next year; 
future orders are being booked at fol- 
lowing prices: 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 120 egg size incu- 
bator, $15: 175 egg size, $17; 240 egg 
size, $19.75; 350 egg size, $27; 550 egg 
size, $38; 500 chick capacity Coal 
Brooder, $10.75; 1000 chick capacity, 
$13.75: 1200 chick capacity, $16.75. 


KITCHEN CUTLERY.—Markets firm 
and a good demand. The coming on of 
the fruit season soon will stimulate 
sales of paring knives especially. 


We quote 
f.o.b. Chicago: 
qt., $4.80 list; 2 qt., 
$6.75 list: 4 qt., 
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LAWN MOWERS.—The movement of 
lawn mowers is seasonally heavy. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 16-in., ball bvearing, 
5-knife, ll-in. wheels, $12.35 each; 
16-in., ball bearing, 4-knife, 10%%4-in. 
wheels, $10 each; 16-in., plain 
4-knife, 10%-in. wheels, $8.65 
each; 16-in., ball bearing, 4-knife, 
9-in. wheels, $7.85 each; 16-in., plain 
bearing, 4-knife, 9-in. wheels, $7.35 
each; 16-in. ball bearing, 4-knife, 
8-in. wheels, $8 each; 16-in., plain 
bearing, 3-knife, 8-in. Wheels, $5.85 
each. 


NAILS.—Sales are normally good, with 
prices well maintained. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Common wire and 
cement-coated nails, quantity orders, 
$2.95 per keg base. 


OIL STOVES.—This last week has 
shown a decided improvemert in sales. 
Dealers are finding that store and win- 
dow displays aid starting sales. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 
PERFECTION 
No. 72 fl, ee es $17.50 
a Bi a Mn, cc ceee6déeovces 22.50 
OP RK eee 28.50 


Perfection dealers’ discount, 30 and 
5 per cent on lots of 10 or more; on 
less than 10, 30 per cent. 
PURITAN (Improved Model) 


es ee: Oe GS ns ons odd 0s ce een $17.50 

PEO. GS BS DEMOED. ccccccsccsveces 22.50 

ee Fe er er 28.50 
Puritan discounts the same as 

Perfection. 

tse kt 1 

Be, Ge Oe sc howe ccacovecn $17.50 

Mo. BIB 3 DURMOTB..cccccccccccce Bee 

No. 214 4 burners............... wie 

No. 1103 high shelf only........ .50 

No. 1104 high shelf only. ; $00 
With vitreous enameled ‘stove tops 


and splash backs 


No. 233 3 burners Sere Tere $35.50 
Dee, ee B Wc ov cccccéwcsees 44.50 
Nesco dealers’ discount, 30 and 5 


per cent, 
Oil Ranges 


Nesco Rolo, 5 burners and oven.$90.00 


No. 400 Built in oven model.... 63.00 
Dealers discount, 30 and 5 per 
cent. 
Ovens 
No. 211 1 burner, plain door... .$2.50 
No. 211G 1 burner, glass door.... 2.70 
No. 112G 2 burners, glass door... 6.00 
Dealers’ discount, on 10 or more, 


30 and 5 per cent; less than 10, 30 
per cent. 
PURITAN 
No. 42G 2 burners, glass door... .$5.50 
Dealers’ discount, 10 or more, 30 
and 5 per cent; less than 10, 30 per 
cent. 
NESCO 
No. 05 1 burner, sotid door..... $2.00 
No. 5 1 burner, glass door..... 2.15 
No. 020 2 burners, solid door.!.. 4.25 
No. 20 2 burners, glass door.... 4.50 
No. 301 2 burners, glass door, 
thermometer........ 6.40 


Wicks, Etc. 
Rockweave wick, 25c. each. 
Perfection and Puritan, $4 per doz. 
and $48 per gross. 
Discounts same as on oil 
stoves, ovens and heaters. 


PLUMBING SUPPLIES.—The usual 


am season demand is good. 
A uote from jobbers’ stocks, 
PF icago: 5-ft. leg tub, $26. 25 
each; pedestal lavatory, $21.40; closet, 
$20.00 
POCKET CUTLERY.—tThere is a good 


spring demand. No change in prices. 


PREPARED ROOFING.—The recent 
large spring volume of orders is easing 
off a little. No recent price changes. 
We quote from jobbers’ stocks, 
f.o.b. Chicago: Best de slate sur- 
faced prepared roofing, $2.50 per 
square; best grade talc surface, $2.65 
per square; medium talc surfaced, 
= per square; light talc surfaced, 
1.20 per yg red rosin sheath- 
ing, $57 per ton 


REFRIGERATORS.—The demand is 
increasing as the season approaches. 
Dealers should not overlook having a 


cook 
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stock of refrigerators with ice cham- 
bers equipped for electric refrigeration. 


ROPE.—Demand is slowing a trifle 

except for haying sizes. No price 

changes are likely until July or later. 
We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 1 manila, stand- 
ard brands, 23c. to 25%ec. per hae 
No. 2 manila, 22c. per Ib.; 1 
sisal, 14%c. to l6c. per Ib.; No. 2 
sisal, 13%c. to 15c. per Ib. 


SASH CORD.—Sales are good. Prices 
are much firmer. An advance is given 


here. 
We quote from Cm aul stocks, 
f.o.b. Chicago: A standard 


brands, $7.40 per ion. hanks; No. 8, 
$8.40 per doz. hanks. 
SASH PULLEYS.—Prices are firm and 
the demand is very active. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Common sash pulleys, 
50c. doz.; barrels, 54c. doz. Common- 
sense, 2 in., 60c. doz.; barrels, 54c. 
aoe. No. 110, 46c. doz.: barrels, 42c. 
OZ. 


SCREEN DOORS AND WINDOW 
SCREENS.—Sales are opening up 
largely, with galvanized cloth a grow- 


ing favorite. Prices are without 
change. 
We quote from jobbers’ stocks, 
f.o.b. Chicago: Screen doors, No. 266, 


2-8 x 6-8, $18.15 doz.; No. 296, 2-8 x 
6-8, $22.50 doz.; No. 311, 2-8 x 6-8, 
$27.20 doz. Window ere: No. 
1833, $4.05 doz.; No. 2433, $4. 75 doz. 


SCREWS.—Rather a better demand 
than normal, with prices unchanged. 


We ante oo jobbers’ stocks, 
f.o.b. Chica Flat head bright 
screws, 75- 20 - <a round 


head blued, 72% 
flat head . brass, "124% -20- 10-10 per 
70-10-10-10 


cent; round head brass, 
per cent. 


SCISSORS AND SHEARS.—Sales are 
on the increase. Prices are lower now 
than they have been for many years. 


SOLDER AND BABBITT.—Prices are 
firming again. The demand continues 
normally active. 


We quote from jobbers’ stocks, 

f.o.b. Chicago: Warranted 50-30 
solder, $42.50 per 100 Ib.; medium, 
45-55 solder, $41.50 per 100 lb.; tin- 
ners’ 40-60 solder, $40.50 per 100 Ib.: 
high speed babbitt metal, F520 per 100 
lb.; standard No. 4 babbitt metal, $13 
per 00 Ib. 
STEEL SHEETS.—Orders are in usual 
volume. Manufacturers’ asking prices 
are firming and may later offset gen- 
eral sales prices, which are as yet un- 
changed. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 28-ga gage galvanized 
sheets, $5.30 per 100 lb.; 28-gage black 
sheets, $4.20 per 100 Ib. 


WHEELBARROWS.—Prices are very 
low, resulting in no profit for factories, 
which cannot continue forever, and 
which will eventually result in ad- 
vances. Sales are very good. 


WIRE PRODUCTS.—There is a liberal 
demand at very steady prices. No re- 
cent changes. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 8 black annealed 
wire, $2.95 per 100 lb.; No. 9 galvan- 
ized plain wire, $3. 40 per 100 Ib.; 
catch weight spool galvanized cattle 
or hog wire, $3.65 per cwt.; 80 rod 
spool of galvanized hog wire, $3.18 
per spool. Polished fence _ staples, 
$3.40 per 100 Ib. 


WOODEN WARE.—Prices' remain 
firm. The demand is good. Washboard 
manufacturers have withdrawn prices. 
Indications are that prices will ad- 
vance. 
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Cleveland Market Conditions Improving 


(Cleveland office of HARDWARE AGE) 


OBBERS are finding that orders are coming a little easier 


than a few weeks ago. 


April sales fell below those of last 


year, but May so far shows an improvement over the same 


month a year ago. 


Seasonal merchandise for spring is moving in 


good volume, the more active items including garden tools, garden 


hose, lawn mowers and screen doors. 


Among other seasonal items 


that have started to move well are fly swatters, cherry stoners and 


lemon squeezers. 


Business with Cleveland retailers is fair and 


some report sales larger than a year ago. 
The outlook in the building field in Cleveland was improved mate- 
rially during the week by a new wage agreement made with the 


union carpenters after several weeks of negotiation. 


Considerable 


building work had been held up pending the wage settlement with 


the carpenters. 


A few price changes were made during the week. Bolts and nuts, 
on which the jobbers had fixed a very narrow margin of profit after 
the recent establishment of new list prices, were advanced slightly. 
Small advance was made on corrugated roofing and common wrap- 
ping twine was marked up 2 cents per pound. Manila rope went 
down 1 cent per pound or to the price in effect several weeks ago. 
Varnishes containing China wood oil were marked up 50 cents per 


gallon. 


Collections have improved considerably over April and are now 


very satisfactory. 


in fair 
as 


ALABASTINE.—This is still 
demand, although not moving 
heavily as earlier in the season. 


Cleveland jobbers quote alabastine 
at 15 cents per lb. and 16 cents per lb. 
for tints in 5-lb. packages, subject to 
a 35 per cent discount for less than 
case lots; 40 per cent for case lots 
and 45 per cent for 20 cases and over. 


AUTOMOBILE TIRES AND ACCES- 
SORIES.—tTire sales are only fair. 
Jobbers have good stocks and dealers 
are buying in small lots. 


Cleveland jobbers quote Mansfield 
tires, f.o.b. Cleveland: 30 x 3% in. 
Liberty cord, $6.60; heavy duty over- 
size, $8.75; 32 x 4 in. Liberty cord, 
$11.15; heavy duty oversize, $21.25: 
balloon tires, 27 x 4.40, $9.15; 29 x 
4.40, $9.65; 30 x 5.25, $15.95; 32 
r, $22.50; 32 x 6.20," 

5; tan tubes, 30 x Uy. 
$1.60; 32 x “4, $2.50; 34 x 4%, 
balloon tire tubes, gray, 27 
$1.80; me SS 1 31.85; “Tm $2.50: 
32 x6, $3.1 x 6.20, 

We ae y tA job set stocks, 
f.o.b. Cleveland: Millers Falls, No. 
145 jacks, $3.75. Derf spark plugs, 
96c. each for all sizes in lots of less 
than 50; Champion X spark plugs, 
45¢e. each for less than 100, and 4lc. 
each for over 100; Champion regular, 
53c. each for less than 100, all sizes: 
50c. each for over 100. 


AXES.—Sales are rather light. 


Jobbers quote f.o.b. Cleveland. 

First grade single bitted rustless 
black finished, handled axes, $19.50 
base per doz.: unhandled, $15.50 per 
doz.; double bitted, handled, $24.50 per 
doz.: double bitted, unhandled, $20 
per doz.: 60c. increase for dozen lots 
weighing 42 to 48 lb., and similar ad- 
vance for each 6 lb. additional weight 
increase. 


BUILDERS’ HARDWARE.—While 
jobbers recently advanced prices, their 


prices are still somewhat below present | 


manufacturers’ prices. 





| 


| 
BOLTS AND NUTS.—Prices 








They have not | 


made further advances because they 
seem disposed to hold to their present 
quotations until they get their old 
stocks cleaned up. However, it will 
probably not be long before the higher 
costs will cause them to mark their 


| prices up. 


Cleveland jobbers quote in case 
lots lock sets, $5.75 per doz.: heavy 
strap hinges, 6-in., $1.45 per doz.: 
S-in., $2.38 per doz.; extra heavy T 
hinges, 6 in., $1.78 per doz.; S-in., 


$2.80 per doz. 

have 
been advanced slightly, jobbers claim- 
ing that there is no profit in the prices 


_they have been quoting since the recent 
establishment of the new price lists. 


The new prices show the differential 
between cut thread and rolled thread 
bolts, an extra 10 per cent discount 
being allowed for the latter. Sales 
have improved. 

Jobbers quote (f.o.b. Cleveland: 
Machine and carriage bolts, cut 
thread, hot pressed and cold punched 
nuts at 60 and 5 per cent off list. 
Bolts with rolled thread 60, 10 and A 
per cent off list. Stove bolts 8 per 
cent off list. Semi-finished nuts in 
packages 60 and 10 per cent off list. 

BATTERIES.—Sales are light 
prices are unchanged. 

Jobbers quote f.o.b. Cleveland: 

B and € radio batteries 
Unit 


and 


broken 


Packages Lots 
fk Sr ee $1.14 $1.22 
i Me dbtcesevse tence 1.30 1.40 
NR ee 2.62 
i a xeGeee ret ehucaa.’ 3.17 3.40 
SS ere ere ere 3.33 3.58 

Dry cell A _ batteries, No. T7111: 
354%4c. in standard packages; 40c. in 


broken lots. Columbia igniter dry cell 





—Collections Are Satisfactory 


batteries: 32144c. in standard pack- 
ages; 36c., broken lots. 
BINDER TWINE.—This item con- 
tinues quite active. 
Cleveland jobbers quote binder 


twine at $6.48%% per 50-Ib. bale, Cleve- 
land, and $6.37%, Chicago and North 
Plymouth, Mass. Auburn, N. Y., has 
been eliminated this year as a basing 
point. 


CORRUGATED ROOFING.—Jobbers 
have advanced the price 11 cents per 
square. The demand is good. 


Cleveland jobbers quote No. 28 gage 
1%4-in. corrugated roofing at $4.01 per 
square, f.o.b. Pittsburgh. 


CHERRY STONERS.—tThese are com- 
mencing to move and heavy sales are 
looked for, as a big cherry crop is ex- 
pected. 


Jobbers quote cherry stoners, f.o.b. 
Cleveland: Brighton, $8.50 per doz.; 
Dandy, $10.50 per doz.; Enterprise, 
japanned, $11.50 per. doz.; Enterprise, 
tinned, $15 per doz. 

FLY SWATTERS.—These are now 
moving fast. 

Cleveland jobbers quote fly swat- 
ters, short and long hanaied, 60 cents 
per doz.; long handled with wood 
grip, 70 cents per doz. ; long handled 
sanitary, 80 cents per ‘doz. 

FERTILIZERS.—The demand is 
easing off. 

Jobbers quote f.o.b. Cleveland: Old 
Gardner, 1 Ib., 17 cents; 5 Ib., 45 cents: 

Ib., 70 cents; 25 Ib., $1.40; 50 Ib., 
$2.45: 100 Ib., $3.85. 


GARDEN HOSE.—Sales are very good, 
as late buyers are coming into the 
market. Nozzles, couplings, clamps 
and sprinklers are also moving well. 
Cleveland 
5¢-in. 
9% 0, per ft. 
10%,¢. per 
per ft 
GLASS BAKING 
light. 


Jobbers quote 


jobbers quote standard 
double braid molded hose at 
; the same in higher grade, 
ft.; standard %-in., Ile. 


WARE.—Sales are 


f.o.b. Cleveland: 


Casseroles.—Round or oval, 1-qt., 
$1.17; 2-qt., $1.33; 2%-qt., $1.66; 
square, $1.50; casseroles with fancy 
covers, 35c. higher. 

Pie Plates. —§8-in., 50c.; 9-in., 60c.; 
10-in., 67c. 

a Bread Pans.—No. 212, 60c.; No. 214, 

Utility. a 231, 67c.; No. 
232, $1.17 

Tea Pots.—2 -cups, $1.67; 4-cups, $2; 


6-cups, $2.3 
GRASS noone AND SHEARS.— 
These items continue quite active. 


Jobbers quote f.o.b. Cleveland: 





Grass Hooks.—Little Giant, $5 per 
doz.; Village Blacksmith, $4.50 per 
doz.; Forest City, $4 per doz.: Clear 
Cut, $5 per doz.; 25 cents per doz. 


extra for broken “age 


Grass Shears. No. $2.85 per doz.:; 
No. 2162, $3.25 per Pome No. 1] 269 
$5.50 per doz.: Pexto, $8 pe r doz. 


HOSE REELS.—These are 
good demand. 

Cleveland jobbers quote all metal 
reels with galvanized drums at $18 
per doz. for the plain reel and $21 
per doz. for reels with ratchet. 


ICE CREAM FREEZERS.—Sales are 
only fair. 


Jobbers quote f.o.b. Cleveland or 
factory with freight allowed to des- 
tination on 12 or more as follows: 
White Mountain, 2-qt., $5.65 each; 


in very 

















HARDWARE AGE 


May 19, 1927 


Business Activities Resuming Normal 
Trend in Northwest Markets 


(Minneapolis office of HARDWARE AGE) 


NE of the encouraging signs of progress in the Northwest 
tributary to the Twin Cities is the sale of land in this sec- 


tion of the country. 


In North Dakota farm sales are ahead 


of what was expected for so early in the year, and other States 
are showing almost as good a turn in land. 

Seeding is practically completed, and the grain is up in much 
of the territory. Cool weather is delaying the growth to some ex- 
tent, but a week or so of warm weather will go far toward making 


up this slowness. 


Building is progressing nicely, the larger cities having a very 
good amount of commercial building under way, and more pro- 


jected. 


Highway work is getting under way, and the railroads 


have been busy at repair and construction work for the past two 


months. 


General trade might still be improved, but shows some advance 


in the past few weeks. 


AUTOMOBILE TIRES.—Demand is 
becoming better, as driving increases. 
Stocks are well filled, and prices are 
firm. 


We quote from jobbers’ _ stocks, 
f.o.b. Twin Cities: Mansfield tires, 30 
3% Liberty cord, $6.60; heavy duty 
oversize, $8.75; 32 x 4 Liberty cord, 


$11.15; heavy duty oversize, $14.50; 
balloon tire, 29 x 4.40, $9.65; 30 x 
5.25, $15.95; heavy duty, 32 x 6.20, 
$26.75: tan tubes, 30 x 314, $1.70; 32 
x 4, $2.60; 34 x 4%, $3.25; balloon 
tire tubes, gray, 27 x 4.40, $1.90; 29 x 
4.40, $2.95; 30 x 5.25, $2.70; 32 x 6, 
$3. %): 32 x 6.20, $3.70 each, net. 


AXES.—Sales are fair for this time of | 


year. Stocks are ample for the call, 
with prices unchanged. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Single bit base 
weight axes at $16 per dozen and 
double bit base weight at $21.50; 
Plumb’s Dreadnaught unhandled sin- 
gle bit, $14.50; double bit, $19.50; 
handled, single bit, $19.50; double bit, 
$21.25 doz. net. 

BOLTS.—Demand is steady, though 


not particularly heavy. Stocks are 
ready for the regular spring trade. 
Prices have not changed. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Carriage bolts at 
60 per cent: machine bolts at 60 per 
cent; stove bolts at 75 per cent; and 
lag screws at 60 per cent from new 
list. 

BRADS.—Brads are more in demand, 
with stocks well filled. Prices show no 


changes. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Wire brads in 25- 
lb. boxes at 75 per cent from lists. 


BUILDING PAPER.—Demand is 
steady, and in proportion to the 
amount of building. Stocks are kept 
well filled, and prices are firm. 


We quote from jobbers’ stocks, 


f.o.b. Twin Cities: Red rosin sized 
paper at $2.90 and tarred felt at 
$3.10 cwt., net. 


CHURNS.—Call for churns is slightly 
improved, with stocks ready for spring 
sales. Prices have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Barrel type churns 
at 3314 per cent from lists. 


EAVES TROUGH CONDUCTOR PIPE 





AND ELBOWS.—Demand 














is slowly 
improving, as new and repair work 
increases. Stocks are full, ready for 
the season. Prices have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: 28 ga., — joint, 
single bead, 5-in. eaves trough, $5.50 
per 100 ft.; 28 ga., 3-in., conductor 
pipe, $5.40 per 100 ft., and 3-in., con- 
ductor elbows, $1.73 per doz., net. 


FIELD FENCE.—Call for fencing has 
increased in the past few weeks, as 
farmers have completed their seeding. 
Stocks are ready for the demand. 
Prices are unchanged from the last 
quotation. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: 10 ga. top and bot- 
tom 13 ga. intermediate, 6-in. stay, 
26-in., $27.93; 32-in., $32.40; 39-in., 
$37.28 per 100 rods, net. 

FILES.—Sales are steady, and fairly 
good. Prices show no change. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities Best grade files at 
50 per cent and second gr rade files at 
60 per cent from lists. 

GALVANIZED WARE.—Sales are 
steady, with perhaps a slight increase 
over a few weeks ago. Stocks are 
well filled, ready for spring trade. 
Prices have not changed. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard No. 1 
eo tubs at $7.25; No. 2, $8.00; 

N 


, $12.60 
No. 2, $13.80; No. 3, ‘Standard 
10-qt. pails, $2.55; 12-qt., $2.90; 14-qt., 
$3.25; stock pails, 16-qt., $5, and 18- 
qt., $5.50 per doz. net. 
GLASS AND PUTTY.—Demand is 
fairly good, with stocks well assorted 
in glass sizes. Prices show no change. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Minnesota prices, 
single strength glass, 87 per cent, 
double strength, 88 per cent, and 
strictly pure putty in 50 lb. drums at 
$4.85 cwt., net. 
HAMMERS AND HATCHETS.—Call 
for hand tools is steady, and perhaps 
shows some improvement over a month 
or so ago. Stocks are well filled, with 
prices unchanged. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Maydole No. 11%, 
nail hammers, $12.60; Plumb, No. 





HF%81, $12; Plumb, No. HF145, $6.12; 


Riverside, No. 611%, $12.00; Plumb 
broad hatchet, No. 2, $16.40; Shing- 
ling No. 2, $12.50; Claw, No. 2, $13.75 
doz., net. 


HOSE.—Consumer demand for lawn 
hose is beginning to show. Stocks are 
in readiness for the trade which will 
come with dryer weather. Prices are 
unchanged. 


We quote from jobbers’ 
f.o.b. Twin Cities: Bull Dog, 
7-ply, 13%c. ft.; Competition, 
3-ply, Tec. ft. Good Luck, 
ply, ‘10c. ft.; Electric double 
5g , 50-ft. lengths coupled, 
ft., net. 


ICE CREAM FREEZERS.—Retail de- 
mand is light, but dealers have stocks 
for spring in place. Prices are un- 
changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: White Mountain 
4-qt. freezers at $4.13 and 8-qt., at 
$6.75 each, net. 


stocks, 
5G Bios 
56 in., 
in., 6- 
braid, 
14%4e. 


_| LAMPS AND LANTERNS.—Call is 


light at 
present 
We 
f.o.b. 


present. Stocks are ample for 
trade, with prices steady. 
quote from jobbers’ stocks, 
Twin Cities: Long or short 
globe tubular lanterns, No. 2, $13 
doz.; No. L327 Coleman ianterns, 
$5.25; No. L427, $6; No. C329 lamps, 
$6.25; No. C318, $7; No. C317, $7.40 
each net. 


LAWN MOWERS.—Once more the 
lawn mower is coming into its own, 
and with the heavy grass in prospect, 
sales should be very good. Prices have 
not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Philadelphia Styles 
A and C, 45 per cent; Style K, 40 «9g 


cone Riverside ball- bearing, 14 
$7.9 16-in., $8.15, and 18-in., $8.45 
tae net. 


MILK CANS.—Demand is fair, with 
stocks well filled. Prices have not 
changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Railroad 5 gallon 
milk cans, $2.65; wide neck, 8-gal., 
$3.20; wide neck, 10-gal., $3.30 each, 
net, 


NAILS.—Call for nails shows some 
improvement, with the increase in con- 
struction work. Since the change an- 
nounced two weeks ago, there has been 
no further changes in prices. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard wire 
nails at $3.10 per keg, base, and ce- 
ment coated wire nails in 100-lb. kegs 
at $3.10 per keg, base, net. 


OIL HEATERS.—tThere is a fairly 
good call for oil heaters, and stocks are 
well filled. Prices are firm as quoted. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Nesco Perfect = 


heaters, No. 12, $5.50; No. 15, $7.00 
No. 016, $8.25; No. 0190, $10.50; No 
151, $7.50; No. 0161, .75; No. 0191 


$11.00; No. 505 Giant, $11.25; No. 605, 
$12.75 each, with discount in quanti- 
ties less than ten, 30 per cent; ten or 
more, 30-5 per cent. 


PAINTS AND WHITE LEAD.—Cal! 
for outside finishes is beginning to be 
noticed. Interior work materials are 
still going the best, however. Prices 
are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: First grade house 























May 19, 1927 


paint at $2.80 per gal. in 1 gal. cans, 
and white lead in 100 lb. containers 
at $12.64 cwt., net. 


PLANTERS.—Corn and potato plant- 
ers are moving fairly well. Stocks are 
well filled, with prices firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Acme corn plant- 
ers, or Acme potato planters at 
$9.75 doz., net. 


POULTRY NETTING.—Demand is 
better, with stocks ready for the call. 
Prices have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Hexagon mesh 
pony netting at 60 per cent from 
lists. 


PUMPS.—Water supplies are starting 
to move. There is a real field for mer- 
chandise in this line in the Northwest, 
where farm improvements and dairy- 
ing is on the increase. Prices have not 
changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Deming, No. 440, 
plain spout windmill force pumps, 


6-in. stroke, $6.85; adjustable stroke, 
$7.50; No. 495 underground discharge 
windmill force, adjustable _ stroke, 
$14.35; No. 415, $14.65; No. 103, hand 
lift, 6-in. stroke, $14.25; No. 182 hand 
lift, 6-in. stroke, 6-ft., set length, 
$5.25 each, net. 


REGISTERS.—Sales in this line are 
keeping pace with the building. Stocks 
are full, with prices firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Cast iron registers, 
20 per cent, and wrought steel regis- 
ters, 40 per cent from lists. 


ROPE.—Call is fair, with ample stocks. 
Prices show no changes. 
We quote from jobbers’ _ stocks, 
f.o.b. Twin Cities: Best grade manila 


rope 25c. lb., base and best grade 
sisal rope, l17c. lb. base. 


SANDPAPER.—Construction opera- 
tions and decorating progress is shown 
in the sales of sandpaper. -Prices are 
firm as quoted. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade No. 1 
sandpaper, 85c. per box of 100 sheets; 
second grade, No. 1, 77c. per box of 
100 sheets, and garnet paper, No. 1, 
$16.75 per ream, net. 





HARDWARE AGE 


SASH CORD AND WEIGHTS.—Call 
is normal for this time of year, with 
prospects for a good demand as the 
building season progresses. Prices are 
steady and firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: est grade sash 
cord, 6lc. Ilb., second grade, 3lc. Ib., 
and cast iron sash weights, $2.10 
cwt., net. 


SCREEN DOORS AND WINDOWS.— 
Demand is starting in this field. Stocks 
are ready for the call, and prices are 
firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Common 2-8 x 6-8 
screen doors, $1.58; and fancy 2-8 x 
6-8 screen doors, $1.97 each; Sherwood 
adjustable 24-in. window screens, 
$6.20; and Wabash extension 24-in. 
screens, $5.00 per doz., net. 

SCREWS.—Sales are steady, with 
perhaps a slight increase as building 
progresses. Stocks are well filled, and 
prices firm. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Flat head bright 
wood screws at 80-20 per cent; flat 
head, japanned, 72%-10 per cent; 
round head blued, 774%-10 per cent; 
flat head, brass, 77%-10 per cent; 
round head, brass, 75-10 per cent 
from lists, 

SNATHS.—Retail call has not started 
to any great extent, but dealers have 
their stocks purchased. Prices have 
not changed. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Scythe snaths at 
$13.20 doz., and bush snaths at $16.00 
per dozen, net. 


SOLDER.—Call for solder is fair, with 


stocks well filled. Prices show no 
changes. 
We quote from jobbers’ stocks, 


f.o.b. Twin Cities: Warranted half 
and half solder at 44c. lb., and strict- 
ly half and half solder at 43c. Ib., net, 
in 100-lb. lots. 


STEEL SHEETS.—Sales are fair, with 
perhaps an increase due to construction 


and repair work. Prices have not 
changed. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Galvanized steel 
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sheets at 4.90 cwt,. base (24 ga.), and 
black steel sheets at $3.95 cwt., base 
(24 ga.). 


TIN.—Tin is selling fairly well, as re- 
pair and construction work gets under 
way. Stocks are well filled, and prices 
firm. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Furnace coke ICL, 


20 x 28, $14.50 box, and IC, 20 x 28; 
8-lb, coating roofing tin, $15.75 box, 
net, 


WHEELBARROWS.—Call shows some 
improvement as contractors and home 
owners swing into their spring work. 
Stocks are well filled, with no change 
in prices. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Queen B fully 
bolted barrel type tray wheelbarrows, 
$40.00 doz.; Meteor, fully bolted, 
$36.50 doz.: No. 2T tubular, $7.33 
each; No. 10 Gopher, $4.00 each, and 
No. 1G American garden, $6.25 each, 
net. 


WIRE.—Fence wire is moving better, 
with other kinds making fair sales. 
Prices are firm as quoted. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Galvanized cattle 
wire, $3.09 per 80-rod spool; gal- 


vanized hog at $3.30 per 80-rod spool: 
special galvanized hog (14 ga.) $2.47 
per &80-rod spool; smooth black iron 
wire, No. 9, $3.10 cwt., and smooth 
galvanized wire, $3.55 for No. 9, net. 
WIRE CLOTH.—Demand is just start- 
ing in this line. Stocks are full, with 
prices steady and firm. 
We quote from jobbers’ _ stocks, 
f.o.b. Twin Cities: Black painted wire 
cloth, 12 x 12 mesh, $1.70 and alumi- 


num, 12 x 12 mesh, $2.10 per 100 ft., 
net, base. 
WRENCHES.—Sales are fair, with 
stocks well filled. Garage work is on 
the increase, and spring work is better- 
tering the sales in other lines. Prices 
have not changed. 

We quote from jobbers’ stocks, 
f.o.b, Twin Cities: Agricultural 
wrenches, 60-10 per cent; key model 
wrenches, 45 per cent; engineers’ 
wrenches, 50-10 per cent, and Trimo 
pipe wrenches, 65 per cent from list. 
Bemis & Call, long sleeve nut, 10-in.., 
$1.70; 12-in., $2.05; 15-in., $2.75 each 
net. 





Cleveland Market (Continued) , 


4-qt., $8.25 each; 6-qt., $10.45 each; 
8-qt., $13.50 each; this price is sub- 
ject to 50 per cent discount. 

Lightning, 2-qt., $5.50 each; 4-qt., 
$8 each; 6-qt., $10 each; 8-qt., $13 
each; subject to a 55 per cent dis- 
count. 

Blizzard, 2-qt., $5.50 each; 4-qt., $8 
each; 6-qt., $10 each; 8-qt., $13 each; 
subject to discounts of 55 and 7% per 


cent. 

Acme, 2-qt. in half dozen lots, $8 
per doz.; in broken packages, $8.40 
per doz. 


ICE SKATES.—Retailers are not yet 
showing much interest in placing 
orders for these for fall shipment. 


Cleveland jobbers quote Alumo 
skates, standard polished, $6.75 per 
pair; special satin, $5.50 per pair; 
Crusader, men’s and women’s, $4 per 
pair; professional huckey, $8 per pair. 


NAILS AND WIRE.—The demand is 
only moderate. Retailers as a rule are 
buying only small lots. 


Jobbers quote as 
stocks: 

Nalls.—Less than car lots, $2.90 per 
keg; No. 9 galvanized wire, $3.35 per 
100 Ib.; No. 9 annealed wire, $2.90 per 
100 1b.; cement-coated nails, $2.90 per 
100 1lb.; polished fence staples, $3.60 
per 100 1lb.: galvanized fence staples, 
$3.85 per 100 Ib. 


follows from 





(Continued from page 53) 


Barbed Wire.—Barbed wire stock 
shipment, Lyman, 4 point, $3.20 per 
S0-rod spool. Hog wire, $3.45 per 80- 
rod spool. 


OIL AND GAS STOVES.—tThe sea- 
sonal demand for these items is quite 
strong. 


Jobbers quote f.o.b. Cleveland: 

Oil stoves, Nesco, No. 212, 2-burner, 
$11.85 each; No. 215, 3-burner, $14.60 
each; No. 214, 4-burner, $18.60 each; 
Harvard, 2-burner, $11.75 each; 3- 
burner, $14.75 each; 4-burner, $18.85 
each; Harvard range, $48. 

Gasoline stoves, Nesco, No. 82, 2- 
burner cook stoves, $18.80 each; No. 
83, 3-burner, $23.25 each; No. 84, 4- 
burner, $40.65 each; No. 840 gasoline 
range, $53.25 each. 


PAINTERS’ SUPPLIES.—Varnishes 
containing China wood oil have ad- 
vanced 50 cents per gal. following an 
advance of this oil. Turpentine is 
lower. The demand for paints and oils 
is quite good. | 
Cleveland jobbers quote as follows: 
Mixed paints, regular shades, best 
grade, $2.90 to $3 per gal. in 1 gal. 
cans. Outside white, $3 to $3.15 per 
gal. in 1 gal. cans. 


Turpentine in bbls., 
bbl., 92c. per gal. 


i7c.; less than 








97c.; less than 
extra per gal. 
kegs, 140c. 


Linseed oil in bbls., 
bbl., $1.12. Boiled, 3c. 
White lead _ in 100 Ib. 


per lb.; in 50 and 25 Ib. kegs, 14%c. 
per lb.; in 12% Ib. kegs, 1l5c. per 
lb.; in 500 lb. lots, 10 per cent dis- 


count; other prices are net. 


POULTRY NETTING AND WIRE 
CLOTH.—There is a good seasonal de- 
mand for both items. Prices are un- 
changed. 

Cleveland jobbers quote: 12-mesh 
black wire cloth at $1.65 per 100 sq. 
ft.; 12-mesh galvanized, $1.95 to $2 
per 100 sq. ft.; 14-mesh galvanized, 
$2.45 per 100 sq. ft.; 16 mesh, $2.75 
per 100 sq. ft.; bronze, 14 mesh, $9.50 
per 100-ft. rolls; 50-ft. rolls, 10c. ad- 
ditional. Poultry netting galvanized 
after weaving, 50 and 7% per cent 
off list; galvanized before weaving, 
50, 10 and 7% per cent off list. 


SWEEPERS.—The demand 


heavy. 

Cleveland jobbers quote Bissell 
standard japanned sweeper with plain 
bearings, $36 per doz.; Grand, with 
ball bearings, japanned, $60 per doz.; 
Universal, japanned, with ball bear- 
ings, $42 per doz. 

Toy carpet sweepers: Little Helper, 
$2 per doz.; Little Gem, $3.75 per 
doz.: Little Jewell, $10 per doz.; The 
Junior, $16 per doz. 


is quite 














56 








HARDWARE AGE 


(Boston office of HARDWARE AGE) 


HE volume of retail buying in New England holds up remark- 
ably well, according to all of the jobbers of shelf hardware 


here. 


The individual purchase usually calls for a small amount 


of merchandise, but the number of orders received each day is quite 


large. 


A major portion of the buying today represents filling-in 


orders for seasonable merchandise, particularly lawn accessories, 


paints and similar products. 
ever. 
orders received by jobbers. 


tain to increase the flow of orders through jobbing channels. 


Business is still rather spotty, how- 
During stormy or cold days there is a noticeable slump in 
Following warm bright days are cer- 


There 


is nothing particularly significant about business conditions other 
than the fact that volume is holding up well. 
Heavy hardware jobbers also report the volume of business as 


holding up well, and about on a par with that of a year ago. 


Here, 


again, the individual order involves a small amount of iron, steel 
and allied products, but a large number of orders are coming into 
the market daily. Competition among jobbers for business is quite 
keen and there is not the stability to prices noted in the shelf hard- 


ware market. 


sales fully equal to those of a month and a year ago. 


Mill supply houses are making a good showing, with 


There is 


nothing in the New England industrial situation which indicates any 
material change in employment during the next month or two. 


BARROWS.—Considering that 


retail | 


dealers bought their barrow require- | 


ments some time ago, the size of cur- 


rent sales is remarkably good. Each | 


day finds numerous styles shipped out 
of jobbers’ stocks. 


We quote from Boston jobbers’ 
stocks: 

Barrows.—Garden, standard, No. 4, 
wood wheel, $5.75 each net; Ng. 4 
steel wheel, $5.50; No. 5, wood wheel, 
$6.25; No. 5 steel wheel, 

BATHROOM FIXTURES.—One of the 
brightest departments of the shelf 
hardware market today is bathroom 
fixtures. Many people evidently are 


fixing up summer homes and putting 
considerable money into these fixtures. 


BOLTS AND NUTS.—Some of the 
small buyers of bolts are finding fault 
with the surcharge of 10 per cent on 
less than case lots of a size. The new 
scheme is nevertheless working out 
satisfactorily. It is interesting to note 


annum, 

We quote from Boston jobbers’ 
stocks: 

Boilts—In full packages, machine, 
50 and 5 per cent discount; common 
carriage, 50 and 5 per cent, coach 
screws, 50 and 5 per cent; Pagle car- 
riage, 50 per cent: counter-sunk 


counter-sunk ma- 
In less than full 


Eagle, 40 per cent; 
chine, 25 per cent. 


packages, add 25 per cent. 

Nuts.—In full pac kages, semi-fin- 
ished, U.S.S. and S.A.F., 25 per cent 
discount; Bsn Bae S. A. E.. 25 per 
cent. In less than full oll ce 


add 25 per cent. 


? 








~ | bers. 
that the surcharge amounts to less_ senciies ii aeniiiiee diesen ailaeaeaiaien- Nie, 
than 1 per cent of the total billings per | . g pes OneP ’ 


We 
stocks 

Botties. —Steel 
handle, nested 


from Boston jobbers’ 
shell, 
drinking cups, 
521, $12 per doz. net; No. 522, $20; 
No. 571, $16; No. 572, $24. Brass 
shell, folding handles, nested cups, 
No. 5191, $20; No. 5192, $30; No. 591, 
$21; No. 592, $30.80; No. 581, $22; No. 
582, $32. Half pints, for school kits, 
No. 70, steel, $12. Columbia, pint 
$9; quart, $17.50. Assortments, util- 
ity pint, $7; utility quart, $11. Uni- 
versal, No. 1975, six pints and six 
quarts with free goods, $19.75 net. 
Fillers.—No. 00, $8 per doz, net; 
No. 01, $8; No. 02, $14. 


CLAMPS.—Jobbers are now quoting 
the Sargent line of malleable C clamps 
at 60 per cent discount. Heretofore 
clamps were 40 and 10 per cent dis- 
count. 


CLOCKS.—All kinds and makes of 
clocks are moving a little more freely, 
but business is by no means brisk. Up 
to recently the new Ben Hur style of 
clock was difficult to obtain, say job- 
Today, however, the manufac. 


quote 


with folding 
No. 


sequently jobbers can (fill orders 
promptly. 
We quote from Boston jobbers’ 
stocks 
Steaiee.- ~Westclox line, Ben Hur, 
plain dial, $2.50 each list. In lots of 
less than 12, $1.75 net; in lots of 12, 
$1.70: in lots of 24, $1.65. Luminous 
dial, $3.50 each net. In lots of less 


than 12, $2.46 each net: in lots of 12, 


$2.38; in lots of 24, $2.32. 
CROQUETS.—While lacking — snap. 
orders for croquet sets keep filtering 


in, and most jobbers are of the opinion 


BOTTLES.—A slight improvement in. 
the demand for bottles is reported. An | 


increase in business naturally comes 


at this time of the year, according to 
jobbers. 


Reading Matter Continued on Page 


that sales so far this season have run 
slightly ahead of 1926. 


We 
stocks: 

Croquet 
5% in. mallet, 
set net: No. 


quote from Boston jobbers’ 
Sets. — Standard makes, 
4-ball, No. 0, $2.38 per 
H, $2.75; S8-hall, No. B, 


Volume of Retail Buying in New 
England Holds Up Remarkably Well 


j 
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$3.38; 6-in. mallet, 8-ball, No. N, $4; 
8-in. mallet, 4-ball, No. AAW, $4.50; 
No. AA, $5.75. 


CUTLERY.—Cutlery, which has been 
one of the dull spots in the hardware 
market, is beginning to show signs of 
life. Pocket knives are selling better 
than most other items, and assort- 
ments seem quite popular. 


We quote from Boston jobbers’ 
stocks: 

Bread Knives.— Genco, $2.50 per 
doz. net; Universal, No. 1A, $2.40; No. 
203, $3.75; No. 3402, 4. 

Kitchen .—Universal, No. 303, Tic. 

$1.75; No. 321A, 


per doz. net; No. 350, 
$1.20; No. 3200A, $2; No. 3640, $2; No. 


2500A, $2.75; No. 4230A, $2. Geneva, 
No. $113D, .20. 
Slicers.—Universal, No. 283A, $5.50 


a doz. net; No. 243, $4. 
Butchers. —Universal, No. 200, 
r, og doz. net; 6-in., $3.25; 7- a art 
, $4.75; 9-in., $6; 10- -in., $7 12-in.. 


312. 14- -in., 
Grapefruit. —Universal, No. 345, $2 
5450, $4; No. 3506, 


per doz. net; No. 

$3.50; No. 2570, $5. Genco, No. 121, 

$3.50 per doz. net. si 
-in., 


Shears.—Straight, Universal, 


Nickel-plated, 6-in., 
» $10.50; 7-in., $11; 7%-in., 
io F 9-in. $15. Left hand, i1%- 
in., $14. 


Bent Telcos. —Universal, No. Be . 
sapannes 7-in., $10.50 per doz. he 
sin cb 1.50; 9- -in., $14.75; 10- an. 

ties Shears. — Universal nickel- 
a 7%4-in., $12 per doz. net; 8- 
in 

Scissors.— Universal, pocket, 4-in., 
$8.50 per doz. net; No. 195, 4%-in., 
$9. Embroidery, No. 205, 3\%-in., $8: 
$8.50. Ladies, No. 215, 4-in., 
4\%4-in., $9; 5-in., $9.75; 6-in., 


FENCING.—Certain retail dealers 
have found it necessary to replenish 
stocks of fencing. Such buying keeps 
the market active for this time of the 
year. Most everybody says it has been 
one of the best seasons on record for 
this class of merchandise. 


We quote from Boston 
stocks: 

Fencing.—Plain, factory shipments, 
in car lots, $3.30 per cwt.; in less 
than car lots, $3.55. Smooth, galvan- 
ized, sizes No. 6 to No. 9, in car lots, 
$3.20 per cwt., in less than car lots, 
$3.45. om store, $4.15. 


FREEZERS.—tThose retail dealers who 
some time ago felt they would be able 
to get along with what freezers they 
had on hand, apparently have changed 
their minds. Jobbers are making ship- 
ments on old as well as new orders. 


We quote from Boston jobbers’ 
stocks: 

Alaska Freezers.—1 qt., $2.95 each; 
2 qt., $3.45 each; 3 qt., $4.10 each; 
4 qt., $5 each; 6 qt., $6.30 each; 8 qt., 
$8.20 each; 10 qt., $10.75 each; 12 qt., 
$14 each; 15 qt., $17 each, and 20 qt., 
$21.50 each. These are list prices 
which are subject to a dealer’s dis- 
count of 20 and 10 per cent. 

Aalska Grey Goose Freezers.—1 at., 
$3.35 each; 2 qt., 0 each; 3 qat., 
$4.65 each; 4 qt., $5.75 each; 6 qt., 
$7.25 each: 8 qt., $9.35 each; 10 qt., 
$12.50 each. These are list prices 
which are subject to a dealer’s dis- 
count of 20 and 10 per cent. 


4-in., 
$8.50; 
$11. 


jobbers’ 


White Mountain Freezers.—2 «qt. 
$5.65 each; 3 qt., $6.75 each; 4 aqat., 
$8.25 each: 6 qt., $10.45 each: 8 at., 
$13.50 each, and 10 qt., $18 each. 


These are list prices and are sub- 


(Continued on page 60) 
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top (uessitts “sell each customer 
the tool he OUGHT to have 















This book tells you 
which tool is best 


3 a | 
' ceil for each farm and / 
IRUE TEMPER garden task. | 


branded on the handle of every genuine tool 








You can now render a valuable service to 
every customer who needs any style of farm 
or garden tool. Suppose he has seen a par- 
ticular kind of weeder—or his neighbor has 
a fork with an exceptionally long handle. 


Just look it up in the new Users’ Cata- 
logue of True Temper Tools and order it 
from your jobber by catalogue number. 
Then you can be certain of selling him the 
tool he ought to have. 

Write for a supply of the Users’ Catalogues 
for distribution to your best customers. 


They will refer to it frequently and order 
True Temper Tools as they need them. 





THE AMERICAN FORK & HOE COMPANY 
General Offices— Cleveland, Ohio 


RUE IEMPER 








FARM AND 
GARDEN 





DOLS 
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Pittsburgh Jobbers’ Sales for Year to Date 
Slightly Ahead of Same Period Last Year 


(Pittsburgh office of HARDWARE AGE) 


ARDWARE business so far this month with the jobbers of 
this district has run well under that of the same period last 
month and reports as to sales contains a note of pessimism 
despite the fact that after a period during which there has been a 
good movement from jobbers’ stocks there usually comes a reaction 


incident to the passing of the goods into consuming channels. 


The 


market, in other words, is now in a digestive period and when re- 
tailers move what they have bought will be in the market again. 
Jobbers’ sales for the year to date have been slightly ahead of those 
for the same period last year, both in volume and in money. Weath- 
er conditions have been highly irregular this spring, but at least 
the movement of spring goods got away earlier this year than usual 
and the sales constitute a tangible record instead of a hope. 


Hardware prices are holding well 
and there is nothing in sight to in- 
dicate radical changes in the immediate 
future. The advances recently made 
in sheet steel and in cold-rolled strips, 
if they become established and are 
maintained, will count heavily in the 
maintenance of those hardware articles 
into which those forms of steel enter. 
The wire nail market again is showing 
weakness, all makers as of May 12, 
having reduced prices $1 a ton to 
match up with the prices which com- 
petition had created. 
does not affect plain wire. The new 
mill prices, f.o.b. Pittsburgh, now are: 


Wire nails ee 
‘;alvanized nails 
Galvanized staples 
Polished staples 
Cement coated nails 


Bright plain wire, No. 9 gage.. 
Annealed fence wire 

Spring wire 

Galvanized wire, No. 9 gage.... 
Barbed wire, galvanized 
Rarbed wire, painted 


AUTOMOBILE TIRES AND TUBES. 
—Demand still is strong for tires and 


The reduction | 





tubes and the record of the year to date | 
is favorable compared with that of the | 


same time last year. There is no 


longer much talk of higher prices. 


Jobbers quote those tires and tubes 
handled by the hardware trade: 


High Pressure Tires 
Heavy 
Size Duty 
J) ett ey $7.25 
30x 3% Cl. - 
30x 3% Cl. 
extra size . 
20 x 3 1, S.S 
32x3% S.5 
ol x4 


Truck Ply 
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+ 


CO OO 08 CS CO OE BO WW HOS 
D9 1 Ol de OS © So Ol em CO PO ee GH DS 


| 
| 
' 





NS DO DD et et et 
'* NK OO] & DO 
* Sroworwmoroiercr 
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Casings 
Heavy 
Regular Duty 
$9.15 oe aa 
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*Heavy duty made in 6 ply. 


AWNING HARDWARE.—This is the 





Eye ends, ™% in., $5 per 100: % in., 
$8; clamps, % in., $6.50 per 100; 34 in., 
$8; hinges, $3.50 per 100. 


BATTERIES.—Jobbers have been ex- 
pecting some recession in the demand 


for dry cells for radio sets, but it has 


not developed yet and the operators of 


radio sending stations are said to have 
_formulated such high-grade programs 


_for the spring and summer months that 


| they seem bent on making people listen 


j in. 


This means a sustained demand 


_for batteries and is a suggestion to re- 
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tailers as to the maintenance of their 
stocks. Jobbers quote: 


Broken Unit 


No. 6 dry cells, ignition type unit 
packages, 32%4c. each. 

lashii 935, 9c. 

790, 18%c.; 


’ 9 ' 
705, 28c.; No. 750, 18%c.: " 
1461, $1.67; 


Hot Shot.—No. 
1661, $2.37. 


BOLTS, NUTS AND RIVETS.—The 
discussion of the merits of the new bolt 
and nut price list between jobbers and 
manufacturers continues, with the 
latter insisting that the schedule is 
scientifically perfect and the jobbers 
still avering that it takes a scientific 
mind to interpret it. Out of the maze 
of opinion and counter-opinion, it is now 
very clear that the real test of the 
new order of sale is yet to occur. 
Before the new prices became effective, 
manufacturers permitted customers to 
contract very liberally at the old prices 
on sizes on which the old list was lower 
than the new one and to use the new 
list on the sizes showing a decline from 
the old list. Consumers and jobbers, 
therefore, are covered for this quarter 
at lower average prices than the new 
list calls for and until third quarter 
contracts come up for negotiation, the 
new list can hardly be considered as 
effective. Jobbers still are fighting the 
extra charge of 10 per cent for broken 
cases of bolts. Demands upon the job- 
bers are fairly numerous, but _indi- 
vidually small. They quote: 


Bolts.—All Styles except Stove and 
tire bolts, per 100 pieces, 62% per 
cent off list: stove bolts, 75 and 10 
per cent off list; tire bolts, 40 and 10 
per cent off list. 

. ,eailic, styles, 62%. per cent off 
st. 

Rivets.—Large, $3.50 base, per 100 
pieces; small wagon and tinners’ riv- 
ets, 60 per cent off list. 


BUILDERS’ HARDWARE.—Very 
steady demand is reported and enough 
new building is under way or in sight 
to make jobbers and retailers feel 
sanguine as to the future. Jobbers 


each; 
No. 
» 20C. 
No. 


season for awning installations and the 9¥°te: 


hardware is selling well. Jobbers quote: | 


Butts.—Ball tip, plated, dull brass 
and antique copper, less than case 
lots, 3 in. x 3 in., $17 per 100 pair; 
3% in. x 3% in., $17.50; 4 in. x 4 in., 
$27.50. 

Hinges.—Heavy strap, 6-in., 
per doz.; 8-in., $2.47; 10-in., 14; 
extra heavy, T, 6-in., $1.87 per doz.: 
8-in., $3.18; 10-in., ; light strap, 
with screws, packed one pair in a 
box, 3-in., $9.27 per 100 pair; 4 in., 
$11.20; light T, 3-in., $10.67 per 100 
pair; 4-in., $12.50. 

Hasps. — Hinge, without screws, 
single dozen lots, 3-in., 64c. per doz.: 
4% in., 76c.; 6-in., $1; safety, 3-in., 
97c. per doz.; 4%-in., $1.14; 6-in., 
$1.60. 

Garage Sets.—Swinging hinges, 10- 
in., $2.50 per set. 
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Round the World 


Halt sai 
Sie: Dalit iii t | 


ih 
if ta hall 
—— - bey 





A garage at 
Lima, Peru 





The Villa Maria 
Academy, 
Lima, Peru 


A large ware- 
house at 


% erth, _ 
West Australia Be 


Ford Motor Co. 
P lant at — 


Air 
gamauiiies 





House for / 
private Pull- 
man car of 
Mrs. H. C. 
Frick 
at P rides 
Crossing, 
Mass : 





Bethel Jewish Synagogue at Minneapolis, Minn. 





with 

R-W 
All of the buildings, 
here shown, have R-W 
equipment. This includes 
Industrial Door Hard- 
ware, Slidetite Garage 
DoorHardware, FoldeR- 
Way Hardware, Barn 


Door Hardware Eleva- 
tor Door Hardware, Par- 





tition Door Hardware, 
OveR-Way Conveying 
and Lifting Equipment, 


andAutomaticFireDoors. 


Think of it—the same 
make of doorway hard- 
ware in permanent,stand- 
ard use from Chicago to 
Australia, and from The 
Argentine to Broadway! 


What better evidence 
could we produce to 
prove the breadth and 


scope of the service offer- 
ed by Richards- Wilcox? 


at Jersey City, 
N. J. ' 








Building of the 
Perdriau Rubber 
Co., Ltd., 


i Perth, 
West Australia 





Private stable 
of Mr. George 
Strom, 
Wheaton, 
Illinois 


. The Adolphus 
\ Hotel 
Dallas, Texie 


Shuff Battery 
Station, 
Kansas City, 
Missouri 






Car oaene 


Pittsb urgh 

Railway Ce 

I’ ittsburgh. 
1’; 





International § 
Motor Co. 





New York - 


Boston Philadelphia 
Kansas City 


Minneapolis 
Montreal 


AURORA, ILLINOIS, U.S.A. 


Cleveland Cincinnati Indianapolis St. Louis — Orleans Des Moines 


s Angeles 


San Francisco Omaha 
* RICHARDS -WILCOX CANADIAN CO., LTD., LONDON, ONT. 


Chicago 


Seattle Detroit 
' Winnipeg 
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FERTILIZERS.—No _ noticeable 

yet is observed in the call for 
tilizers for gardens and lawns. 

bers quote: 


Old Gardner, 1-lb. 
doz.; 5-lb. pails, 
buckets, 70c. each. 

Shur-gro, 10-lb. 
sack; 25-Ib., $1.15: 
$3.50. 


GALVANIZED WARE.—Demand for | 
tubs and pails still is good in this dis- 
trict. Jobbers quote: 


Washtubs.—W ith 
ment, No, 22, $8.50 per doz.: No. 23, 
$10; without wringer attachment, 
No. 2, $7.75: No. 3, $9. 

Pails.—Water, 12-qt., $2.65 per doz.: 
14-qt., $3; fire, 12-qt., $4; cement, 14- 
qt., $10; chamber, 10-qt., $7.20; 12-qt., 
$8; well buckets, 10-qt., $4.50. 

Refrigerator Pans.—No. 2, $4.50 per 
doz.; No. 3, $6; No. 4, $7.50. 

Garbage Cans.—Cans with lids, Se- 
curity, No. 1, $3 each: No. 2. $3.50; 
No. 3, $4; Hercules, No. 171, $3; No. 
181, $3.25: No. 191, $3,60 


letup 
fer- 
Job- 


cans, 
45c. 


$2.05 per 
each; 19-Ilb. 


50c, 
$2; 


sacks, 
50-Ib., 


per 
100-lb., 


wringer atch- 


ORNAMENTAL FENCE.—tThis line is | 
doing well, as usual at this time of the | 
year with its attention to lawn im- | 


provement. Jobbers quote: 


i} ye lone lawn fence, LX, 
$7.25 per 100 lineal ft.: 42-in., 
gates, 3 in. x 36 in., $2.70 each. 

PAINTS AND PAINTING SUPPLIES. 
—Turpentine still is weak and 3 cents 
per gallon lower than a week ago. Oil 
has stiffened slightly in price. Good 


36-in., 
$8.25: 


ject to dealers’ discount of 50 
cent. 

Auto-Vacuum Freezers. — No. 
$3.33 net; No. 2, $4 net: No. 3, 85 33 
net, and No. 4, $6.67 net. These net 
prices to dealers show a discount of 
33% per cent off list. 

Acme Freezers. — Bright, 
tapered, 2 qt., $8 per doz., 
size, enameled-galv., $10 per doz.;: 
4 qt. size, enameled-galv., $18 per 
doz., and 1 qt. size, Junior enameled, 
$4.80 per doz. These are net prices 
to dealers. 

roy sree. —1] qt., $4: 2 aqt., 

, $5.55: 4 qt., $6.80: 6 qt., 

$1.10; 10 qt., $14.80; 12 

, $23.30. These are 

prices. Jobbers quote dealers’ 
discount of 50 per cent off this list. 


LAMPS.—Along with bathroom fix- 
tures there is a lively demand for all] 
kinds of lamps suitable for summer 
homes. Certain retail dealers are 
making quite a feature of this class 
of merchandise and securing results. 
We 
stocks: 
Lamps.—Gasoline, table, opal shade, 
$6.25 each net: tan tinted, $7; green 
tinted, $7; antique gold, $9.25. 
Shades.—Suitable for opal shade, 
$8 per doz. net; suitable for tinted 
shades, in half dozen lots, $17 per 


doz. 
Cases.—Supply of parts, $15 
— Coleman line, No. 


each net. 
Lanterns. 

L.Q327, $5.25 each net: No. LQ427, $6. 
Poultry house, No. E20, $7.50 each net. 
LAWN ACCESSORIES.—As previous- 
ly intimated, there is a very good be- 
lated call for all kinds of lawn acces- 
sories. Business in rubber hose is by 
no means as brisk as it was heretofore, 
presumably because New England has 
experienced several rainy days. But 
for other items there is no visible let- 
down in current retail dealers’ needs. 


per 


galv., 
same 


quote from Boston jobbers’ 


case 
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| business is reported in both supplies | ket, which so far as this district was 


and ready mixed paints. 


Prices to retailers; Ready mixed 
paints, best grades, $2.85 per gallon; 
lower graes, $2.25; white lead, 14«c. 
per lb. in 100-lb. lots; 10 per cent less 
in lots of 500 lb. or more and extra 4 
per cent less in lots of a ton or more; 
turpentine, 77c. per gal. in barrel lots; 
snd linseed oil, 13c. per Ib. in barrel 
ots 


PAPER HANGERS’ SUPPLIES.— 
| These lines are enjoying seasonal ac- 
_ tivity. Jobbers quote: 


Smoothing rollers, No. 4, $9.60 per 
Ti No. 8, $10.50; seam rollers, No. 

$2. 75 per doz.: No. 17, $4: brushes, 
33°66 to $13 per doz.; shears, $17 to 
24 per doz. 


SCREEN WIRE GOODS.—Cloth and 
_doors and windows all are in active de- 
mand. Jobbers quote: 


Wire Cloth.—Black, 12-mesh, $1.75 
per 100 sq. ft.; galvanized, Nenstieeenen 
$2.10: bronze, 14- mesh. $5.56 

Doors.—Walnut stain, 2 my 8 in. x 
6-ft. Sin., % in. x in., $17.40 per 
doz.: natural finish, 7 in. x 4 in., 
$23.50, with galvanized cloth $22, sub- 
ject to advances for larger sizes: 
steel bronze-plated wire grilles $18 
per doz. 

Windows. — Hardwood extension, 
No. 1233, $3.20 per doz.: No. 1533, 

3.70, No. 1833, $4: No. 2433, $4.75. 


WIRE PRODUCTS.—A reduction of 
$1 a ton by manufacturers in wire 
nails and in all other common products 





is disturbing to the resale mar- 








except plain wire and woven wire | 
fence, 


concerned was reasonably active and 


steady. New resale prices based on 
the new mill prices have yet to be 
worked out. 


We quote from Pittsburgh jobbers’ 
stocks: 
Fence Wire 


(Per 100 lb.) Annealed Galvanized 


- to 9 gage..... 7 oe 


spool): 
2-point 
2-point 


oe 
eattle (special) 


Woven Wire Fence (per 100 


Steel Fence Posts: 
Galvanized 
tubular 
D0c. each 
6-ft...........098c. each 
Ptntweueeae 65ce. each 


Painted 
formed 


38c. each 
40c. each 
aes 45e. each 
Bright base, keg, $2.85 
to $2.95. 


nails, per 


ED 


Boston Market—(Continued ) 


(From page 56) 


We 
stocks: 
Hose. 


quote from Boston jobbers’ 


_- Commercial, 5g-in., 7%4c. 
Leader, \%- in., 73%,¢., By 

x.  Viekeon. 5g-in., 10c.; Vigi- 
5, - in., 10%4¢.; Olympia, ’ Bh in., 
Good Luck, 5% -in., 10c.; Milo, 5, - 

.. 11%ec.: Bull Dog, %-in., 13%c. 
Add 4c. per foot for 25 ft. lengths. 
Couplings.—Hose, Perfect Clinch- 
ing, $2.25 per doz. net. Hose men- 





ders, $8.40 per gross. 

Lawn Mowers.—Mast, Foos Co. line, 
Sky Pilot, 12-in., $4.80 each net: 14- 
in., $5.10; 16-in., $5.40; 18-in., $5.70. 
Overland, 14-in., $6.55; 16-in., 20: 
18-in., $7 Gilt Edge, 14-in., $7.20: 
16-in., .$7 Peerless, 
14-in., 00. 
Gold ‘Medal, 
18-in., $10.50. Standard, 14-in., 
16-in., $10.95: 18-in., $11.40; 
$12. Duplex, 16-in., $13. 35; 18-in., $14 
20-in., $14. 

Lawn Mowers. — Colonial, 16-in., 
$8.25 each net: 18-in., $8.63. New- 
port, 16-in., $7.75; 1¥-in., $8.13. Im- 
perial, 14-in., $14; 16-in., $15; 18-in., 
$16: 20-in., $17. Competitive makes, 
14-in., $5.50; 16-in., $5.75. 

Lawn Mowers. — Townsend line, 
Victory, 12-in., $11.16 each net; 14- 
in., $12.40: 16-in., $13.94; 18- ae $14. 88; 
20- ‘in., $16. 12; 32- in., $17.36; 24-in., 
$18. 60. Spider, 12- in., $8. ry 14-in., 
$9.40; 16-in., 10.34: 18-in., $11.28: 
20-in., $12.22. 
14-in., i 
20-in., .60; 
14-in., : $8.14; 18- in., 
$8.88: 20-in., 

Lawn Trimmers. — Popular makes, 
$15 each list. Discount, 50 per cent. 

Factory Shipment.—On direct fac- 
tory shipment up to 30c. freight on 
ten or more machines is allowed. 

Lawn Roller.—-Water weighted, 18 
n., diameter x 24 in. long, $13.24 each 
net: 24 in. diameter x 24 in. long, 
$15.34 

Sprinklers. —Lawn fountain. $6 per 
doz. net: fountain, half circle, $5.50. 
Rain King, $2.34 each net. 


POULTRY SUPPLIES.—Although in- 
cubators and brooders are not moving 





well, the call for other poultry supplies 


| is somewhat larger than jobbers ex- 
pected. Sales of incubators and brood- 


| previous season. 


ers, made earlier in the season, were 
_ considerably larger than those for the 
As a matter of fact, 


poultry supplies in general have been 
‘one of the brightest spots in the local 
| hardware market. 





Reading matter continued on page 62 


We quote from Boston jobbers’ 
stocks: 

Staples.—Factory shipments, in car 
lots, $4, 55 per 100 Ib. keg; in less than 
ear lots, $4.80: from store, $6.25. 

Netting. —Galvanized hexagon, gal- 
vanized after weaving from _ stock, 
50 and 5 per cent discount. From 
factory, Worcester, Mass., 50 and 15 
per cent discount. 

incubators.—Buckeye line, No. 1, 
110 egg capacity, $26.25 each net; No. 
2, 175 ege capacity, $31.15; No. 3, 250 
ege capacity, $40.43; No. 4, 350 egg 
capacity, $47.60; No. 5, egg ca- 
pacity, $74.90: No. 40, large capacity, 
$175: No. 14, 65 egg capacity, $11.50; 
No. 16, 110 egg capacity, . 25; No 
17, 210 ege capacity, 5.7 

Brooders.—Buckeye a ' portable, 
No. 20, 60 chick capacity, $8.23 each 
net: No. 21, 100 chick capacity, $10.85: 
No. 22, 150 chick capacity, $13.30. Oil 
burners, No. 80, 350 chick capacity, 
$13.30: No. 81, 500 chick capacity, 
$15.05. Coal burners, No. 117, $11.55: 
No. 118, $15.05; No. 119, $18.55. 


SHEARS.—Retailers are constantly in 
the market with fill-in orders for all 
kinds and makes of shears. 


We quote from’ Boston 
stocks: 

Shears. — Grass, 
doz. net; No. 14, 
No. 1360, $4: No. 0267E, $6. 
No. 1105, $11.75 per doz. net. 
shears, No. O57E, $8 per doz. 
No. 055B, $7.50. 

Shears.—Lawn, No. 106, $3 each 
net hedge, No. 100L, $1: No. 100, 
7-in., $1.30: 9-in., $1.65; No. 101, 9-in., 
$1.75: border, No. 104, 9-in., $3: No. 
105, 9-in., $3.50. No. 2, 90c. Ladies 
or rose, $6 per doz. net. No. 117, $8 


jobbers’ 


2.50 per 
1, $2.75; 
Disston, 
Sheep 
net; 


special, 
$3.50; No. 

















May 19, 1927 HARDWARE AGE 61 





( 





/ Diesen able \ 


“B” and “C” Socket Power 
Ample Voltage— Self-Adjusting — Quiet 


INow you can offer your customers a reliable socket 
power that will bring you profit and them satisfac- 
tion. Its ample power reserve brings out the best 
tones in your set. Designed and built by a company 
that has been making superior radio apparatus for 
over seventeen years. 

/ Durable and Fool-proof—Grebe- built for long, satisfactory 


service. ““C” voltages automatically adjusted for changes in 
“B” voltages. Sealed against tampering. 
Quiet— No “motor-boating”, hum, or noises from variable 
Type 671 Voltage contact adjustments. Shielded against outside 
for 5 and 6 impulses. 


tube receiv- La / 
ame 20 onlin Send for Booklet HAE giving full details of this new Grebe product / 


60cyclesA.C. —_ A. H. Grebe & Co., Inc., 109 West 57th St., New York City 
Factory: Richmond Hill, N. Y. 
Western Branch: 443 So. San Pedro St., Los Angeles, Cal. 


The Oldest Exclusive Radio Manufacturer 
\ 
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“Built for service ~ not to a price” « 














HARDWARE AGE 





A Full Stock in Full Sight 


The absence of even a small article 
from your store may impress your cus- 
tomers unfavorably. Such failure sends 
them away feeling that your lines are 
unsatisfactory and their time is wasted. 


Carry a complete line of Natwire 
Kitchen Goods in full sight and meet 
any demand. Well made and neatly fin- 
ished, they make an attractive display. 
All of one standard, they are sure to 
bring satisfaction in service. You can 
depend on Natwire goods to make 
friends for your store. 


WICKWIRE SPENCER STEEL CO. 
41 East Forty-second Street, New York City 


Wire Goods Distributors 


J. H. Merge Sales Co., 816 Howard Avenue, New Orleans, La. 

J. FP Cartwright, Adolphus Hotel, Dallas, Texas. 

(hase & Francis, 122 Pearl Street, Boston, Mass 

Couch & Jackson, 116 Marietta Street, Atlanta, Ga. 

(. €, Donoghue, 1018 Broadway, Kansas City, Mo. 

J. Walter Eckenrode, 752 Popular Grove Street, Baltimore, Md. 

M. J. Geraty, 115 So. Dearborn Street, Chicago, I! 

Renj. Factor, 55 Elmwood Avenue, Bridgeport, Conn. 

National Sales Co., Exchange Bidg., Denver, Colo. 

Ramsey-Sturgeon Cso., Room No. 30605 Kollins Bidg., 
Hopkins Place, Baltimore, Md. 

Roy L. Asheraft, 2018 Maryland Avenue, Louisville, Ky. 

Geo. T. Lynch, New Plaza Hotel, St. Louis, Mo. 

J. BE. McCraw, 218 West Church Street, Jacksonville, Fla. 

Geo. R. Espin, 2104 College Avenue, Indianapolis, Ind. 

F. L. Timmons, 406 East 7th Street, Little Rock, Ark. 

Reid & Ward, 222 Arch Street, Philadelphia, Pa. 


Lombard aml 


g 
1 Wickwire Spencer Steel Co. 


Dept. 519-HA, 41 East 42nd St., New York City 


Please send me the latest Catalog and Price List of Natwire Wire Goods. 
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Summer Toy Merchandising Possibilities 
as Seen by V. L. Erickson 


OMMENTING on the hardware merchant’s sum- 
mer merchandising opportunities with toys and 
juvenile vehicles, V. L. Erickson, with L. Gould & Co., 
Chicago jobbers in hardware, housewares, toys, etc., 
writes in part as follows: 

“Last year we urged all our salesmen to make a special 
request to hardware dealers all over the country to make 
summer window displays of toys. 

“We know this was done in some territories and met 
with great success. We are repeating this same urge for 
the coming summer season. 

“We have suggested that attractive windows will create 
interest and since little kiddies play in the summer time 
as well as at Christmas, toys are always salable. When 
the little ones are attracted by the displays, they naturally 
become insistent for the article that attracts them, and 
mother and dad as a rule, always loosen up and buy. 

“We are suggesting, too, that perhaps a summer Santa 
Claus could be rigged up in golf togs or in some such 
summer dress to complete the window trim. Such win- 
dows would attract the some folks and would also interest 
tourists on their way to the summer camps. 

“This plan would increase the dealer’s toy business and 
would lower stocks, making it possible to purchase fresh 
stocks for the Christmas toy selling season.’ 





Coming Hardware Conventions 


AMERICAN STEEL & HEAvyY HARDWARE ASSOCIATION, 
eighteenth annual convention, Hotel Cleveland, Cleve- 
land, Ohio, May 23, 24, 25, 1927. B. R. Sackett, secre- 
tary-treasurer, 503 Arch Street, Philadelphia. 

ARKANSAS RETAIL HARDWARE ASSOCIATION CONVEN- 
tion, Hotel Marion, Little Rock, May 10, 11, 1927. L. 
P. Biggs, secretary, Little Rock. 

HARDWARE ASSOCIATION OF THE CAROLINAS AND 
VIRGINIA Retait HARDWARE ASSOCIATION JOINT CON- 
VENTION at Virginia Beach, Va., June 7, 8, 9, 1927. 
Headquarters, Hotel Cavalier, Arthur R. Craig, secre- 
tary-treasurer, 804-806 Commercial Bank Building, 
Charlotte, N. C. 

LouISIANA HARDWARE AND IMPLEMENT ASSOCIATION 
CONVENTION AND EXHIBITION, New Iberia, June 6, 7, 8, 
1927. S. H. Sale, secretary, Shreveport, La. 

Mississtpp1 RetaiL HARDWARE AND IMPLEMENT 
ASSOCIATION CONVENTION AND EXHIBITION, White 
House, Biloxi, June 13, 14, 15, 1927. (uy Nason, sec- 
retary, Columbus. 

Missourrt RetatiL HARDWARE ASSOCIATION CONVEN- 
TION AND ExnipiTion, Hotel Statler, St. Louis, Jan. 
23, 24, 25, 1928. F. X. Becherer, secretary, 5106 North 
Broadway, St. Louis. 

NATIONAL RetAit HARDWARE ASSOCIATION CON- 
GRESS, Mackinac Island, Mich., June 27, 28, 29, 30, 1927. 


H. P. Sheets, secretary-treasurer, 130 E. Washington 
Indianapolis, Ind. 
New ENGLAND HARDWARE DEALERS ASSOCIATION 


CONVENTION AND Exuipition, Mechanics Building, 
soston, Feb. 20, 21, 22, 1928. George A. Fiel, secretary, 
80 Federal St., Boston 9 Mass. 

VirGINIA Retait HARDWARE ASSOCIATION will hold 
a joint convention with the Carolinas Association at Vir- 
ginia Beach, June 7, 8, 9, 1927. Headquarters, 
Hotel Cavalier, Thomas B. Howell, secretary, 301 EF. 
Grace Street, Richmond. 
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Cooperation in Competition 


OOPERATION is an overworked word and, 

thanks to professional organizers, has fallen some- 
what into disfavor. Yet it hardly need be said that it 
represents an idea full of large possibilities for modern 
business. When Judge Gary spoke on “Friendly Cor- 
poration” at the last meeting of the American Iron and 
Steel Institute, he presented it as a potential factor of 
prime importance in both domestic and foreign business 
relations. “Business is business” as much today as in 
the Carnegie era, but pronounced individualism in busi- 
ness is a thing of the past. Touching on this subject in 
an address before the Atlantic States Shippers’ Regional 
Advisory Board, Secretary Hoover said: 

“As our country grows in population and increases 1n 
the application of science and invention, and our eco- 
nomic life speeds up in its complexity, either we must 
depend upon the Government to settle and solve the 
problems and quarrels between our industries, or we 
must depend upon cooperation within industry itself. 
In the installation of these boards—the proof that it is 
possible for people of opposite interests to get together 
and arrange their own problems and settle their own 
troubles—you are making a demonstration that has a far 
greater and more far-reaching importance than perhaps 
the actual acts that you perform at these meetings, be- 
cause you are demonstrating that it is possible that we 
can carry on this enormous commerce by cooperative 
action within our organization itself, and outside of the 
Government.” 

Our own recent experience demonstrated that econo- 
mies claimed for Government unification and operation 
of the railroads are greatly outweighed by losses in eff- 
ciency and incentive. When Government operation came 
to an end, there were 1,900,000 railroad employees, ac- 
cording to Mr. Hoover. , Since that time traffic has in- 
creased more than 20 per cent and the carriers are han- 
dling it with 200,000 fewer men. This record is not only 
testimony to the superiority of private operation but, as 
Mr. Hoover points out, is due in part to the cooperation 
of the shippers’ advisory boards. Cooperation between 
seller and customer, as well as between competing pro- 
ducers, is more and more a factor. It is now appre- 
ciated that the disadvantages inherent in the competitive 
system do not call for its abandonment, but that volun- 
tary cooperation, under the better trained economic sense 
in latter-day business, may prove an effective leaven. 


—The Iron Age. 





Fire and Business Costs 


Another item in the growing list of economies practiced by 
American business to keep down the costs of production—includ- 
ing cost accounting, simplification, and the elimination of waste- 
ful trade practices—is the subject of a bulletin issued by the 
Insurance Department of the Chamber of Commerce of the 
United States. This is fire prevention among industries as 
carried on through trade associations. 

“Experience in America has demonstrated,” the Insurance 
Department says, “that a large part of our annual fire loss, 
which in 1925 totaled $560,000,000, occurs in business establish- 
ments. Business men should have a direct interest in fire pre- 
vention whether they have experienced fires or not, because no 
property is immune from this prospective danger.” 

Whether or not this loss is reflected in the cost of the prod- 
ucts it is recognized that an industry safeguarded against fire 
is in a better position to meet the strain of inter-industrial com- 
petition than one not so protected. Fire, at least, has a conspicu- 
ous place among the many items that lie in that borderland be- 
tween profit and cost of production designated as overhead. 

Methods by which trade associations can organize fire preven- 
tion work are outlined in the bulletin. 
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they sell fast 









ARCADE 
TOYS 











To every hardware dealer, Arcade Toys represent 
sales and profit. All of your hardware customers 
are prospects for toy sales. This opens up a new 
field of profit for you. Why not supply your cus- 
tomers with toys instead of sending them elsewhere 
and losing sales that could have been yours? 


The Arcade tine of cast iron toys is a fast-selling line. 
This can be attributed to the merits of the toys them- 
selves, and a well-directed national advertising campaign. 
To tie up with this advertising, you have only to display 
Arcade toys to sell them! Every day is play day for 
these toys—and that means every day toy sales for you. 
Put in a special display or window of Arcade toys for 
CHILDREN’S DAY, Jtine 18. With this as a starter, you 
will find that you can sell these toys the year around. 
Act now! Write us for display suggestions and the name 
of your nearest jobber. 


Toy No. 53 
GARDEN SET 











No. 15 JACK SET 


Write us for catalog. 
your jobber for prices. 





ARCADE MANUFACTURING CO. 
FREEPORT, ILLINOIS 


ARCADE !!2"73075 
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PLASTIC WOOD 


Is Waterproof and Weatherproof 





other odd jobs. 


The fact that PLASTI( 
WOOD is waterproof and 
weatherproof makes it 
useful in outdoor repair 
work and in boat con- 
struction as well as for its 
many uses inside the home. 
Soft and pliable as _ it 
comes from the can, 
PLASTIC WOOD §ad 
heres to wood, metal or 
cloth surfaces. It hardens 
on exposure to air and 
may be worked with tools, 
turned on a lathe, painted, 
stained or varnished. 

Home owners have found 
many uses for this remark- 
able material in repairing 
wornout woodwork, mend- 
ing furniture and in doing 


Boat owners and builders also 


find that there are many construction and repair 


jobs that only 
will do efficiently 


NENTLY. 


National advertising 


story. 


PLASTIC WOOD 
and PERMA- 


is telling the 





ADDISON-LESLIE COMPANY 


10 Bolivar Street, Canton, Mass. 


“The Blade With the Reputation” 


Makers Since 1883 


CLEMSON BROS., INC. 


Middletown, 


New York 
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From the Antipodes 


(Continued from page 29) 


to learn too much 1n coming to these great modern coun- 
tries from way off New Zealand. To tell the truth, your 
hardware stores, especially in New York, are not any 
better arranged than ours. Here in New York City, I 
was very much disappointed not to find better hardware 
stores. With two or three exceptions, most of the hard- 
ware stores in New York City seem to make no effort 
whatever at careful and efficient store arrangement. In 
fact, they seem to be conducted on the junk shop prin- 
ciple. On the other hand, I have seen several American 
hardware stores with modern and up-to-date fixtures 
that, to my mind, were entirely too well arranged and 
too well systematized. They do not give an impression 
of a hardware store, but look more like Pullman cars. 
Now’’—continued Mr. Browne—“I have an idea _ that 
when a mechanic enters one of these very fine retail 
hardware stores, he does not feel at home. The polished 
wood, the mirrors and the cleanliness are entirely too 
much emphasized. The average mechanic would feel a 
little more at home if a few articles of hardware were 
carelessly lying around!” 

Then again I took a shot at Mr. Browne. “Tell me” 
—TI said—*“don't you think the American hardware man 
works a great deal harder than they do in other coun- 
tries? Don’t we work faster?” Again Mr. Browne was 
slow to reply. Finally I extracted the rather reluctant 
opinion from him that his observation led him to believe 
that Americans do not work any harder or any faster, or 
longer hours, than they do in New Zealand. He believed 
the average hardware clerk worked much harder and 
steadier, and was far more thorough in his work, than 
they are here in the United States. “Is what you say 
just as true of Canada as it is of the United States ?”—I 
inquired, and he said it was. 

* * * 

Then I added—*“After taking this long journey com- 
pletely around the world with the object of seeking ideas 
for vour new store in Auckland, you are returning to 
the Antipodes rather disappointed with the amount of 
information you have gathered, aren’t you?” He said 
ves, that was true—he had expected to learn a great deal 
more than he had learned. On the other hand, he 
hastened to add—“T have been very courteously received 
by the hardware trade everywhere in the United States. 
I have been surprised at the frankness with which I have 
been shown everything about the establishments, not only 
of retail merchants, but of jobbers and manufacturers. 
Over there with us, we are not as ready to give informa- 
tion as you are here in this country. Trade secrets and 
business information are very carefully guarded. Here 
I am impressed with the fact that everything seems to 
be very open.” 

x x x 

“Are there many Americans in New Zealand?” I in- 
quired. To this Mr. Browne replied that there were very 
few and the Americans there are salesmen and others 
connected with American corporations. Very few Ameri- 
cans, however, have settled in the country. 

x * * 


Then he described the attractions of New Zealand in a 
manner to make one feel that it is almost a modern 
Garden of Eden. In the first place, there is a delightful 
climate and wonderful natural scenery. It is a heaven for 
yachtsmen, and there are all kinds of fishing—both fresh 
and salt water. In addition, there is excellent shooting— 

(Continued on page 68) 
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Are You Chained 
loa Kitchen Stove? 


No Wonder Women Prefer to Cook Dietetically, the Waterless Way 


















Greater convenience and freedom from the entire vessel, and foods are cooked in 
kitchen are not: the only advantages the an even temperature, without the danger 
modern housewife finds in Liretime _ of scorching. While you are enjoying time 
Waterless Cooking Utensils. away from the kitchen, even 


They provide the only way CO OK the the less expensive cuts of 


to preserve in all foods the meat are cooked tender and 


valuable vitamines and min- WATE RLESS Savory. 

eral so essential to proper The Waterless Way is 

digestion and permanent WAY the Only method of cooking 

good health. dietetically, in the natural 
Liretime Waterless Cooking Utensils are —_— food juices. It makes possible hours of added 

made extra thick. The constant heat from leisure, better health and better food for the 

a low flame is evenly distributed over the whole family. 








LireTIME Dealers can supply Liretrme Waterless Ware, made to serve as long as you live 


ALUMINUM PRODUCTS COMPANY  - — LaGrange, Illinois 















Waterless Cooking 
ware , 
é Aluminum Products Company, 
iste LaGrange, Ill. 

Send me your new FREE Better Health 
To Deaters: This is a re- ¢ The B E ST COOKS use ff Cook Book illustrating Liretime Water- 
production of LireTime Pa less Ware, for cooking foods dietetically. 
National Advertising. U num /. Name 

oe Address Dealer. 
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VACUUM FREEZER 
Self-Freezing 
The self-freezing of ice cream is a 
| | wonderful idea—and EVERYBODY’S 
A | ” VACUUM FREEZER makes the idea 
y , i” = work. Built for 100 per cent perfect 

‘- results with a wooden tub, wood in- 
sulation, and tight compartments. 


Your territory is a fertile market for EVERY- 
BODY'S. 


BUY FROM YOUR JOBBER 
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~ PAINE PIPE STRAPS 


ln Five Pound Cartons 


Stops careless waste. 
Send out on the job in cartons. 
Balance returned in cartons. 


NO MIXED SIZES 


Uniform Gauge. Galvanized. 
Very convenient to handle. 


Order in cartons or bulk. 


Prices Right. Samples Free. 
Shipments Prompt. 


We Sell to Jobbers only 


THE PAINE COMPANY 


2951 Carroll Ave. Chicago, Il. 





ee ee ee ee ee ee ee ee ee ee eee 
_ 2 8 2 oe 2 oe eB ee ee Oe ee a ea en eg gan ne pgs; 











Russell Jennings 


Auger Bits 








Patented by 
No. 101-B Mr. R r J ings 
Electricians in 1855 
Auger Bit 


Quick Boring Thread 
Single Lip and Spur 


Russell Jennings Mfg. Co. 
Chester, Conn. 











AWN SPRINKLER 


Manufactured Since 1887 


ET eleerlinmeOtieslelticae 
Through the Jobber 


Write for Our 
No. 200 Circular 


wp. ALLEN ».co. 


| CHICAGO . . NEW YORK 
| So aD 
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There Are People Just Waiting 
for You to Sell Them Tools 


(Continued from page 30) 


the four windows. Wood shavings scattered on the floor 
gave a touch of atmosphere to the display. Harry keeps 
his windows lit at night and finds plenty of people who 
want to stop and do some window shopping. The tool 
window attracted the most attention. In fact hand tools 
always attract interest. They suggest producing some- 
thing useful or repairing and even the most clumsy lay- 
man has an itch to make or fix something using high 
grade tools. 

When appealing in windows, newspaper advertising, 
circular letters or personal appeals the dealer should 
remember that natural desire of all men to own and 
use tools. Man’s history and development has been with 
the use of tools. The development of tools is in itself 
a true barometer of the man’s mental and physical 
growth through the ages. All historical accounis of 
world development feature the trend of tool designs. 

As in all merchandising problems the dealer who con- 
siders the background, the use and the reason for desir- 
ing to possess, will always prepare a more effective sales 
campaign. ‘Think over the tool market in your town and 
make your appeal to the men, who are just waiting for 
someone to sell them tools. 





Unique Method Reminds 


Customer of Twine 


NE of the most unusual ways to remind the hardware 

dealer's customer that he may need some twine for 

the home is that adopted by the People’s Hardware Store, 
1350 Fulton Street, Brooklyn, N. Y. 

“Window displays are all right and so are counter dis- 
plays,” said I. Rosenberg, proprietor, recently, “but I 
think we have these beat a mile. This store displays twine 
so that the average customer couldn’t avoid seeing it, even 
if he tried to. For some time past, we have strung twine 
balls across each of the two glass-paned doors at the en- 
trance of our store. Thus the customer, even if he doesn’t 
look at the window or store front, can’t help but notice 
the twine and be reminded of that ball of twine he wanted 
to buy for the past few years but somehow never got 
around to it.” 

Although this is a unique method of developing sales 
in a much-neglected item (so far as the average hardware 
store is concerned), Mr. Rosenberg has found it un- 
usually effective and the best proof of its value is in its 
long use by the store. 

Hooks are screwed near the edges of the glass panes in 
each door, two hooks being required to stretch and fasten 
a piece of wire across the pane. About five twine balls 
of various sizes are strung on the wire, and there is room 
for four or five such strings of twine balls in each door 
pane. 

“Unlike the pawnbroker,” commented Mr. Rosenberg 
good-humoredly, “we believe in having more than three 
balls on display for the passer-by and comer-in. Appar- 
ently qur policy has paid, because our twine sales have 
been very good over a period of several years—in fact, 
ever since we've been showing twine in the doorway.” 
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A Spring Roofing Window Display 


O stimulate spring roofing business, McKay Bros., 

progressive hardware dealers of Evanston, IIl., ar- 
ranged an exceptionally attractive window of sheet metal 
products necessary in roofing. 

The pipes, eave troughs, elbows, and outlets and 
miters are all from stock and the only cost involved is 
the purchasing of colored paper and having a few signs 
made. 

Due to the fact that sheet metal products are rarely 


displayed as attractively, the color scheme is given so © 


other dealers who have a sheet metal department can 
duplicate it. 

The valance around the top of the window is of yellow 
crepe paper. The panels on which the end and outlet, 
miter and elbow are resting are covered with green 
paper and are standing on boxes covered with red paper 
with a yellow valance. ‘These colors, together with the 
silver-like sheen of the galvanized products, make a 
striking display. 





Cutting His Own Throat 


NENT competition between manufacturer and job- 
ber, Walter J. Munro, Jr., writes: 

“In my judgment the manufacturer who sells to the 
jobbers and at the same time solicits or accepts business 
direct from the retail trade—(the jobber’s customers )— 
is cutting his own throat. 

“Two thousand years ago enunciation was given to the 
principle that no man can successfully serve two masters 
—yet in 1927 we still find some manufacturers attempting 
to get away with it—attempting to prove this truth a lie. 

‘Either sell the jobber and allow him a sufficient margin 
to cover the cost of doing business, plus a legitimate 
profit, and be faithful to the jobber by not soliciting or 
accepting any business direct from his trade, or sell direct 
to all the trade and avoid the jobber as if he did not exist. 

“Each manufacturer must make his decision else it will, 
[ think, soon be forced upon him. Self-respecting job- 
bers are not inclined any longer to tolerate competition, be 
it fair or unfair competition, from the manufacturer from 
whom they buy. 

“Certainly competition among jobbers is keen enough 
and the job of keeping it clean big enough without the 
added trouble that results when the manufacturers’ travel- 
ers wander around the territories lifting the cream off the 
top. 
“When foremost jobbers bring this matter to the atten- 
tion of manufacturers—the evil will cease, and, I think, 
quite promptly.” 
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BALL BEARING 
or PLAIN 


GRANITE 
STATE 
LAWN 

MOWERS 


BEARING 








A Mower 
FOR 
EveERY CUSTOMER 
We manufacture a complete line of high grade lawn mowers and 
trimmers—there is one for every purse. Granite State Lawn 


Mowers are backed by nearly 60 years of manufacturing experi- 
ence. Ask for a catalog. 


GRANITE STATE MOWING MACHINE CO. 
HINSDALE, N. H., U. S. A. 

















This catalog 
brings your store 
to your customer’s bench 


F you haven’t received a copy, 

write for it now. 
See our current advertising in 
Popular Science Monthly, Popular 
Mechanics, Carpenter, American 
Machinist, Machinery, Automobile 
Trade Journal, and Motor Service. 
GOODELL-PRATT CO., GREENFIELD, MASS. 


No finer tools 


EY GOODELL PRATT 











Osborne High Grade Punches 





Belt Punches Arch Punches 
Spring Punches Revolving Punches 


A varied and attractive line for the Hardware Trade. Also: 
Leather Workers’, Trimmers’ and Upholsterers’ and Plumbers’ 
Tools. 

The above tools will pléase your customers, as well as our 
famous Round and Oval Punches. 

Remember we have had one hundred years of successful manu- 
facturing experience, employ only skilled workmen and use the 
finest quality of materials. 

We stand back of every tool we make. Try us. 

Write for Catalog 
Cc. 8S. OSBORNE & CO., NEWARK, N. J. 
ESTABLISHED 1826 








The imposing, nation-wide list of jobbers handling A-P 
lines is staunch prose of the fact that Allith-Prouty leads 
in Gar Door Hardware, Door Hangers, Overhead Car- 

re Door Hardware, Rolling Ladders, Spring 


Keep an Foss eatalog handy. It will help close many 


money-making hardware jobs. Write 
today and name of nearest A-P 


ALLITH-PROUTY COMPANY 
DANVILLE, ILLINOIS 


for your copy 
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From the Antipodes 


(Continued from page 64) 


not only ducks, pheasants and*other game birds, but also 
deer hunting. The New Zealanders are great sportsmen 
and their national weakness in the sporting line is horse 
racing. Whenever there is a big horse race, everybody 
shuts up shop and goes to the races, and everybody—big 
and little—has his bet on his favorite horse. New 
Zealand, Mr. Browne assured me, has a wonderful future. 
They have everything in New Zealand, and many more 
things, to make life worth living, than in most other parts 
of the world. 
* 7 * 

Then we discussed competition. Yes, at times, com- 
petition had become very keen in New Zealand and 
profits had been cut, but when conditions arrived almost 
at their worst, usually the merchants got together and 
arranged matters. “You see,’ said Mr. Browne, “we 
have no Sherman Law and the Government appreciates 
the fact that merchants must have a fair return on their 
investment. Therefore we are not criminals if we have 
meetings and decide on plans to save business from ex- 
cessive competition that would lead inevitably to bank- 
ruptcy. In New Zealand, it is a matter of custom and 
of honor for each merchant to stick to his own line of 
husiness. A drug store in New Zealand is just a chemists’ 
shop. The drug dealers do not go into the general mer- 
chandise business, as they have done here in the United 
States. Also, ‘ironmongers,’ or hardware men, do not 
put in lines that do not belong to their business. If any 
merchant should attempt to mix up other lines with his 
own, he would not stand very well, either with his com- 
petitors or with the buying public. The public expect a 
hardware man to be an expert on hardware. They do not 
expect to have him offer ladies bathing caps!” 


“Well,” I suggested, ‘after traveling all around the. 
world, you are returning home pretty well satisfied with 
New Zealand, aren’t you?” Mr. Browne smiled as he 
said yes—that frequently, when one became somewhat 
discontented at home, it was a good idea to travel just to 
find out that other people were not so much better off 
than you were! “I think,” said he, “when I get back to 
New Zealand, taking it all in all, I will be quite contented 
with the many advantages of our country, with the form 
of our Government and also with the hardware business 
as we conduct it.” 

“Do you read the trade papers?” I inquired. “Oh, 
yes,” he answered. “We take all the best-known Ameri- 
can trade papers, and not only our head men, but our 
clerks, take these papers home and read them from cover 
to cover. We are very familiar with all of the big 
American manufacturers. Through the trade press, we 
know all about the lines they make and advertise. Now, 
while I have been reading your articles thirty days behind 
time, still, for a long time past, I have been reading them 
every week. Therefore, long before I reached New York, 
I felt that I knew you personally. When I return to New 
Zealand, I hope to continue to read your articles and, 
naturally, I will read them with deeper interest since you 
and I can now count ourselves as being friends.” 

+ * 


I was quite won by the frankness and simplicity of Mr. 
Browne. It is evident that he is just a “regular hardware 
man” without any frills. As a matter of fact, while Mr. 
Browne’s accent was somewhat English, his conversation, 
except for an odd word now and then, was like that of 
any American. 





He extends, through me, a very cordial invitation to 
the American hardware fraternity to take a trip over to 
New Zealand and see how the hardware business is con- 
ducted in that part of the world. He promises all of us 
an interesting time. At the end of our interview, when 
I shook hands with him, I remarked that some of these 
fine days, I hoped to walk into his new ironmonger’s shop 


in Auckland. 
* * * 


After he left and I thought over our interview, I was 
impressed with the idea that the world, by reason of our 
reading, is becoming very small and that, as a matter of 
fact, when an intelligent, well-read man travels, the ele- 
ment of surprise and astonishment at what he sees be- 
comes less and less.. The intelligent man, before he 
starts out on his travels, usually knows in advance just 
about what he is going to see. Therefore the real interest 
in traveling is not so much in the “sights” as it is in the 
people he meets and the little side adventures that bob up 


unexpectedly. 
* . . 


When this article appears, Mr. Browne will be on the 
ocean on his long journey back to New Zealand by way 
of Great Britain, the Mediterranean Sea and the Suez 
Canal. He came over via the Philippines and the 
Hawaiian Islands, landing in Vancouver, so when he 
arrives back in Auckland, he will have circumnavigated 
the globe. Captain James Cook, who explored New 
Zealand in June, 1771, as a navigator, had nothing on 


Mr. Browne! 
* * * 


By the way—if you wish to read a romantic story of 
how the son of a common farm laborer of Yorkshire, 
England, went to sea as a sailor before the mast, picked 
up his own education and became one of the greatest 
navigators of all time, read the life of Captain Cook. 
He caught one of the natives of the Sandwich Islands 
stealing. He had him flogged. Shortly afterward, 
when he was going ashore, the natives, in revenge for 
this flogging, murdered him. If you will take your 
atlas and glance over the maps of the islands in the 
Southern + Pacific, you will see the name of “Cook” 
everywhere. 

* * * 


Before the discovery of America by Columbus, the 
civilization of the world and the heaviest activity in 
commerce was on the shores of the Mediterranean Sea. 
England at that time was a second-rate country with a 
small and poor population. She cut little, or no, figure 
in world affairs. Then, following the discovery of 
America came the development of civilization on the 
shores of the Atlantic. The nations around the Medi- 
terranean sank back commercially into insignificance. 

x + * 


Now, to our prophetic eye, we seem to be entering into 
a new stage of evolution. We prophesy that the great 
development of the future will be on the shores of the 
Pacific Ocean. This thought is again suggested to me 
when Mr. Browne frankly stated that, in his opinion, 
the most interesting part of our country, and that part 
showing the greatest progress, was on the Pacific Coast. 
The one State that excited his admiration was the State 
of California. I am sorry to admit it, but I forgot to 
ask him if he visited Hollywood! 
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Probably Your Last Chance 
to Get a Copy of the 


HARDWARE CLASSIC 


“Forty Years 


of Hardware” 
By SAUNDERS NORVELL 


Formerly Vice-President and Sales Manager of 
Simmons Hdwe. Co., Formerly President of 
Norvell-Shapleigh Hdwe. Co., Formerly Presi- 
dent and more recently Chairman of the Board 
of McKesson & Robbins Co., New York. 


This is the book that has taken the hard- 
ware trade by storm. Old time hardware 
men have known and felt the romance that 
runs through this business of selling hard- 
ware. It remained, however, for Saunders 
Norvell to combine with an appreciation of 
the romantic side of the great business 
movements in which he took part, the ability 
to write of that romance in a sparkling, 
gripping style that would forever mark 
hardware selling as much more than a “dry 
as dust” business. “Forty Years of Hard- 
ware” reveals many interesting and amus- 
oH fase baer. obit.” Sh aot ing incidents in hardware history. All 
pa through the story are reminiscences of many 

prominent men in the hardware field. Be 
sure to read this book and urge your salesmen to read it. It will give you and them 
new perspective, new inspiration and a new respect for the hardware calling. 

















” 
S 
This is a Special Overrun Edition bound up exactly - 38 
like the original edition that sold out at $3.00 sO e 
. SS 
Special Price ¢9 .00 per copy Ks 
while they last S 
V Le, 
Order your copy now and present copies “o Ps io 
to your men. It will help make them rah Ss 
better hardware men. 9 fe a 
& + 
ASE 
Mail the Coupon Today aes 
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CHARLES M. SCHWAB 


lily 


The A. B. P. is a non- 

profit organization 

whose members have 
pledged themselves to 
a working code of 

practice in which the 
interests of the men of 
American industry, 
trade and professions 
are placed first--a code 
demanding unbiased 
editorial pages, classi- 
fied and verified paid 
subscribers, and 
honest advertising of 
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“Makers of 


Business Prosperity” 
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“TD USINESS journalism has established a great clearing 
house of information,” says Mr. Schwab, probably as 
widely recognized for his human understanding of selling 
as for his capacity as a great manufacturer. 
‘You cannot have prosperity,” says Mr. Schwab, ““with- 
out confidence, and you cannot have confidence without a 
free and honest exchange of information.” 


* * * x * 


That is the platform this publication stands on. Business 
publications which succeed are more than a collection of 
editorial and advertising pages. 

* * * * * ; 
Every publication has its specialized field of service and 
plays its part intimately in the interchange of information 
and opinion, which is the basis of prosperity to which the 
captain of steel refers. 

* * * * * 





Both editorial and advertising pages are made to fulfill 
this great responsibility. The men and methods the editors 
select for their pages and the advertising which the clients 
of this paper buy to inform its readers of their products, are 
brought together between the covers of a business journal 
for intimate help and service. 

When you have read both editorial and advertising 
sections and you have a complete knowledge of the service 
the publisher of this journal has prepared for you; then you, 
like Mr. Schwab, will see it—a Maker of Prosperity. 
























dependable products. [7 
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Winne Invested $150 in Auto 


Accessories 
(Continued from page 37) 


extreme distance from the store being 150 miles. Two 
men are outside all of the time. One specializes on light 
hardware and auto accessories. Some of the accessory 
business is done at wholesale to smaller hardware stores 
in nearby towns, but of the 80 or 85 per cent not di- 
rectly sold to the car owner, a full 60 per cent is to 
garages, repair shops and car dealer service stations. 

On a normal Saturday night 50 per cent of the store 
business will be done in the auto accessory department. 

During the touring season the window displays are 
dressed to appeal to transient tourists who pass through 
Kingston. The store is at 328 Wall Street, and in co- 
operation with other merchants on that street has been 
able to eliminate all parking restrictions on that thor- 
oughfare. 

The accessories department has a showcase in front 
and along the walls a section of specially designed, 
heavily constructed stock drawers with rollers under- 
neath. These drawers contain those Ford replacement 
parts which are in common use and in demand con- 
stantly. Being bulky and heavy, the drawers need the 
rollers. 

B. J. Winne now has the full care of the business 
on his shoulders due to the death of his father a few 
months ago. He will no longer be able to have the auto 
accessory department as a personal hobby, as the ex- 
ecutive duties of this big store will not permit such 
specialization. Fortunately two of the retail salesmen 
in the store are also ardent motorists keenly interested 
in selling accessories and parts and so the good work 
will continue to show yearly gains. 

Mr. Winne’s advice on the sale of automotive mer- 
chandise may be summed up as follows: Handle the 
goods strictly as merchandise, do not enter the repair, 
installation or maintenance field, watch the tendencies 
-in automotive preferences and give accessory stocks the 
same thought and study you would give any other stock 
in your store; keep informed on current car models and 
the nature of equipment furnished and not furnished 
and build your stock accordingly. 

He says there will always be an increasing trade in 
the right kind of auto accessories and that the hardware 
dealer in a good sized town or well located in a good 
trading area will find a profitable channel of distribution 
to the garages and repair people as well as to motorists, 
and that the volume available will in most cases surprise 
even the optimists. 





Assuming Responsibility 


One of the first jobs that John Wanamaker ever had 
was in the publishing house of Trautman & Hayes, in 
Philadelphia. There he worked for some years as an 
errand boy; and Mr. Hayes said long years afterward 
of him: “If we sent him on an errand, it was certain 
that he would go straight to the place and return as 
quickly as possible. Organ grinders with monkeys, beau- 
tiful store windows and all that sort of thing could not 
make John swerve from a straight path.” 

In a recent issue of the Credit Monthly, Rodman 
Gilder, the editor, quotes the vice-president of a large 
corporation as saying the following, when asked what was 
the highest praise he considered could be bestowed upon 
a man in his department: “He needs no following up. 
When I am able to say that of a man it means I am 
giving him about as high praise as I know how to give.” 
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More Than 15,000 in Use 


The reason why more 
than fifteen thousand 
IDEAL Lawn Mower 
SHARPENERS are in 
use is because: First— 
The IDEAL has 
an Alundum 
Grinding Wheel 








which insures 
quick, sharp 
grinding. 


Second—It will 
grind any de- 
sired clearance 
behind the cut- 
ting edge insur- 
ing a fine sharp 
edge. 
Third—lIt is 
The Only Machine that will Grind the 
Reel Knives to Fit the Straight Bar 


when this blade becomes sprung or bent. Fourth—A ball- 
bearing Shaft insures easy turning. No experience is re- 
quired to do first-class work with our machine. 

It sharpens a hand mower perfectly in ten to fifteen 
minutes and the usual charge is from $1.50 to $2.00, 
which brings you a liberal profit. Send for Prices and 
Full Particulars. 


The FATE-ROOT-HEATH CO. 


PLYMOUTH, OHIO 











“There is a Difference in Toast” 





Easy to Use —Easy to Sell 


The “DOUBLE ACTION’’ Toaster 


The wedding bells will soon be ringing. Make 
your cash register ring by filling that gift want 
with “DOUBLE ACTION” Toasters. 

Here is a toaster that is easy to sell because it 
is easy to use. It produces two slices of toast, 
evenly browned on both sides, without turning. 
No turning mechanism to go wrong, is an im- 
portant sales argument that means rapid turnover 
for the dealer. 

Built solidly, attractive, and guaranteed, the 


“DOUBLE ACTION” meets the demand for a better 
toaster, and sells itself. Ask your jobber or write for 
information. 


“DOUBLE ACTION” Electric Co. 
Grand Rapids Mich. 





71 












72 HARDWARE AGE May 19, 1927 


SBIATBICIOICiKL-h 

















Spruce Up and Sell Spruce Ladders 


Spring is here—Everybody uses 


Ladders and Step Ladders 


Order now. You can’t sell them unless you have them in stock. 








Prompt Shipments 





Write for Prices. We Pay Freight. 


W.W. BABCOCK CO, Bath, NY 
















































MODEL 25 


.22 Caliber, slide action, 
repeating rifle. Hammer- 
less. A “man’s size”’ rifle. 


Retail Price, $21.9§ 







HE average rifle-buying man is looking 
fora fine quality, reliable, sturdy arm at 
a price within his reach. Show him a Savage 


Model 25 or Model 04 and make the sale. 


The best of workmanship, machinery, hand 
shaping, and accurate rifling are put into the 
production of these rifles. Their quality and 
value make sales by themselves. 

MODEL 04 Increase your rifle profits via the Savage route. 
.22 Caliber rifle, 
single shot, take- 
down, bolt action. 
Light weight. 


Retail Price, $7.9 SAVAGE ARMS CORPORATION 
Dept. 897 Utica, N. Y. 


Owners and Operators of the 
J. Stevens Arms Co. and Page-Lewis Arms Co. 





Ask your Jobber’s Salesman 
about these profit-making rifles 
(5 piece window display sent on request) 
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Next to the Dealership for Allen 
screws, your best asset in the Hol- 
low Screw line is a complete line. 


Orders gravitate to the house with 
a well-balanced stock. Orders are 
lost when buyers must wait for 
some sizes. 


Rather than telling the customer 
you ll ‘send for’ his Allens, send 
to us for a well-rounded assort- 
ment—and be ready. 


Welll advise you from our Dealers’ 
experience what will make up a 
balanced stock, with the best pro- 
vision for rapid turnover and 
steadier profits. 


Fast Service from Factory Stocks 


The Allen Mfg. Co. 


139 Sheldon St., Hartford, Conn. 


Branch Offices: 


WwW. C. Stauble R. E. Cregory 
2909 Waverly St. 1029 Wesley Ave. 
Detroit, Mich. Evanston, Ill, 


E. P. Crawford W. J. McRae 
3348 No. Park Ave. 320 Market Street 
Philadelphia, Pa. San Francisco, Cal, 
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“Til tell the World!” 


The real merchandising idea back of 
Clover Brand Sandpaper is to make it so 
everlastingly good, that every contractor, 
carpenter, wood-worker, painter, me- 
chanic, “Handy-man,” and home owner 
who tries it will: “Tell the World.” 


It is what these users are saying about 
Clover Sandpaper, that keeps customers 
eoing to hardware stores for it. 


We've been telling about the hard, flinty 
abrasive, extra strong glue, tough, yet 
flexible paper, and quick cutting qualities 
of Clover Sandpaper—now send for 
SAMPLES and judge for vourself. 


CLOVER MFG. CO. 
110 Main St., Norwalk, Conn., U. S. A. 


The Largest and Oldest Manufacturers 
of Abrasive Compound in the World 


Clover Dealers Get Clover Business Service 
Free 





Ream Package 


Two Color Box Package for 
Bulk Consumers 


Handsomely Decorated 


for Display Purposes 





{ CLOVER MEG. CO. 
} 110 Main St., Norwalk, Conn., U. S. A. 
) Gentlemen: Please send us Samples of CLOVER 
) Sandpaper and refer us to nearest Jobber. 
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JUNTA 


QNITUNTIL 








Calvanized 


Desi: 41H TLL 


The “Customers” Who Send a Friend 


Some of those “Customers” we have been mentioning 
here week after week are getting into action. We under- 
stand they have been boosting “Perfect”? Screen and Hard- 
All the neighbors are talking about its quality 
and fine appearance and passing it on to their friends. 


ware Cloth. 


It started some time ago when our Dealer Friends in- 
sured themselves against dissatisfied customers by selling 
better Wire Cloth. 


And now all their efforts are being rewarded by repeat 
sales and new customers. 


If you are not meeting these folks ask your Jobber to tell 
vou about “Perfect.” 


BAviiii i100 NO TAALO AUGUSTA 


LUDLOW-SAYLOR WIRE CO. 
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St. Louis, Mo. Painted 

















Even the best of us can 
profit by observing what 
the other fellow is doing. 
This is particularly true in 
the hardware business. We 
have often been told of the 
successful outcome of some 
merchandising idea_ that 
was prompted by a Hard- 
ware Age story. 





IT’S NEVER TOO LATE 
TO LEARN! 


After you read your copy 
of Hardware Age, go 
through it again and see 
how many of the merchan- 
dising ideas, stories and 
editorial hints you can try 
in your store. Remember, 
something new is always 
interesting. You'll find 
plenty that is new in Hard- 
ware Age. 







HARDWARE AGE 


239 West 39th Street 
New York, N. Y. 
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A TRICKS BR 


When you buy Tacks or Small Nails 
by weight you should know that there 
is often a difference of from 10 to 30 
per cent in the count per pound in 
favor of Atlas products. 


Properly designed tacks are more 
expensive to make than miniature rail- 
road spikes. Do not let yourself be 
cheated or assist in cheating your cus- 
tomers. 











'@ Along on Acmes”’ 
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When you buy by count see that 
you get the weight. There is often a 


corresponding difference. 
Make the comparison. e Modern ) W7, / / 
Every product of the Atlas Tack P 
Corporation has been scientifically PB Ca if 
designed for its purpose and stand- COT NG ‘S$ Cr 
ardized. 
The days of the old-fashioned caster are 
passed. Hard to turn, rigid, difficult to roll, 
ATLAS TACK CORPORATION injuring floors and floor covering. 


Fairhaven, Mass., and St. Louis, Mo. Now, everybody buys modern casters— 
ACME Ball Bearing Casters. Roll in any 
direction easily and without effort, because 
thev are ball bearing casters. 








They protect floors and rugs and carpets. 


Hardware A ye Verified List They are silent and enhance the appearance 
§ of furniture. Used by discriminating people 
OF WHOLESALERS AND RETAILERS in preference to any other caster and always 


in demand. 


Sell Your Trade 


CONTENTS 
Wholesale Hardware Houses in United States, Canada and 
Foreign Countries. 


Retail Hardware Stores in United States, Canada and 
Foreign Countries; also General Stores, Lumber Yards, etc., 
handling hardware. 


Chain Hardware Stores in United States and Canada. 
5c, 10c and 25c Syndicate Stores carrying hardware in the 


“Reema page hardware and housefurnish- BALL BEARING CASTERS 


ings in the United States. 





Manufacturers’ Agents in United States, Canada and The profits are generous. Sales quick. Turnover 
Foreign Countries. . constant. Dealers are building business and making 
Automobile Accessories Jobbers. real money with this line. All you have to do is 
Mill, Steam, Mine and Machinery Supplies Dealers. demonstrate “A\CMES” and the sale is made. Just 


Export Merchants handling hardware and kindred lines. 

Sporting Goods Wholesalers. 
Mai] Order Houses handling hardware and housefurnish- 
ings. 

Woodenware and Willow-ware Wholesalers. 

Paint, Oil and Varnish Jobbers. 

Radio and Electrical Goods Jobbers. 

Plumbers and Tinners Supplies Jobbers. 

Membership Lists of Hardware Associations. 


roll ‘em on your hand or on the counter. 


Hardware Age Verified List of Wholesalers and Retailers is indis- 
pensable in economic direct-by-mail promotion work and also a 
helpful guide for salesmen’s calls. Every sales manager should 
have one on his desk, and every salesman could profitably carry 
a copy in his grip. Since the previous issue was published there 
have been more than 10,000 additions and corrections, and these 
































all appear in the current edition. We'll be glad to send a sample and give you full 
Hardware Wholesalers find Verified List of great value in particulars. Write us today. 
“‘checking’’ their retail prospect records. ‘ 
4 | The Schatz Manufacturing Company 
12.00 postpai . 
4 a Poughkeepsie -- New York 
° e AGENTS: J. C. MeCarty & Co. 
Hardware Age Verified List Department 29 Murray St. New York City 


239 W. 39th St. New York, N. Y. 
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$3.50 List J 


for the Junior Model 


PACIFIC RIM TOOL 


Thousands of these tools were sold to car owners 
at $5.00 list. Now the price is reduced to $3.50 for 
the same tool. That means profit for you. See your 
jobber for your discount, as the Pacific is sold only 
through jobbers. 




















The Shop Size, Combination Model sells at $10.00 list. One 
tool tits all rims. 


PACIFIC RIM TOOL COMPANY 
16606 Waterloo Rd. Cleveland, Ohio 
Seattle: 2339 11th Ave., N. Export: 44 Whitehall St., N. Y. 

























Makes You 


SOCKET WRENCH 
HEADQUARTERS 


‘5 





With this carefully selected 
Walden - Worcester Assort- 
ment on your counter, your 
trade soon learns that you 
can supply any needed socket, 
handle or attachment. The 
Cabinet offers a convenient 
and attractive medium for 
the display of the stock. 

In a word, an investment 
of only $54 makes your store 
Socket Wrench “Headquar- 
ters.” 


No. 1100 Assortment of 113 Parts, 
including 75 CHROME NICKEL 
Steel Sockets for Hex and Square 





nuts ; Speeders. Offsets, Tees, 
Assortment No. 1100 Ratchets, Connectors, Universal! 
Joints, Extensions, etc. (Craded = in 
proportion to demand. All parts 
interchangeable. Net price, in 


cluding all-steel cabinet, $54. 





Write us for name of the Walden- 
Worcester jobber and for Socket 
Wrench Catalog No. 27. 


STEVENS WALDEN-WORCESTER, IN‘ 
Mfrs. of Walden-Worcester Wrenches 
and Stevens “Speed-Up” Tools 
Worcester, Mass. 
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The Saw Test 


—proves that the locking bolts cannot 
be sawed. Made in 
rim and mortise, 
front and store 
door patterns. 
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faq 
— It is guaranteed bur- 
ah glar-proof — it makes 
= security doubly sure— 
it sells without effort. 


Francis Keil & Son, Inc. 
401-425 EK. 163rd St. 
New York 


1876 
A Half Century of Progress 
1926 


—i—$$— 


The Wire Cloth that 
Looks as good as it Is 
























Bronze and Copper 
Fly Screen Cloth 


Customers who want 
“something better” in screen 
cloth can be easily con- 
vinced that “Spargo” 1s 
what they want. It is well 
made and attractive and 
makes a real impression be- 
cause its quality is so easily 
seen. 


Let us setid you a sample 
if you're interested in screen 
cloth of this quality. 


Spargo Wire Co. 
N. ¥. 


Rome 
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Tips For Hardwood and Marble Floors | 


Stetson’s Combination Cushion Chair Tips are made 
from selected sole leather. The chair is able to move 
about freely without noise or scratching the floor. The 
felt washer acts as a cushion. This line is only one of 
our big sellers. Write for catalog. 


Elastic Tip Co. 370 Atlantic Ave., Boston, Mass. 


























PML 


PREMAX TENT EQUIPMENT Wire Products 
Is Easily Handled for every need 


“TOURIST campers want equipment that’s easily ; 

handled both in service and in transportation. Nails of all kinds, Staples, 
Premax Rustless Steel Tent Stakes are packed twelve Cambria Fence, Barbless 
in a handy bag—they don’t get lost. Twisted and Barbed Wire. 
Premax Telescoping Tubular Steel Tent uprights and Processed Wire, Bright and 
Ridge poles collapse in one piece, and are completely Galvanized Wire, and Wire 
adjustable for unevenness of ground and stretch of Rods to standard or special 
tent. Both Parkerized Rustproof. Send today for analysis. 
samples and prices. 





MPANY =e 
PREMAX PRODUCTS Ses Eines SEU PA. 


ie | (RBETHLEHEM 
Dept. HA-8 = 
Niagara Falls, New York = 
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BUSINESS IS GOOD 
for 


SWANK HDWE. CO. 


Johnstown, Penn. 


Taken 











The samples of Baur Tacks we send 
dealers are not ‘‘selected,” but are taken 
right from stock merchandise. 

Send for some samples and ask for 
trade-prices, or anything listed below. 
We strive to please. 


BAUR TACK CO. 


1419 Standard Ave., Indianapolis, Ind. 





Our complete line also includes Wire Tacks, Staples 


of every description, Double Pointed Tacks, Basket, BECAUSE they properly display their merchandise on 
Clout and Trunk Nails Heller equipment. 
Write for Samples and Prices Immediate shipment of Heller’s Masterpiece Flexible 





Display Sales Tables can be made. 


W 700 Bryant St., Montpelier, Ohio 

° oa Heller & Co. 20 Vesey St., New York City 
Please tell us how Swank Hardware (Co. are increasing sales 
ee ns, . wk oS be feet wide...... ....feet long 
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IVER JOHNSON 
EVERYDAY SELLERS 


BICYCLES 
VELOCIPEDES 
JUNIORCYCLES 
REVOLVERS 
SHOT GUNS 


Send for Catalogue and Prices 


MAKE EVERY DAY COUNT 


Iver Johnson’s Arms & Cycle Works, Fitchburg, Mass. 
New York: 151 Chambers St. Chicago: 108 W. Lake St. 
San Francisco: 717 Market St. 















wire. 


BeYraloyy IRE 


“Buffalo” standard hardware 
grade wire cloth is quick sell- 
ing because it is superior 
value—accurate mesh, uni- 
form selvedge, thoroughly 
galvanized, moisture does not 
harm it. We can also supply 
window screen wire cloth in 
black, galvanized or bronze 


Write today for catalogue No. 8-A.B. 


BUFFALO WIRE WORKS CO., INC. 


218 Terrace ‘ormerty, Senecier's 5) Buffalo, N. Y. 
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GREEN’S 


ff Improved | 
~ 4 STOCK BOXES 
ft For the convenient han- 
dling of shelf hardware. 


A strong, attractive box 
at low cost. 


Made in an assortment 
of sizes to fit every hard- 
ware need. 


Write for NEW Illustrated Price List 


THE GREEN CO., 250 W. 57th St., N. Y. 














Better 





Machine Screws 


Regular and Special. 


Prices on Application. 


HARVEY HUBBELL 


MACHINE SCREWS 
BRIDGEPORT CONN, U.S.A. 


Complete stock of 
Standard Sizes. 


NEW YORK, N.Y. 
30 EAST 4252 ST. 













VER CUSHION 


TIRE 
IRE LADDERS 


Insure perfect shelf service for any line of merchandise. 
we 4 tread steps, properly spaced, with convenient full 
handholds on both sides of ladder permit mounting 
























ILLUSTRATED CATALOG OF 


STONE WORKING TOOLS 
and SUPPLIES 


Free on request—send for it today 
TROW & HOLDEN CoO. Barre, Vermont 
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BAND “TLE: NOX” saws 


QUALITY _ SERVICE 


UNIFORMITY OI'STINCTION 
“The Toots in Lhe Puaid Bar” 3 
AMERICAN SAW & MFG. CO. SPRINGFIELO.MASS.  & 


HACK SAWS - GAND SAWS <— SCREW ORIVERS - GLASS CUTTERS 
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mechanics and car owners. 


New York 





(Patented April 21, 1925) 





KEYSTONE AUTO “SOC-KIT” 


Seven different size sockets, socket screw driver and 
8 in. hex. steel handle—all in neat pressed case of 
heavy gauge nickel plated steel. Ready seller to auto 


**Keystone quality.” Write for Discounts. 


The Keystone Manufacturing Co. 


Buffalo, N. Y. 
Sales Representatives—Surpless, Dunn & Co. 


Chicago 
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Fire Chiefs, Safety Councils, 


RUBBISH BURNER 


Endorsed b 


and Insurance Co’s. 


One of the best Rubbish 
Burners made 


Woven from High Carbon. 
Flat Steel. 


Will Not Warp or Buckle 
Model EE illustrated 


Knocked down for shipment 


H. B. BORNSIDE 
Manufacturer and Patentee 
Providence, R. I. 


Write for price lists, 
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Best Selling Clothes Wringer Made 


Entirely satisfactorvy—that’s the reason Anchor Brand 
Clothes Wringers keep right on outselling all other clothes 
wringers. 

Ball Bearings insure easy turning; Best quality Rubber 
Rolls insure long service; Safety Cog Wheel Shields insure 
absolute safety; Hold Fast Clamps once tightened hold se- 
curely; every part of every wringer made the best we know 
how and there's vears of “know how” back of every Anchor 
Brand Clothes Wringer. 





LovELL MANUFACTURING Co. ErIg, Pa. 


World’s Largest Manufacturers of Clothes Wringers 
































Patented Card that 
prevents Hooks from 
dropping off 














New Packing > ar 
of <i 







a eee Another New DIAMOND 


With Jaws Like a 
Cup Hooks Cold Chisel 
on 10c Cards 
2 doz. cards to carton 
$1.60 per carton. 
Samples on Request 
Also Samples and Prices on 
White Enameled Thumb- 
tacks on blocks or in boxes. 
Originators & Manufacturers 
of Moore Push-Pins and 
Moore Push-Less Hangers. 
The kind your customers 
expect. 


MOORE P USH-P IN co. (Wayne Junction) P hiladelphia, P a. 


ess 












DIAMOND WRENCHES 
Are Drop Forged Tool Steel 
They are scientifically hardened and drawn in oil. Have jaws like 
a cold chisel. Made especially for heavy constant garage and shop use. 
Diamond Adjustable Wrenches are the most complete line made. 
Write for catalog. 


CQ IAMOND CALK HORSESHOE COMPANY, 4622 Grand Ave., Duluth, Minn. 



































A FULLY RODDED VARNISHED 


STEP-STOOL 


AT $7.50 PER DOZEN 


a 
A FULLY RODDED 


STEP-LADDER 


WITH RIVETED TOP, ONE-PIECE PAIL-SHELF At 
18c. PER FT. IN 3, 4, 5, and 6 ft. LENGTHS 








ABOVE PRICES ALL F.O.B. FACTORY 


TERLING STOOL & STEP-LADDER CO. 
STERLING, ILLINOIS 
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“Yankee” Hand Drill Demonstrator gem, 


Lets customer operate these two interesting ‘“‘Yankee’’ Hand Drills for 
himself, as in use. Shows him how Ratchet Movements on No. 
1530 and two speeds on No. 1435 will solve his drilling prob- eae 
lems. Hand Drills can be sold to Electricians, Motorists, Metal NEW 

Workers, Carpenters and Householders. They interest men Two speeds and lock. Slow speed 





VANKEE”" N°? 1435 


of every calling and profession—also boys. back geared, giving greater 
power. Three jaw chuck | for 
The Market Is Growing Fast round shank drills. Capacity %”. 
This Demonstrator on your counter starts them buying. 
It is FREE with your order for four Drills. XY 


The quantity of drills has been kept down to an absolute 
minimum, 








= | : 
‘ “YANKEE N® 1550 
Most representative jobbers have stock and can ship at a ate, Sebiieen 6 
once. An order now will bring you an immediate increase Famous Double Ratchet for con- 
Drills in your drill business. tinuous drilling in close quarters. 
cannot be Five adjustments—one_ speed. 


, y . . Three jaw chuck for round shank 
powr-nomully , NORTH BROS. MFG. CO., Philadelphia drills. Capacity y, 
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Sell the Best 























—asesi(a yres HARDWARE 
9 For Hard-wear 
3 ome Formorethan 50 years 
Bommer Spring Hinges have main- 
tained their leadership and proven 
8 their superiority over all others. 
© ” They have kept pace with the 


C times, because they have been 
kept up with the times whenever 
improvement was possible. 


BOMMER 


SPRING HINGES 





Replenish your stock with Bommer. 


They are in universal demand—are 
quickest to sell—easiest to apply and 
the most satisfactory spring hinges 
made. 


Your Jobber handles them. 


Send for New Catalog 50. It is a 
big help in ordering. 





ARE THE BEST 








Bommer Spring Hinge Company 
Manufacturers BROOKLYN, N. Y. 














American Steel & Wire 


Company 
BARBED: Ellwood Glidden, Am. Glidden, Am. Special, 
aukegan, Baker Perfect, Ellwood Junior, Lyman. 
NAILS, SPIKES, STAPLES, TACKS, Hot Galv’d Nails. 
ZINC INSULATED (FENCES: American, Royal, Anthony, 


National, U. S., Monitor, Prairie, Banner. Steel Gates. 
BANNER STEEL POSTS. 


CONCRETE REINFORCEMENT. 
BALE TIES: Old Reliable Brands. SALES OFFICES: 
TELEPHONE WIRE 


Chicago, New York, Bos 
WIRE for eve purpose. Cleveland, Worcester, Pry: 
delphia, Pittsburgh, Buffalo, 
Detroit, Cincinnati,  Balti- 
more, Wilkes-Barre, St. Louis, 
Kansas City, Minneapolis, St. 
Paul, Oklahoma City, Bir- 
mingham, Atlanta, Memphis, 
Dallas, Denver, Salt Lake City 

U. 8S. Steel Products Co., 
San Francisco, Los Angeles, 

Portland, Seattle 





uick Delivery. Write us for selling plans. | 














Summer Is Coming 
and With It a Demand for 


The Odorless Sexton Under- 
vround Garbage Keceiver is 
rapidly replacing the old fash- 
ioned garbage can because the 
up-to-date housewife wants a 
cleaner and more convenient 


method of garbage disposal. 

(;uaranteed for ten years. Opens 
at a touch ot the foot; sets flush 
with the ground. Write. 








ldd this business builder to your line. 
rite for full details. 


SANITARY Garbage Receivers 


ces gy Tae 
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Your files of Hardware 
Age describe and picture 
window displays 
that have made money— 
displays that “Pay the 
and bring about 
the much sought Rapid 
Turnover. 


many 


Rent” 


Put these ideas to work! 


HARDWARE AGE 
239 West 39th Street 


New York, N. Y. 





G HAROCOWARE 





How much of the rent 


Do Your 
indow Displays 


Pay? 


Do you use your windows 
merely to let the passerby 
know you sell hardware, 
or do you put them to 
work as 
men?” You know a real 
salesman is much more 
valuable 
“Order 

not put your window dis- 
plays in the selling class? 
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W. ROSE 


FOR SALE THROUGH ANY GOOD WHOLE- Pointing Trowel No. 75 


SALE HOUSE 





a “ag Especially useful for laying tile, it should be 
a displayed in every tool store. The blade is fine steel. 
Wiebusch & Hilger, Ltd. Shank and handle are right. 


New York 












with 
obtained by 
lines. The Glass Knobs are beautifully designed, ground and 


) fia , ° 
handling the Rivets 
polished. silver backed, giving high lustre. In short, a REAL 


BETTER LOCKS 
and 
BIGGER PROFITS @@ 
SALES 
can be easily 
LINE Roofing Nails 
No. 250B = Scratch Brush Wire 

Set No. 250B is a mortise set of sturdy structure and attractive 
“BUY” and easy to sell. We have many more attractions to 
offer, among which is our patented Dead Bolt Night Latch. 





Send for our new catalog No. 8—our line will interest you. 








S*) 
BRIDGEPORT. CONN. 





BRANCHES 








Ee are ee eee eee New York City 
17 Pine bk RN RS Sel RES a ee Od fs eee Philadetphia, Pa. 
133) W. _ EaaBiapne fapemnee: peat eed sipegd is Chicago. All: THE BRIDGEPORT SCREW CO. 
121 a: & tat aia 3 dks eee ae ah ae oe es ee ee San Francisco, Cal. 
406 Wa aT a ae elie ae i ee Los Angeles, Cal. Bridgeport, Conn., U. Ss. A. 
qi IND EI ENDENTIOCK OCKCO,TD Representatives: 
Fitchburg, Mass., U. S. A. Milton Pray Co., San Francisco, Los Angeles, Seattle 


Manufacturers of ne Ee See. Inside Door Sets, Glass George E. Quigley, Detroit 
Knob Sets, Key Blanks uto Switc eys, Hardware Specialties ‘ 
Key Cutting Machines, etc. 4 4 G. M. Baird & Co., Memphis, Tenn. 




















~The Gilbert & Bennett Mfg. Co. 


Established 1818—America’s Oldest Woven Wire Factory 


Manufacturers of 


WIRE CLOTH, NETTING and FENCIN G | 
Galvanized Steel Wire Cloth in all Meshes and Gauges 


Kansas City 


New York City Georgetown, Conn. Chicago 














Classified 





HARDWARE AGE 


Opportunities 








May 19, 1927 








Use the “Classified 


Classified Advertising Rates 





ities Section” to reach Hardware Manufacturers, 
Manufacturers’ Agents, Jobbers, Jobbers’ Salesmen, Retailers and Retail Salesmen. | 
BOXED DISPLAY RATES . 


Positions Wanted Advertisements 
50% off rates quoted | 








Each additional line.......... 
Average 10 words to a line 


Allow One Line for Keyed 


80 





e addressed 





Opportunity Exchange Section Ee ee : ) 
Set Solid, Minimum of 5 lines..... $3.00 Each additional inch........... -- 400 eer the an aan a “eee 
Each additional line........... -60 tunities, 239 West 39th St., New 
All Capitals, Minimum of 5 lines.. 4.00 Discounts for Classified Advertising York City 


4 insertions, 10% off; 8 insertions, 15% 


Address Remittance Must Accompany Order 
Samples of merchandise, literature, a etc., requirin 


to 





Harpware Acp is published each Thursday 
Forms close Ten Days previous to date of 
publication 


more than ordinary reforwarding postage should not 
x numbers. 





=, 











BUSINESS OPPORTUNITIES 








Wanted by National Sales 
Organization 
For the Retail Hardware Trade: 


One or more meritorious items for sale in this 
channel for which ready demand now exists. Can 
assist patentee or manufacturer financially, if nec- 
essary. Give full details in first letter, please. 
Address Box H-556, care of HARDWARE AGE, 
New York. 

















Hardware Store for Sale 


Established fourteen 
story brick, 
City 


station 


years. 

two flats above 
Hall and fifteen 
Newark Write 
Kearny, N. 


Also the building, plot 18 x 90, 
store. Main business street, 
by 

phone H. 
J.—Telephone Kearny 


three 
few doors 
bus from Hudson Tubes 
Rubi, 422 Kearny 


1381. 


from minutes 


in or 
Avenue, 














IT WILL PAY YOU to investigate; we offer Financial Aid and Free 
Sites to Industries locating in Newton Falls. Three railroads, electric 
freight service, main highways for trucking, the best supply of water 
in Mahoning Valley, right in the heart of the greatest industrial center 
Wg world. NEWTON FALLS BOARD OF TRADE, Newton Falls, 
Ohio. 





FINE opening for farm implement store in Electra, Texas. Population 
9,500 and the trade area served by this city is a proximately 15,000. Con- 
crete roads lead out into trade area in five directions. Fine farming. 
Good climate. No implement store here. For further particulars, address 
ELECTRA CHAMBER OF COMMERCE, Electra, Texas. 





HARDWARE, housefurnishing store, Socony gas station for sale. 
Good for two partners. No less than $15,000.00 required to handle propo- 
sition. Also handle full line of linoleum floor covering. Best growing 
—. “A Brooklyn, N. Y. Address Box H-548, care HArpware AGE, 
ew York. 





FOR SALE—Hardware business established over 50 years in good 
pone town about 50 miles from New York City. Stock will inventory 
em —" to $12,000. Address Box H-535, care of Harpware Acer, 

ew York. 





HELP WANTED 








We are a well known lock and hardware manufacturing 
concern doing about one million annually, with an assured 
standing in the market. We expect to do two million and 
more. We require the services of someone capable of sales 
management and having the necessary hardware knowledge 
to wisely expand our lines. Investment in the company 
not refused but not essential. Communications strictly 
confidential as to both sides. Box H-550, care of Hardware 
Age, New York. 














POSITIONS WANTED 


EXPERIENCED HARDWARE MAN, now traveling, desires to make 
connections with jobber as buyer or sales manager. 1 consider travel- 
ing for manufacturer in territory West of Pittsburgh to the Coast or in 
South. Experience covers buying, managing salesmen, and selling to the 
jobbing and manufacturing trade in this territory. Can handle a big line 
or two short lines if they do not conflict. Highest references. Address 
Box H-532, care of Harpware AGe, New York. 








THOROUGHLY experienced hardware man with good knowledge of 
paints, 44 years of age. Married. Sixteen years’ experience as owner and 
manager of large store handling all kinds of general hardware and mill 
supplies; desires position with large concern as manager. References will 
satisfy as to ability and honesty. Address Box H-549, care of HARDWARE 
AGE, New York. 





EXECUTIVE, 36 years of age, with 14 years’ manufacturing experi- 
ence, including credits, purchasing, office management, production and 
sales, available soon. Capable of shouldering heavy responsibilities and 
to efficiently relieve you of a part of your to | In search of a man-sized 
job which offers real opportunities for the future. Address Box H-546, 
care of HArpwWARE AGE, New York. 





SALESMAN would be interested in a line of latches and dead lock 
for New York City, Long Island and New Jersey. Am now representing 
a padlock manufacturer. Kindly send full particulars in first response. 
Any other line will be considered. Address Box H-543, care of Harpware 
Ace, New York. 


_ -— 








YOUNG MAN, 27, desires good position with a future, with a hardware 
manufacturer or jobber, in or near New York City. Builders’ hardware 
experience. Address Box H-557, care of HArpwArE AGE, New York. 





SALES ACCOUNTS WANTED 


ESTABLISHED MANUFACTURERS’ AGENTS having warehouse 
facilities and experienced salesmen, wish to enlarge their line by taking 
on one or two hardware or mill supply specialties to sell in Ohio, Indiana. 
Illinois, Michigan, also Buffalo, Pittsburgh, Louisville, St. uis and 
Milwaukee. Address D. & G., 344 West Sixth Street, Cincinnati, Ohio. 








SALES REPRESENTATIVES WANTED 





WANTED—SALESMEN calling on Hardware, Sporting Goods, Depart- 
ment and Drug Stores. ‘‘Morning Glory Shower.” 4th year sold. No 
competition. e of the best specialties on the market. Large com- 
missions. is several dollars extra each day. Give territory and 

HUG! 


lar: \ 
Eprapeaene. I PITCHER COMPANY, 116 Plane Street, Boonton, 





MANUFACTURER of a new patented poultry fountain and hog 
waterer wants side line salesmen on commission basis to sell hardware or 
poultry supply concerns for the States of Kansas, Nebraska, Missouri, 
Okiahoma and other Middle West States. Address Box H-533, care of 
Harpware Acre, New York. 








WANTED—-Have opening in Central States for several salesmen 
calling upon the retail hardware trade. State experience, lines handled 
and territory wanted. 15% commission. Sells readily and_ repeats. 


Address Box H-558, care of HArpWaRE AGE, New York. 





es 


WANTED—Sales representative calling on tool and hardware stores and 
jobbers for high class tool line and nationally advertised Door Check; 
commission basis. State territory covered. Address Box H-523, care of 
Harpware Ace, New York. 





WANTED—EXPERIENCED HARDWARE SALESMEN in the 
South, Middle West and Northwest territories by well-known manufactur- 
ers of deadlocks, latches, padlocks and growing builders line. Address 
Box H-539, care of HArpware Ace, New York. 
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FORSTNER BITS 











The Forstner Labor-Saving Auger Bit, unlike other bits, is guided by its Circular Rim instead of its center, consequently it will bore any 
arc of a circle and can be guided in any direction regardless of grain or knots, leaving a true polished surface. It is preferable and more 
expeditious than chisel, gouge, scroll saw, or lathe tool combined for core 
boxes, fine and delicate patterns, veneers, screen work, scalloping, fancy 
scroll twist columns, newels, ribbon moulding and mortising, etc. 


THE PROGRESSIVE MFG. CO. - - - TORRINGTON, CONN., U.S.A. 


One of the Most Remarkable Tools for Wood 
Working Ever Invented for Brace and Machine 














Plain or enameled 


STRATTON "econ 
HANDLES 


For Small Tools, Utensils, Electrical Goods, Etc. 
Enameling, both baked and air dried. 


STRATTON MFG. CO. Stratton, Maine 








DROP FORGED 
WRENCHES 


Designed and proportioned to give stiff- 
ness and tensile strength. Made accurately 

and uniform in machining and finish. Send for 
Oatalog B-23. 


ARMSTRONG BROS. TOOL CO 


314 N. Francisco Ave., Chicago, IIl., U. S. A. 


© 






















Permanent magnet which holds 


Robertson “Horseshoe Magnet” Hammers 
the tack in position for driv- 


oe 
ing. Awarded the Silver Medal ee 


(the highest offered) at the Panama-Pacific Exposition. 


Good profit. 
Name and design trade marks registered U. S. Pat. Off. 


ARTHUR R. ROBERTSON 94 Portland St., Boston, Mass. 

















J. L. THOMSON MEG. CO. 
Waltham, Mass. 


Tubular and Bifurcated 


RIVETS 














SAMSON CORDAGE WORKS 


MANUFACTURERS OF Tan’ SASH CORD. CLOTHES 
BRAIDED CORDAGE gMieSS LINES, SMALL LINES 
AND COTTON TWINES | 


BOSTON 














Wright’s Patent Machine Bit 
Expansive Bits of All Kinds 
The Conn Valley Mfg. Co., Centerbrook, Conn., U. S. A. 

















TRADE MARK ( udtadloyg 


BROWN @© SHARPE 
9 sxOle) O 
\lade Best 
They Give Complete itisfacti 


BROWN & SHARPE MFG. CO. Providenc: 





Confidence in 


, Brand 


Tungsten Lamps is shown by 20,000 re- 
tailers and 500 jobbers who sell them. 
Consolidated Electric 
Lamp Co. 

; DanVers, Mass. 
‘‘Licensed under the General Electric 
Company’s Incandescent Lamp Patents.°’ 




















Do YOU Want 


ware Age. 





a Good Position? 


Right now you may be looking for a good position as Manager, Assistant, 
or Salesman with some responsible Hardware company. 

And right now some one may be looking for you. 

The best meeting place is in the Classified Opportunities Section of Hard- 


Fifty words at a cost of a dollar and a half will put you on the right road, 
in the right paper, for the right position, with the right Hardware concern. 


Send your ad to 
Classified Opportunities Dept. 
HARDWARE AGE, 239 W. 39th St., New York 
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INDEX TO ADVERTISERS 





ERS INDEX is published as a convenience and not as a part of the advertising contract. Every care will be taken to index correctly. 
THB ADVERTIS No allowance will be made for errors or failure to insert. 
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For Quick Sales Action 
Stock Simonds Special 


Hand Saw 


There is no other file like this on 
the market. It is so unusual and 
more efficient for hand saw fil- 
ing that a big demand has been 
made for it by carpenters 
throughout the country. They 
are writing in right along—any 
number of them—saying, “Tell 
me what dealer sells the Si- 
monds Special Hand Saw Files.” 


They are interested and want 
to buy this file. They know it 








Files 


serves them better for hand saw 
filing than any other file made. 


Do you want this trade? 


Write us about the new file and 
let us give you our dealers’ dis- 
counts and selling proposition. 


The files are made in 514”, 6” 
and 7” lengths—6” being the 
best seller. Order a few dozen 
from your jobber. 





ONO AAA WN SRN TE RN LOLY 
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SIMONDS Saw ano Steet Co. 


Hardware Department 


SIMONDS 


Fitchburg, Mass. 


Special 
Hand Saw 
FILE 
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SheNew 
TUDOR P 



























For New Graduates 
into Bridal Bliss ~ 


The Chest Contains 


8 Teaspoons 2 Tablespoons 
4 Knives 4 Forks 
1 Butter Knife 1 Sugar Spoon 


Complete 


with Case 9.75 











A Silverware Sensation_ 


WENTY selected pieces of Community-made silverware, in any Tudor 
T pate Pattern, guaranteed for 25 years, packaged in a striking flat wood 
case brilliantly decorated in orange and black, priced to sell for $9.75! This 
is the story of this great new Tudor Plate number, which will almost 
certainly push your Tudor Plate sales above anything you have experienced 
in the past. Value like this has never before been offered in branded 
guaranteed silverware. Price has never been so low for any set of pieces 
with such charming and authoritative patterns. Opportunity has never 
knocked so hard on silverware dealers’ doors as it does with this new 
Community-made sensation. What are you doing about it? 





